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Ad Conference Marks 
New Development in 
Pattern for Program 


V omen, Fieldmen, A Agents and EVA 
Represented in Move to Strengthen 
Inter-Business Relations 


CREDIT ACCORDED TO HURD 


Hurd Elected President, Bothwell 
Vice President and Carlier Re- 
elected as Secretary-Treasurer 


By Wattace L. CLapp 


~Pocono Manor, Pa., Sept. 9—New op- 
portunities for service to the fire and 
casualty insurance industry loom up tor 


ithe Insurance Advertising Conference as 


an outcome of its emphasis at the two- 
day annual meeting here this week on 
a closer working relationship with the 
field organizations of the business which 
production firing line 


cope daily with 
American- 


problems. Rhea Hurd, Jr., 
Associated Companies, IAC vice presi- 


dent in charge of the program, set the 


IAC for the coming year; 


| Bothwell, 


stage for it. 
Mr. Hurd was elected president of the 
Irving D. 


Commercial © Union - Ocean 


‘Group, was made vice president, and 


Harry V. Carlier, Northern Assurance, 
was reelected secretary-treasurer. Walter 


H. Riley, American Surety, retiring presi- 


dent of the conference, was elected to 


the executive committee, ex officio, and 


‘ford, and Norris P. Browne, 


Newton C. Hawley, National of Hart- 
Aetna In- 
surance Group, also were elected. 

In his new capacity, Mr. Bothwell will 


be program chairman of the 1953 meet- 


ings. Margaret C. Ellison, Fire Associa- 


| tion of Philadelphia, continues as execu- 
‘tive secretary. 


New Era of Usefulness 


*The new era of IAC usefulness be- 


tame evident at the opening session 


‘Monday morning when Mr. Hurd was 


Fintroduced by Mr. Riley, 
president. 


the retiring 


Mr. Hurd then announced 


‘that the program represented a depar- 


ture from the usual TAC pattern in that 


‘key people of four associations, rep- 


' Tesenting, 
FWomen of the country, 


respectively, the insurance 
company field- 


men, agents and the 136 company mem- 
hers of the Eastern Underwriters Asso- 
‘ciation were on hand to nledge their 


(Continued on Page 40) 
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Current Membership 


Of NALU At An All 
Time Record High 


President C. E. Cleeton Reports 
New Total of 54,470 at 63rd 
Annual Convention 


FLUEGELMAN NEW PRESIDENT 


Many Issues Discussed at Council 
Sessions; Increase in Dues to 
Come Up Next Year 


By Otiver J. Jonzs 


\tlantic City—Membership of the Na 
tional Association of Life Underwriters 
all-time high total of 
Cleeton, Los 


has reached the 
54,470, President Charles F 
\ngeles general agent for Occidental 
Life of California, announced at the 
opening session of the national council, 
meeting here this week for the 63rd an 
nual convention. Mr. Cleeton also re 
ported briefly on some of the associa 
tion’s activities during the past year, in 
cluding Social Security, Section 213 and 
National Service Life Insurance. A more 
detailed report was given by President 
Cleeton at the opening general session 
and appears elsewhere in this issue 
Registration at this convention was in 
excess of 1,100. 


Expansion Program 


An expansion program was outlined, 
which Mr. Cleeton said would have to 
be adopted if the National Association 
is to continue to effectively serve its 
members. A proposal to increase mem- 
bership dues, to help finance this pro 
gram, set off a series of discussions by 
the delegates, many of whom were op 
posed to the plan, particularly represen 
tatives of some of the smaller associa- 
tions, who felt that some of their mem 
bers might not be receptive to the 
increase. One of the supporters of the 
proposal, however, called attention to 
the high assessments of workers in other 
fields, many of whom are not on as high 
a level as the professional life under- 
writer. 

Financial Reports 


Mr. Cleeton’s appeal was strengthened 
by the reports of National Association 
Secretary Osborne Bethea, The Pruden 
tial, and NALU Managing Director Ben 
jamin N. Woodson, CLU. Mr. Woodson 
gave a detailed financial report of the 
over-all operation of the National Asso 
ciation. 

Expansion plans, Mr. Cleeton said, call 
ior the opening of an oftice in Washing 
ton, D. C. and the appointment of a 
competent attorney to serve the organi 
zation’s interest in the nation’s capitol 
and appointment ot an actuary to work 
out of the Nz ppmcamen headquarters in New 
York. It is a gr: ave mistake, Mr. Cleeton 
said, that aaa is no full time represen 
tative in Washington, as the develop 
ments effecting the life insurance indus 


(Continued on Page 14) 
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Fe ably led, we gladly followed 


began to feel the influence of Solomon S. Huebner. Some of 
his students became important in the business world. Some 
went out to teach to others what they had learned from him. 


He’s past seventy now. But time hasn’t touched him inwardly. 
The old energy is still there, and the strong sense of calling, 
and the clear-eyed vision of the goal. He looks the part he’s 
always played—a great teacher, a moulder of men. 

Talking to him now, you know why Dr. Solomon S. Huebner 
played such a hero’s role in the building of today’s 
multi-billion dollar life insurance business. 

He never sold a dollar’s worth of life insurance himself. But he 
shaped the minds and inspired the men who have made the 
great life insurance sales records of today. He gave us a sense of 
our mission as handlers of dreams and hopes, not of dollars 

and cents. Physicians, in their moments of self-searching, think 
of Hippocrates. We think — or should —of Dr. Huebner. 

It was half a century ago when young Solomon Huebner 

saw the great need for trained young men in business. The 
men were available; the training was not. He resolved 

to change all that. 

He started from scratch. There were few business schools 
then, few textbooks, fewer teachers. So, when the 

Wharton School announced a course in life insurance, with 
Dr. Huebner as its guiding spirit, a new era had quietly 
begun, though not many people realized it. 
Teacher and students often learned together in 
those pioneering days. The textbooks got written; 
many he had to write himself. Eventually the 
whole country and the nations of the world 






That would have been enough for most men. But 

Dr. Huebner had just begun. 

For fourteen years, he had nourished a dream that was 
finally realized with the chartering of the American College 
of Life Underwriters. Now all young men who wished to 
qualify for the profession of life insurance could be tested 
for aptitude, integrity, and willingness to work. Here they 
could be trained in mind and heart for better service to 
themselves, their clients, their companies, and their country. 
Many of us have climbed to success on the ladder which 
S.S. Huebner built for us. To show our gratitude, we have 
offered him every honor at our disposal. He accepts them 
graciously, but being the man he is, we think he finds 
ample reward in knowing that his work has made thousands 
of other careers possible. And perhaps his greatest reward 
comes when he walks down a street in any American 
town, and sees the self-respecting families in their 
self-respecting houses, and knows what a part life insurance 
has played in the confident rhythm of their lives. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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fin D. Marsh Made Vice President; 
A Leader in National Activities 


John D. Marsh, CLU, general agent 
for Lincoln National Life at Washing- 
ton, D. C., and head of an unusual group 
in J. D. Marsh & Associates, is a leader 
in a number of activities of national im- 
portance and prominent in U. S. Cham- 
ber of Commerce and District of Colum- 
bia Board of Trade. 

He is a past president of the D. of C. 
Association and ot 


Life Underwriters 

the General Agents and Managers As- 
sociation. He was national committee- 
man from 1942 to 1949, was elected a 
trustee in 1949 and last year served 
secretary of NALU. He is chairman of 


Veterans Affairs and 
vice chairman 


its committees on 
Relations with Attorneys, 
Agents and Managers Con- 
Insurance Committee 


of General 
ference, member 
of U. S. Chamber of Commerce and the 


Insurance Committee and the Traffic 


Committee of D. of C. Board Trade. 
He is secretary-treasurer of Atlantic 
Alumni Association, LIAMA. 


A member of the Million Dollar Round 
Table, Mr. Marsh has waged a continu- 
ous fight for National 
Service Life following 


termination of 


Insurance and 





JOHN D. MARSH 


termination of World War II he was 
prominently identified with the educa- 
tion of field forces of the business on 
NSLI. 


Robert C. Gilmore, Jr., New Secretary 
Long Active in Association Affairs 


Robert C. Gilmore, Jr., Bridgeport, 
Mutual Benefit Lite, newly elected 


National Association of 


Conn., 
secretary ot 


Life Underwriters, was born in Rutland, 
Vt, and has lived in Connecticut since 
he entered the insurance business with 


Mutual Benefit in 1935. He has won the 
National Quality Award six times. He 
was president of Bridgeport Junior 
Chamber of Commerce and in NALU 
has been a trustee, chairman of com- 
mittee on agents, member of Group in- 
surance, finance and other committees. 
He is on executive committee of Con- 


necticut Life Insurance and 


Trust Coun- 
cil and on LUTC committee of 


Bridge- 


port Lite Underwriters Association. In 
1943-44 he was president of Connecticut 
State Association of Life Underwriters 
and chairman of the state association's 
legislative committee. He is a director 
in the Bridgeport advertising firm of 
Ten Sommers, Ine. 

Mr. and Mrs. Gilmore have tour chil- 
dren, the oldest 24 and the youngest 3. 
His son-in-law is in general insurance 
business in New York. He owns an old 


the suburb of Easton, 


Bridgeport. 


colonial home in 
seven miles trom 


A.&H.Committee Sees Present Conduct 
Of Disability as Threat to Industry 


The Committee on Accident and 
Health, of which Walter G. Gastil is 
chairman, made a number of recommen- 


that it be made 
a standing committee of 21, members 
of which would serve also on a num- 
ber of other committees where phases 
of accident and health insurance might 
be considered. 

“The present conduct of the Accident 
and Health business is vulnerable to 
criticism if the stewardship of this im- 
portant public service would not sté and 
critical investigation and come off well,” 
said the report. “It seems to most of 
our Committee that the NALU would 
fail in its mission if we interest ourselves 
only in attempting to improve conditions 
for just that segment of the & H. 
underwriting fraternity who happen also 
to be members of NALU no matter what 
percent of the whole they represent. 
Generally, we are inclined to feel that 
if all segments of the business are not 
given the benefit of our study and effort 


dations among them 


to improve conditions as they now exist 
and chart a course for better field opera- 
tions in the A. & H. business, we will 
fail in our mission. 

“We feel that the level of the Accident 
and Health business, in some areas, i 
threat to the good names of ‘Insurance.’ 
We feel that the operation of the 

\.& H. business must be raised to a 
higher plane of business principles and 
ethics in order to establish it as a val- 
uab1le— dependable — trustworthy and 
highly esteemed servant of society offer- 
ing a quality product at a fair price. 
We are not prepared to say that NALU 
can or should spearhead that program.” 

The committee also recommended that 
the association adopt : code of ethics 
and that the General Agents and Man- 
agers Conference also adopt a man- 
ager’s code of re Appointment of a 
subcommittee on A. & H. education and 
training was a and 2 agen with 
other organizations interested in A. & H. 
was recommended. 


isa 


David B. ae New President 
Left Wall St. to Sell Life Insurance 


The new president of the National 
Association of Life Underwriters is 
David B. Fluegelman, CLU, for years 


life underwriters associ- 
and a Life 
Dollar Round 
Yorker hi 


s 
city for 55 


prominent in 
ations Qualifying member 
of Million 
A native New 
ticed law in this 
cializing during later 
relations. One of his 
Restaurateurs Association 
handled its contract with 
He was 80 when he died, 
the day of his demise. 
David B. Fluegelman went to 
send Harris High School and College 
of the City of New York from which 
he was graduated in 1923. His first job 
was with Lehman Bros., famous New 
York investment bankers, one member 
of the firm being Herbert Lehman who 
after serving for years as Governor 
of New York became a member of the 
United States Senate. With Lehman 
Bros. Fluegelman was a customer’s man, 
his job being to sell securities. It was 
a cinch. The country had never expe- 
rienced a greater boom period, stocks 
reaching astronomical heights. Before 
long most everybody was in the mar- 
ket. Elevator men, plumbers’ appren- 
tices, clerks—all were buying stocks, 
sometimes on the instalment plan and 
they began reading the financial instead 
of the sporting pages. They impatiently 


Table. 

father 
years, 
years in labor 
clients was the 
for whom he 
the unions. 
active until 


prac- 
spe- 


Town- 





Osborne Bethea Reelected 
Treasurer of Association 


Underwood & Underwood 


OSBORNE BETHEA 

general agent for 
The Prudential in New York, currently 
treasurer of the National Association, 
was reelected to that office. He has been 
active in Life Underwriter Association 


Osborne Bethea, 


affairs at all levels for many years. His 
career in the business of nearly 30 years 
includes field training and agency work 


from the home office and for many years 
general agent for Penn Mutual in New 
York and elsewhere. He has been presi- 
dent of the Life Man: gers Association 
of Greater New York, is chairman of 
the General Agents and Managers Sec- 
tion of NALU, member of the executive, 
planning and Social Security and Na- 
tional Affairs Committees of the Na- 
tional Association, also a member of the 
important finance committee. 








FLUEGELMAN 


DAVID B. 


the last editions of the eve- 
to note how their holdings 
the sales of the day 
were recorded in the New York Stock 
Exchange. When the awakening came 
with the sensational Wall Street debacle 
of 1929 Fluegelman was 26. He suffered 


waited tor 
ning papers 
had increased as 


agonies as he thought of the fate of the 
clients who had trusted him in buying 
the stocks they were so eager to pur- 
chase. He remained in Wall Street 
about a vear following the er: ash during 
which he studied the possibilities of his 
future. The decision he made was never 
again to sell anything which would 
make a person suffer because he took 
his advice. Those ruminations resulted 
in his entering life insurance. 


Enters Life Insurance 
One of his clients in the investment 
field was the late “Rudy” Recht of the 
Northwestern Mutual who told him that 


life insurance was the solution of his 
problems. “You just can’t sell a bad 
policy,” declared Recht. “No one will 
be buying anything from you in our 
business who will not be the gainer 


and no one will be buying anything which 
will not live up to its obligations. The 
more you sell, the greater will be your 
prestige and you will have the satisfac- 
tion of bringing security to as wide a 
circle as your energy, industry and 
intelligence will make possible.” 


Soon after Fluegelman became an 
agent he sold two policies of $10,000 
each. They were on lives of friends. 
Two months went by before he sold an- 
other and it developed into the worst 
year he has had in the insurance busi- 
ness. It was a contrast with the ease 
with which he had sold securities, but he 
knew he was in the right field. As of 


January 1, 1952, he had sold $12,000,000 in 


the Northwestern alone, his largest year 
in that company being $1,600,000. He 
sells mostly individual and business in- 
surance, employe-benefit plans and de- 


ferred compensation. Most of his sales 
are in Greater New York. 
Mr. Fluegelman has been 
of the Life Underwriters 
of the City of New York; chairman of 
its board of directors and of its past 
presidents as well as belonging to 
number of committees. re president ot 


president 
Association 


the New York State Association of 
Life Underwriters he presided over one 
of the most successful of its annual 


Saratoga meetings. At one such meeting 
when he was president E. B. Whittaker, 


(Continued on Page 6) 
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John Knipp Appointed 
Phila. General Agent 


STOKES CARRIGAN 


SUCCEEDS 
Connecticut Mutual } Names Baltimore 
Man Connected With Agency There; 
Active in CLU 





fohn C. Knipp, Jr. ‘CLU, has been 
appointed a general agent for Connecti- 
cut Mutual Life at Philadelphia, ef- 
fective September 16. He — succeeds 
Stokes B. Carrigan who has asked to 
be relieved of managerial duties to _de- 
yote full time to sales work for Con- 
necticut. Mutual. He will continue with 
the agency as associate general agent. 
Mr. Knipp first joined the company 





JOHN C. KNIPP, JR. 


in 1947 as a representative at Baltimore 
and for the past two years has been 
doing supervisory work there with the 
Thomas W. Harrison, Jr., Agency. He 
has won the National Quality Award 
for the last three consecutive years and 


is a member of the company’s Presi- 
dent’s Club. ; ‘ 
He is a graduate of Johns Hopkins 


University and the Life Insurance Mar- 
keting Institute at Purdue University. 
For two years he has been a CLU in- 
structor at Johns Hopkins and he is 
a director of the Baltimore Chapter, 
American Society of Chartered Life Un- 
derwriters. 

Active in Baltimore civic affairs, Mr. 
Knipp is a director of the Junior As- 
sociation of Commerce and has been 
vice president of the group. He has been 
vice chairman and board member of 
the Seamen’s Branch, YMCA, and cap- 
fain in C4fnmunity Chest and Red Cross 
drives. During the last war he served 
as a lieutenant (j.g.) in the U. S. Naval 
Reserve. He is a member of Phi Gamma 
Delta fraternity. 

Mr. Knipp will be in charge of the 
agency offices at 1200 Architects Build- 
ing, Philadelphia. The Connecticut Mu- 
tual has another agency in that city 
with Vernon S. Mollenauer as general 
agent. 


BMA Holds Meetings on 
Pacific Coast This Month 


The Business Men’s Assurance Co. of 
Kansas City is holding a series of meet- 
ings on the west coast this month. The 
first of the scheduled sessions was in 
Spokane September 9 and 10, and then 
follow: Seattle, September 12 and 13; 
Portland, September 15 and 16; San 
Francisco-Sacramento at San Francisco, 
September 19 and 20; Los Angeles, 
September 25, and San Diego, Septem- 
ber 27. 

A feature of each of the meetings is 
discussion of the company’s new all- 
Ways protector plan. J. W. Sayler, vice 
President in charge of sales, and C. M. 
Barricklow, assistant to vice president, 
are representing the home office at the 
meetings. 


Mutual Benefit’s Investment 


Record Over It’s 107 Years 


How good a job does a life insurance 
company do of handling the investment 
of funds for its policyholders ? 

There seem to be no statistics for the 
life insurance business as a whole and 
over a long period of time, but the rec- 
ord of one of the oldest mutual compa- 
nies may give some indication. That 
record was supplied in a statement made 
by Harry W. Jones, vice president of 
Mutual Benefit Life of Newark, N. J., to 
the field force of the company at a re- 
cent educational conference. 

“TI like to think,” said Mr. Jones, “that 
life insurance accomplishes for the indi- 
vidual two things which the average 
businessman regards as essential in his 
business. The businessman carries insur- 
ance against loss on his plant and prop- 
erty and at the same time he accumu- 
lates a reserve against depreciation and 
obsolescence. The businessman does 
these two things separately but life in- 
surance gives the individual a chance 
to do both in one package. Naturally, a 
life insurance company can claim the 
right to accumulate the individual's re- 
serve for him only if it can demonstrate 
that it has done a better job than he 
might be able to do for himself. It is in 
this connection that some of the figures 


of our company are very interesting. 

“If we go back over our entire history 
and throw together all investment losses, 
including voluntary write-downs of in- 
vestment values, and offset them with 
investment profits, we have a real net 
loss figure over 107 years of $12% mil- 
lion. During the same period of 107 
years, our interest earnings have been 
$1,075 million. In other words, our aggre- 
gate net principal losses have been little 
more than 1% of the interest earned for 
our policyholders, 1.14% to be exact. 

“If we limit the study merely to the 
last 20 vears, we find that in the early 
portion of the period we went through 
a depression with its losses and then 
through a period of recovery and pros- 
perity with attendant gains. Our net loss 
experience in the entire 20 years is only 
89% of the total interest earnings in 
those years, even a better ratio than 
for our entire history. It is an excellent 
illustration of how a long-range business 
like ours, which can wait things out, 
and which has the benefit of very care- 
ful selection of investments and diver- 
sification, can perform. There are few 
individuals who should be willing to 
tackle their own problems of financial 
security in the face of a record of that 
kind.” 





West Coast Life Makes 
Several Policy Changes 


West Coast Life, San Francisco, has 
released three new plans of insurance. 

The Select Whole Life (Preferred 
risk) non-participating policy will be is- 
sued only to super-select lives in 
amounts between $10,000 and $100,000. 

“he Commercial Life Fully Paid at 
Age 85 is issued in amounts of $5,000 
and over on both the participating and 
non participating basis. This plan is is- 
sued substandard up to 500% of stand- 
ard. 

Very low cost Term insurance is now 
available under the new Single Premium 

5 Year Term policy. It is issued to age 
60 and, at issue ages 55 and under, it is 
renewable for one additional 5 vear term 
at the premium for the attained age. 
The minimum amount is $5,000 and the 
maximum is $100,000. The policy has 
cash values equal to the full reserve. 

The underwriting rules have been re- 
vised to provide increased non-medical 
insurance limits, increased limits for Ad- 
ditional Accidental Death benefits and 
raising the limiting ages at issue for 
certain plans of insurance. 

Non-medical insurance will now be is- 
sued to $7,500 on male lives through 
age 35 and to $5,000 at ages 36 through 
40. The limit for single women through 
age 40 is retained at $5,000 and for mar- 
ried women at $3,000. Additional non- 
medical insurance may be written at in- 
tervals of 12 months or more after the 
last non-medical application for an 
amount not to exceed the current non- 
medical limit for the class of risk, pro- 
vided that in the aggregate not more 
than twice the current non-medical limit 
may be written without a medical ex- 
amination intervening. 

The maximum amount of Accidental 
Death Benefit issued in connection with 
life policies is now $50,000, provided the 
total of this coverage in all companies 
on the applicant’s life does not exceed 
$75,000. Within certain limits the 
amount of Accidental Death Benefit may 
be more than the face amount of the 
life policy. 

The Endowment at age 85, 20 Year 
Endowment and 20 Payment Life plans 
will now be issued through age 70 on 
both the participating and non-partici- 
pating basis. 


St. Louis Brokerage Manager 
A. J. Disch, former assistant broker- 
age manager for Occidental Life of 
California, has been named brokerage 
manager in the St. Louis branch. 


Guardian Life Is Entering 
Accident & Health Field 


The Guardian Life of America. will 
begin issuing participating accident and 
health insurance policies on September 
15. A description of the broad variety 
of personal accident and health con- 
tracts, both commercial and guaranteed 
renewable, which it will issue and the 
personnel of the company’s new acci- 
dent and health department which will 
administer the program, are described 
on the accident and health page of this 
issue of The Eastern Underwriter. 


New World Makes Carmody 


Vice President, Counsel 
New World Life of Seattle has elected 


John D. Carmody vice president and 
general counsel, it has been announced 
by R. McGinnis, president of the 


company. 

Mr. Carmody has been associated with 
the company for many years and has 
been active legal counsel since 1931. He 
is a member of the firm of Kahin, Car- 
mody and Horswill and specialized in 
life insurance law, practicing in Seattle. 
He is a member of the American, State, 
and Seattle Bar Associations and moves 
into the home office of the New World 
Life to become an active vice president 
and general counsel. 


Non-Par Rates Reduced 
By United States Life 


Rate reductions for most of its insur- 
ance plans have been announced by 
United States Life. The lower premiums 
which reflect the company’s favorable 
mortality experience, affect primarily the 
older ages at issue, present rates for 
ages 30 and below remaining unchanged 

The following table shows new and 
old Ordinary premiums per $1,000 for 
five typical plans: 

Age Old Rate New Rate 


20 Year Endowment = 35 $47.06 $47.06 
45 51.01 50.01 
55 60.43 58.43 
Endowment at 60 35 37.03 36.73 
5 66.78 66.28 
Endowment at 65 35 30.95 30.45 
45 51.01 50.01 
55 106.33 106.33 
20 Payment Life 35 34.12 33.62 
45 43.26 42.26 
55 57.37 55.37 
5 Year Term 35 7.45 7.35 
45 12.15 11.95 
55 25.35 24.55 


J. W. Randall to Retire 
Within a Few Months 


TRAVELERS COMPANIES’ HEAD 


Started as Mail Clerk, Made Fine Field 
Record; Became Unusually Suc- 
cessful President 


Randall, president of the 


Jesse W. 
Travelers Insurance Companies—T ravel- 
ers, Travelers Fire, Travelers Indemnity 
and Charter Oak- 


soon as board of directors makes this 


lans to retire as 


possible which he hopes will be. within 


a few months. Rumors of his contem- 


plated retirement began to flow about 


Hartford when Mr. 
Heublein Hoel afer 


Randall moved to 
selling his home 





Fabian Bachrach 


JESSE W. RANDALL 
at 44 Van Buren Avenue, West Hart- 
ford. He has purchased a home in 


Winter Park, Fla., where he 
live permanently. 

In the insurance business Mr. Randall 
is regarded as one of the most able 
chief executives. Before becoming presi- 
dent he was in charge of the casualty 
business of the Travelers and was un- 
usually prominent in that field. 


hopes to 


Born in Hazardville, Conn. 


Born in Hazardville, Conn., Mr. Ran- 
dall began his insurance career in 1905 
as a mail clerk of the Travelers parent 
organization. Five years later he went 
into the field for Travelers Indemnity as 
a special agent, lability department. In 
1913 he became manager of the Spring- 
field, hai, branch's casualty depart 
ment and then was made manager of 
the Worcester branch from which post 
he was transferred to Boston as as 
sistant manager. In August, 1915, he re- 
turned to the home office and = shortly 
thereafter was made assistant secretary 
of Compensation and Liability depart- 
ment. In 1927 he became secretary and 
was given full charge of those depart 
menis. He was elected vice president 
of the Travelers Indemnity in January, 
1935, became a director of the four com- 
panies in the organization in 1944 and 
in July, 1945, was advanced to the presi- 


dency. He is a former president of the 
Association of Casualty & Surety Ex- 
ecutives. In June, 1950, Mr. Randall re 


ceived a degree from Trinity College. 
Growth Under His Presidency 

As president of the Travelers Compa- 
nies he saw the companies make great 
headway. Net assets of the group in- 
creased from $1.6 billion in 1945 to $2.2 
billion in 1951. Life insurance in force 
in the parent company increased from 
$6.5 billion in 1945 to $11.4 billion by 
December 31, 1951. His relations with 
the field, home office executive organiza- 
tion and employes reached a new high 
in entente stature. 
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Retiring President Cleeton Tells of 


Six Main Objectives of Association 


Proposed New NALU Headquarters Would Cost Estimated 
$300,000; More Than $117,000 Already Raised; 
6,000 Members Have Contributed 


Atlantic City, Sept. 10—President Clee- 
ton said the six objectives of NALU 
To work constantly for 
about enlightened 
York State which will 
and realistic limits on expense 
in brief, the revision of Sec- 
He told of the new committee 
limitation of which George 
Harrison is chairman and on which the 
NALU has three representatives. “While 
no one can guarantee the outcome of 
the present deliberations it is felt by all 
that we are nearing a solution of our 
problems,” said Cleeton. 

Second NALU objective is to hold firm 
against increases in the base of Social 
Security or further increases in the dol- 
lar benefits it offers. 

Third objective is strenuously to op- 
pose any return of National Service Life 
Insurance and for the integration of ex- 
isting benefits to service men as a pre- 
liminary to any liberalization or exten- 
sion of benefits. 

Fourth objective is to continue work- 
ing for agents qualification laws in all 
states. 

Fifth objective is to 
Agency System and to oppose 
life insurance through savings banks and 
to oppose “distortion or violation of 
sound principles of Group insurance.” 
Cleeton told of the special NALU com- 
mittee on Group insurance headed by 
David Fluegelman which is working with 
a committee on Group appointed by 
both LIAA and ALC. 

Sixth objective is to hold NALU in 
readiness to serve the nation to the ex- 
tent needed. He urged that everybody 
vote. 


were these: 


bringing legislation 
in New create 
modern 
limitation, 
tion 213. 
on expense 


uphold the 
sale of 


Status of New Home 
Mr. Cleeton concluded by discussing the 
need for a larger space at NALU head- 
quarters and the new home which is 


Temple University Head 
Speaker at Convention 


City—Every individual and 
a public 


and with cus- 


Atlantic 
every corporation has relations 
job to do with personnel 
Robert L. 
University of 


NALU 


presi- 
Phila- 


conven- 


tomers, said Johnson, 
dent of Temple 
delphia, addressing the 
tion on Wednesday. 

“In the first place,” 


efficient, 


said Dr. Johnson, 


“to create an happy organiza- 


there is harmony and where 
is delig 


it is vital that the 


tion where 
each 


her best talents, 


person hted to give his or 
men 
and women in the have mu- 
tual 


portant 


company 
other. It is im- 
treated not 
but with sin- 


respect for each 
that they: be 
human dignity, 


the men at the top. 


only 
with every 
cere friendliness by 
Every corporation has a public relations 














MUTUALZ LIFE INSURANCE COMPANY 


BOSTON, massacuusErTs 


BARCLAY 
7-1070 


Ed Allen Al Dittmann 











CHARLES E. CLEETON 
needed. At present time no 
has been purchased but a 
architect engineer has, at request of 
NALU, furnished his estimate of what 
would be needed for an ideal headquar- 
ters and even a sample building diagram 
was shown the convention. 

In the memorial drive for these new 
headquarters, the locale of which has 
not vet been selected, more than $117,000 
have been subscribed by more than 6,000 
but 300 associations have not yet been 
heard from. Mr. Cleeton felt the project 
could be swung for about $300,000 and he 
was optimistic that the money would be 
subscribed. 


property 
consulting 


job to do with its customers and with 
its prospective customers. 

“T wonder how many of us really 
appreciate this wonderful country of 
ours,” said Dr. Johnson. “How truly 
grateful are we that we live in a free 
country, that our homes are our castles, 
that we are innocent unless proven 
guilty, that we work where we wish to 
work and worship where we care to 
worship. Believe it or not my friends, 
there are not many countries in the 
world where we could be as free and 
have such an opportunity as we have in 
our own United States. Should we just 
take it all for granted—or should we 
consider in our hearts that being an 
American is a great privilege and that 
we must do something in our own home 
community to show our appreciation. I 
don’t mean just making cash contribu- 
tions to worthwhile causes; I mean 
giving ourselves, our time, our interest 
and our efforts to those community en- 
terprises that help make America what 
its.” 


Olen Anderson Tells of Big 
Educational Opportunities 


Atlantic City—Olen E. Anderson, vice 
president of John Hancock Mutual, a 
speaker before the convention, discussed 
the trend in general economic and busi- 
ness education as a part of the over-all 
development in all forms of adult edu- 
cation which has seen’ phenomenal 
growth in last decade, the agent, ambi- 
tious to broaden himself, has ample 
opportunity to do so. Anderson ex- 
plained the different educational facili- 
including agency 


ties now available 


training courses, sales seminars, local 


association meetings, eve- 
courses in business 
LUTC program and so on. 
possible field 


management to 


underwriters 


ning colleges and 
universities, 


The 


forces 


only way for the 


and company 
harmony is to 
stand each other, he said. In life insur- 


most 


work in perfect under- 


ance production the important 
lever, when all is said and done despite 
the great educational facilities, is en- 
thusiasm in salesmanship which he de- 
scribed as the all essential human jet 
propeller. 

The first day’s convention concluded 
with the American College of Life Un- 
derwriters’ hour, presided over by Julian 
S. Myrick, chairman of American Col- 
lege of CLU. 


Mary La Bella New Chairman 
Of Women’s Quarter MDRT 


Atlantic City, Sept. 9—Mary La Bella, 
Manhattan Life, Los Angeles, is the 
new chairman of the Women’s Quarter 
Million Dollar Round Table. Vice chair- 
men are Nell Burns, New England Mu- 
tual, Birmingham, Ala., and Daisy Hy- 
man, Mutual Life, Baltimore, Ohio. 
Women’s Quarter Million Dollar Round 
Table now has 247 members, New York 
Life women with 45 having the largest 
membership. 

At annual banquet tonight Minna 
Hensley, Franklin Life, Salina, Kans.. 
and retiring chairman, presided. Two of 
the women speakers were Laura Ben- 
ham, Prudential, Niagara Falls, and 
Della Black, State Mutual, Syracuse, 
N. Y. Both discussed insurance sales- 
manship. Also on program was J. V. 
Whaley, vice president and director of 
agencies of Franklin Life. 


Fluegelman President 


(Continued from Page 3) 


vice president, The Prudential, made his 
extraordinary successful talk about mass 
coverage, and Phil Hobbs, Equitable 
Society and former president of NALU, 
presented that association’s viewpoint 
on the subject. When he was president 
of the state association the present law 
on savings bank life insurance was en- 
acted. He joined NALU 20 years ago; 
has not missed an annual convention in 
past 12 years. He was chairman of 
NALU committee on agents and also 
chairman of its functions and activities 
committee. He is now chairman of the 
Group insurance committee of NALU 
and for past year has been vice presi- 
dent of NALU. Mr. Fluegelman is a 
member of the New York State board 





A Top Opportunity! 


Somewhere in the life insurance 
world there is a man who seeks 
an outstanding opportunity with 
a hard-hitting, close-knit organi- 
zation. To such a man, this mes- 
sage should be of deepest interest, 
Have you had at least four or 
five years of successful life sales 
or life insurance editorial experi- 
ence? Do you write well? Do 
you like to write? Do you have 
a good platform personality ? Can 
you get along well with high 
caliber 
mentally and fast on the trigger? 
Do you like the idea of fresh air 
and sunshine, with only 20 min- 
utes to the office? Would living 
in a mid-western city of 500,000 


associates? Are you keen 


appeal to you and your family? 
Are you age 40 or under? 
Here is an unusual opportunity 
for the right man, for the man 
who seeks a_ richly-satisfying, 
happy, congenial, lifetime career 
position with unlimited growth 
potentials. The organization is 
one of the nation’s leading life 
insurance service houses. 
If you live in or near New York, 
an executive of our company will 
be glad to see you in New York 
any time between September 15- 
17, inclusive. Otherwise, please 
send full details about your past 
income, family and 
personal history plus a_ recent 
photograph by air mail. Every 
communication will be regarded 
as wholly confidential. 

BOX 2116 


The Eastern Underwriter 
93-99 Nassau Street 
New York 38, N. Y 


experience, 











on life agents examinations by New 
York State Insurance Department, and 
is a member of the faculty of University 
of Connecticut, Storrs, Conn., where he 
has taught at CLU Institute. Mr. Flue- 
gelman also belongs to Westchester Life 
Underwriters Association. 

Clubs to which Mr. Fluegelman_be- 
longs are Old Oaks Country at Pur- 
chase, N. Y.; City Athletic Club of New 
York, Sales E xecutives Club. He is also 
a member of Federal Grand Jury Associ- 
ation and is a past grand officer of 
Phi Epsilon Pi. 

Mr. and Mrs. Fluegelman live in 
White Plains, N. Y. She was Evelyn 
Cardoza, cousin of the late Benjamin 
Cardoza, a justice of the United States 
Supreme Court. They have two chil- 
dren: Andrew C., 9; and Betty Ann, 6. 
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Bob Jacobs 


FAMILY 
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THE ALLEN-PRATT GENERAL AGENCY 
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MUTUALJ LIFE INSURANCE COMPANY 


AOSTON, MASSACHUSETTS 


225 
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Pete Smith 
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B. N. WOODSON 
Managing Director, NALU 





Building Clients Through 
Audit Told by R. B. Dinsmore 


Atlantic City—R. Braddock Dinsmore, 
Provident Mutual Life, Princeton, N. J., 
speaking before the agents’ national 
sales seminar, had for his topic “Clien- 
tee Building Through Use of the 
Audit.” He pointed out that he had 
learned his audit while a member of a 
large agency in New York and 
he has been using it his sales methods 
He uses it 


in practically every interview and feels 


since 


have completely changed. 
that it is directly responsible for almost 
all of his sales. 

“After T 
whom T have serviced, 
said, “IT ask him if 
the name of just one person whom he 
knows well and thinks might profit from 


client or a 
Mr. 
he would give me 


have a person 


Dinsmore 


my service. I always ask for the name 
of someone who has a good position; 
probably some insurance, and problems. 
I then find out all I can about the new 
lead before contacting him. 

“The audit helps to eliminate compe- 
tition. When one of my clients shows 
another agent the work I have done for 
him, the rival usually decides it isn’t 
worth his while to buck competition like 
that. I know this has happened many 
times. However, I would like to point 
out that no matter impressive- 
looking any audit may be, it is pos- 
sible that it contains bad mistakes, such 
as: 

‘Using a life income option because 
it has favorable rates when there is not 
enough insurance to provide a livable 
income; leaving proceeds at interest un- 
tila future date and then making a life 
Income automatic; leaving proceeds to 
children as contingent beneficiaries in 
the same manner as to wife; leaving 
educational funds with no flexibility— 
that is, giving wife right to withdraw 
cash or elect options in case of death 
of the child before educational period; 
naming minor children as_ contingent 
beneficiaries on proceeds needed for 
clean-up fund; setting up so rigid a 
Program that while it may cover pres- 
ent situation, it allows no flexibility for 
meeting changing conditions.” Conclud- 
ing, Mr. Dinsmore said that poor pro- 
gramming is worse than no program- 
ming. If you don’t have a knowledee 
of the prospect’s needs, he said, and a 
knowledge of life insurance so that you 
can fill those needs to the best of the 
client’s ability to pay and a sincere de- 
Sire to serve, you had better not pro- 


how 





General Agents & Managers 
Conference Progress Told 


Atlantic City—The 
and Managers Conference, the new group 
within NALU of which Charles W. 
Campbell has been chairman, had an 
enrolled membership 
4,055. The preliminary report told of the 
formation and progress of the organiza- 


General Agents 


at mid-year of 


tion. 
“A questionnaire submitted to local 
general agents and managers brought 


out data which will enable the Confer- 
ence to be of greater service to them,” 
said the “Locations for 


report. many 


new Associations were suggested, and 
many offered to help in their organiza- 
tion. 

“It was learned that there was no uni- 
formity in the administrative year of the 
local Associations. It is the belief of the 
Committee that 
render a greater service if there were 
greater 


the Conference could 


uniformity of administrative 
years. 
“As many local Association requested 


information requiring revision of their 
by-laws, a new model set of by-laws has 
been created for local and state Associa- 
tions of General Agents and Managers. 
Several established Associations have 
adopted these new 
amended their present by-laws to con- 


by-laws, or have 
form with the model. It is anticipated 
that most newly organized Associations 
will adopt the model. The new model 
by-laws suggests that all individuals be 
required to hold the 
NALU and also in the General Agents 
and Managers Conference. 


membership in 


“This procedure will allow field man- 
agement to develop within the structure 
NALU 


without giving it any greater voice in 


of, and as an integral part of, 


the parent organization than it formerly 
had. Thus, it wil promote the education 
and development of field management, 
which in turn should benefit the entire 
NALU, field 


management is responsible for the selec- 


membership of because 
tion, hiring, training, and supervision of 
those who make up the major portion of 
NALU.” 


the membership of our great 


Opinions Differ on Agents 
Conference Group Project 


The committee of agents, of which 
Robert C. Gilmore, Jr., is chairman, in 
its preliminary report said concerning 
the proposed formation of “The Agents 
Conference”: 

“On this important matter, there is 
obviously a division of thinking on the 
part of members of this Cormmittee and 
the subject will have to be more 
thoroughly explored at the time of the 
Committee Meeting in Atlantic City 
All are agreed that any action that 1s 
taken must be for the benefit of NALU; 
it therefore seems clear that a mere 
simple majority vote of the Cornmittee 
should not decide this question since it 
may obviously lead to dissention among 
the agents themselves. Only through 
virtual unanimity of opinion should any 
action be taken, reflecting true consid- 
eration for the welfare of both NALU 
and the entire body of its agent mem- 
bers.” 





Committee Dissolved 
Atlantic City—The Committge — of 
Women Underwriters of the NALU has 
been dissolved in order that the women 
agents can give more time to all com- 
mittee activities. 





Home Office: 
Newark, N. J. 


Canadian Head Office: 
Toronto, Ont. 





| The Man Who Wasn't There— 


YET HE WENT 


show. 


Who is he? ... He’s 


TISING GOES — 


Prudential Advertising opens doors—over 40,000,000 of them every week from 
Bangor to San Diego, from Seattle to Miami. 


Prudential Advertising works for Prudential Agents right where it does the 
most good—in the homes of the people in their territory. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Southwestern Home Office: 
Houston, Texas 


He spent a quiet evening at home with his family— 
INTO 
EVENING through the miracle of television and the 


immense appeal of the Sid Caesar and Imogene Coca 


On Sunday he went swimming— 
YET HIS SALES MESSAGE WAS SEEN IN 31,000,000 
HOMES THAT SUNDAY MORNING in Sunday sup- 


plements and leading national magazines. 


THE PRUDENTIAL AGENT 


FOR WHERE PRUDENTIAL 


THE PRUDENTIAL AGENT GOES, TOO. 


Western Home Office: 
Los Angeles, Calif. 


7,000,000 HOMES THAT 


ADVER- 
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E. L. Reiley On Morale Building 


Atlantic City—Building morale is one pressure of business affairs. I should 


of the most important functions and yet like to illustrate the possibilities by a 
one of the most elusive which the gen- few examples: 

eral agent or manager is called upon to “Take the item of adequate recogni- 
perform, said Edward L. Reiley, general tion. In 1951 an agent passed the half 
agent of Mutual Benefit Life in Phila- million dollar mark in his production, 
delphia, addressing the General Agents earlier than any previous year in his ex- 
and Managers Conference here. perience. We picked up the ’phone to 


“Morale building is really a simple extend congratulations, remembering 
process,” continued Mr. Reiley, “but a that recognition is a morale function. 


most exacting one. It consists of applyv- We learned that the agent was spend- 
ing human, christian principles to com- ing the weekend with his wife in New 
mon sense atin operations. It is not York City, celebrating their wedding 
the process which is difficult but its exe- anniversary. With a little trouble we 
cution. It is somewhat in the category located his hotel (and here the heart 


of the forward pass. When you plan it stepped in) and we sent the congratula- 
on paper or on the blackboard each man tory message to his wife, together with 


is assigned a specific function and the an orchid. It arrived just before the 
process is quite simple and logical. But dinner hour. The warmth of the hastily 
when you try to execute it, human weak- pencilled note, received from the agent 
nesses and failures step into the picture the following day, was ample testimony 
as well as the opposing eleven, and the that we had scored. 
effort is frequently uns successful. “Here is a case of office efficiency. One 
“So it is with our execution. Thought- of our agents applied for a policy on his 
lessness, compromise with principles, 15-year-old son. Our new business clerk 


negligence and hum in weakness are the spotted it immediately and called it to our 
common errors which we commit and attention. It was processed promptly but 
constitute the opposition force. If we again the heart took over and we dis- 
can overcome these hum: in frailties we patched a personal letter of congratula- 
will most likely perform them with the tions to the son. We wanted to make 
heart as well as the silind we achieve’ that boy feel good. We closed the letter 
morale—and loyalty too, if that is not with a highly complimentary remark 
included. This is an opportunity fre- about his wonderful parents. When that 
quently overlooked by each of us in the  boy’s mother expressed her thanks on 


Win Management Awards Federal Law and Legislation 


Atlantic City—Osborne Bethea, man- The committee on federal law and 
ager for Prudential at New York City, bawintadi NB -Sestusth cha ‘ 
has been Judged winner of the 1951-52 EBS SWOn, A. Ft er Coe 
“Manager’s Magazine” prize-winning viewed the background of the Reed- 
article award, it was announced at the Keogh bills, a revised version of which 
NALU annual meeting in this city. The as introduced in the closing days of 
award is presented annuz ally to the au- the last Congress. “We recommend” 
thor of the outst nding article nublished : si ’ 
during the year in “Manager’s Maga- said the report “that should they come 
zine. up for consideration in a future session 

William Treiman, district manager for of Congress, this association make 
Sun Life of America in Philadelphia, jnown its opposition to them and th; 
received the “District Management”. a : , lat 
award for writine the best article to !" the meantime this committee and the 
appear in the magazine during 1951-52. association’s counsel continue to coop- 
The award is made annually. erate with the appropriate committees 
‘ and staff personnel of ALC and LIAA 
and other interested organizations to 
our next personal meeting we knew that the end that if legislation of this gen- 
the good will we had created was far eral nature (Le. based on the principle 
greater than the effort we had made. of more equitable income tax treatment 

“We try to treat all agents fairly; for the self- employed) should be en- 
and are really annoyed at men who acted, it be in such form as to be fair 
come late to meetings. On a recent oc- not only to those persons whom it js 
casion when one man showed up late our — intended to benefit, but also to the life 
first impulse was a reprimand. We _— insurance industry, the members of this 
squelched that, however, and were glad association and all other interested 
we did when we learned after the meet- parties.” 
ing that our agent was late bec cause his The committee calls attention to the 
child had suffered a severe injury as the — ruling by the Internal Revenue Bureau 
result of a fall that morning. Naturally concerning the taxation of renewal com- 
the cians was excused. But we went mission of a deceased agent willed to 





one step further. We dispatched a color- heirs that “income tax does not accrue 
picture book to the injured child. The on the fair market value of the re- 
father’s greeting on the following morn- mainder of the renewal account trans- 
ing was ample evidence that the im- mitted by reason of death” of the 
pulse had been good.” agent’s widow. 








Business 1s Goop in New JErsey 











921 Bergen Avenue 


Newark 
Market 2-2242 





J. Stanley Dey, Manager 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


Serving brokers and surplus writers with complete 
facilities for handling large standard and sub- 
standard cases and large limits on all plans of 
annuities. Very low premium rates. 

vW 


10 Commerce Court, Newark 2, N. J. 
MArket 2-0621 











JOSEPH W. FOX 


General Agent 


Berkshire Life Insurance Company 


of Pittsfield, Mass. oe 


Journal Square 4-1724 





The Life Insurance Offices here represented, all leading agencies in New Jersey, extend greetings and 
congratulations to the National Association of Life Underwriters for its outstanding accomplishments 
this year—and for the fine leadership which has characterized the NALU throughout its long career. a 


Jersey City 6, N. J. 


New York 
Rector 2-4540 








Life Group 
CONTINENTAL ASSURANCE CO. 


of Chicago 
Philip C. Belber 
General Agent 


* * * 


Our agents, brokers and surplus writers value our 
monthly sales bulletin. You, too, can get on our 


mailing list for the asking. 


744 Broad Street Newark, N. J. 
MArket 2-0354-5-6-7 
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Dr. Huebner President 
Emeritus Am. College 


DR. McCAHAN MADE PRESIDENT 


Distinguished Educator to Remain 
Active in CLU Institution; His 
Notable Career 


City—At a meeting here on 
trustees of American College 
Underwriters elected Dr. 
Solomon S. Huebner, who has_ been 
identified with the college since _ its 
founding a quarter century ago in Phila- 
delphia, president emeritus To succeed 


Atlantic 
Tuesday 
ar. Lire 


him as president they elected Dr. David 
McCahan, currently executive vice presi- 


DR. S. S. HUEBNER 
dent, who served the college many years 
as dean. Like Dr. Huebner he is a pro- 
fessor of insurance in the Wharton 
School of University of Pennsylvania. 
Started Career With U. of P. 
After graduating from University of 
Wisconsin, Dr. Huebner was awarded 
a fellowship in economics at University 


of Pennsylvania where his entire te: ich- 
ing career has been. He was a pioneer 
at U. of P. in the teaching of business 


subjects and wrote some of the earliest 
textbooks. | His first book was “Property 
Insurance,” becoming a standard text. 


He was instructor in insurance and com- 


merce 1904-06, then assistant professor 
since 1908. He has the degrees of Ph. D. 
and Se.D. from University of Pennsyl- 
vania. 


Dr. Huebner is chairman of American 
Institute for Property and Liability Un- 
derwriters, Inc., has long been a lecturer 
on economic subjects and has held many 
civic, governmental and insurance ad- 
visory posts including expert advisor to 
the United States Shipping Board and 
the Congressional Committee on Mer- 
chant Marine. He was chairman of the 
Insurance Committee of the National 
Conference on Street and Highway 
Safety and on the Advisory Insurance 
Committee of U. S. Chamber of Com- 
merce. He is a Fellow of the Insurance 
Institute of America and the Casualty 
\ctuarial Society. 

Dr. McCahan’s Career 

Dr. McCahan attended both George 
Washington University and University 
of Pennsylvi inia holding the degrees of 
B. S. in economics M. A. and Ph. D. 
trom U. of P. He is a Chartered Life Un- 
derwriter and executive director of the 
S. S. Huebner Foundation for Insurance 
Educ: ation, a trustee of American Insti- 
lute for Property and Liability Under- 
Writers, a director of American Society 
of Chartered Life Underwriters and a 
former president of American Associa- 
tion of University Teachers of Insur- 
ance. He is a member of the Board of 
Corporators, Presbyterian Ministers 
Fund, trustee of Teachers Insurance & 
Annuity Association and formerly as- 
sistant manager Insurance Department, 

S. Chamber of Commerce. 





Committee on Compensation 

The committee on compensation, of 
which Spencer L. McCarty is chairman, 
reviewed the efforts to secure an amend- 
ment to Section 213 of the New York 
expense limitation law and pointed out: 

“There are some encouraging signs 
that indicate this problem is on its way 
toward a satisfactory solution. In an at- 
tempt to piece together the status as 
of early summer, a tabulation was made 
indicating what had been done to date. 
As a basis for comment, the proposal 
submitted to the Joint Legislative Com- 
mittee in November, 1951, was used. 
This proposed bill incorporated some of 
our association’s thinking over a period 


of three years with that of the Life 
Insurance Association of America and 
the American Life Convention. This 


basic bill was modified in 20 particulars 
to meet the criticism of the Department 
and was considered again by the Joint 
Legisl itive (Condon) Committee in the 
syring of 1952. Since that time, we have 
had two authoritative sources of infor- 
mation representing the opinion of the 
Condon Committee and the Insurance 
Department. They are the 93rd pre- 
liminary report of the Superintendent 
of Insurance to the 1952 Legislature and 
‘Review of Fundamental Principles’ a 
speech by Superintendent Alfred J. 
3ohlinger delivered on the subject of 


. Section 213 in June 1952 to the Mil- 
waukee, Wisconsin Life Underwriters 
Association, The accompanying tabula- 


tion makes only compact references to 
each item. 

“The next step has been taken to bring 
about new legislation in 1953. A ‘Policy 
Committee’ has been worked out in co- 
operation with Superintendent Bohlinger 
, medium and small 
company executives, two members from 
NALU and the counsel of the Joint 
Legislative (Condon) Committee. This 
committee will work with the assistance 
of a technical committee and eight sub- 
committees to bring detailed and expert 
witnesses to each phase of the problem. 
The Superintendent has promised that 
Department personnel will be available 
to help in the deliberations of the sub- 


committees.” 


—compose d of lar ge 


Myrick R Reviews CLU Growth. 


City—Presiding over the 
College Hour at the NALU 
Julian S. Myrick, chaif= 
College of Life 


Atlantic 
American 
convention here, 
man of the American 
Underwriters, reviewed the progress of 
the movement since the college was 
founded 25 years He paid tribute 


ago. 


to the founders naming among them 
Kdward A. Woods, Ernest J. Clark, 
Frank L. Jones and Dr. Huebner who 


has just been elected president emeritus 
of the college. 

“There is no saturation 
Mr. Myrick, “we are never caught up 
with possibilities, we continually need 
additional funds and personnel to carry 
on our work in the college so we will 
need your help and interest now and 
in the future just as we have always had 
that help in the past.’ 


point,” said 


H. M. Holcomb Outlines Activities 


Holcomb, 


Atlantic City—Herbert M. 
United Fidelity Life, Dallas, speaking 
at the LUTC luncheon, said that during 


that he has been a life 
had the wonderful 


able to 


the 20 
underwriter he 
experience of being 
men in their moments of misfortune and 
be able to remind them that the 
value of the life insurance that he had 
sold them will give them sorely-needed 
respite and funds with which to face 
the future—unafraid. “And later,” he 
continued, “I have had the joyous ex- 
perience of standing with these same 


men after they had won out again and 
heights 


years 
has 
stand by 


cash 


had climbed to even greater 
than they had previously imagined pos- 
sible. 


“To me repeatedly has come the heart- 
warming experience of helning grief- 
stricken and confused widows and 
children to realize that in their moments 


of despair there was an answer... to 
help them know that the foresight and 
love of their husband and father was 


going to provide them with food, cloth- 
ing and shelter—and with renewed faith 
in the purpose of their lives. 

“And it probably is with even greater 
satisfaction that I realize that there 
are many boys and. girls in’ my 
community who, whether knowingly 
or unknowingly, owe their higher educa- 


tion to the fact that I once did a good 
sales job with their wavering, Rett ste 
fathers who wanted to wait until times 


got better before they embarked on in- 


surance programs. Save for my determi- 
nation, those fathers might never have 
been ready with the necessary funds 
when their children were ready to go 


to college.” 


Mr. Holcomb entered the life insur- 
ance business about 20 years ago and 
during all of that time he has been 


a member of his local association of life 
underwriters and for 12 of those years 
he has been either an officer or a di- 
rector of his association. “There is some- 
thing highly satisfying in pitching in,” 
he said, “and working with other asso- 
ciation members—working as a team— 
to accomplish something you know will 
be of benefit to your association and 
your profession. 

“And there is something inspirational 
in working together with great leaders. 
We in the Dallas Association have been 
fortunate in having had some great lead- 
ers—men who sincerely believed in the 
high purposes and worthwhile goals of 
the association and who are able to 
inspire others to work toward those 
same goals. Two of our association 
members have served with distinction 
as president of the National Association 
of Life Underwriters. Others have been 
capable leaders of the Texas Association. 
All were endowed with the same con- 
viction—that the Life Underwriters’ As- 
sociation should and would be a power 
for good . always. 

“These leaders not only have been able 
to show us how to reach association 
goals—they left with us dreams for still 





ie 


Individual Non-Cancellable 


the “TIFF AN 








A& H Policies 





Preferred Risk Whole Life 





“Non-Can” Disability Income to Age 60-65-70 
e $400 per Month Maximum Participation 
e $10 per $1000 Disability Income Under 


For illustrations or information phone or see us today. 


IRWIN B. HALWEIL, 
GENERAL AGENT 
UNION MUTUAL LIFE INSURANCE CO. 


26 Court Street, Brooklyn 2, N. Y. Room 2112. MAin 4-0794-5 


Home Office: Portland, Me. 














more worthwhile objectives. Through 
the years, some of my most exciting 
and satisfying moments have come with 
the realization of some of those dreams. 
To the life underwriter actively en- 


gaged in association work, all the 
projects and accomplishments mean a 
great deal. They mean hours of fun 
and enjoyment—they mean pride and 
happiness in a job well done.” 





NEW 


ALL-INCLUSIVE RATES 
FOR 
Winter Group Meetings 


One rate covers room, meals, golf, swim- 
ming (indoor pool), Old White Club, meet- 
ing rooms, gratuities to dining room 


personnel, maids, bellmen on arrival and 


departure. 
$19 per person, per day, single 
$17 per person, per day, double 


November 24, 1952 to March 15, 1953 





Organizations planning 
winter meetings may now enjoy 
all the advantages of The 
Greenbrier at rates which 
include privileges and services 
separately charged for during 
the other seasons. 


Superb facilities plus an 
experienced, smooth-functioning 
staff are the essentials that 
assure successful group meetings 
at The Greenbrier. But what 
makes them outstanding is 
Greenbrier’s overall congenial 
atmosphere ...that intangible 
something which spells the 
difference between feeling “ 
home” and just living in a hotel 
room. Add the relaxation of 
Greenbrier’s varied sports 
and social activities plus the 
rejuvenative effects of the 
famed sulphur baths, and you 
can see why The Greenbrier is 
the ideal spot for winter 

ings. 








(HITE SULPHUR SPRINGS, W. VA. 
Telephone: White Sulphur Springs 110 
Teletype: White Sulphur Springs 166 

Or Inquire of Greenbrier Offices in: 

New York, 588 FirtH AVENvE « JU 6-5500 
Cuicaco, 77 W. Wasn’Ton Sr. « RA 6-0625 
WASHINGTON, INVESTMENT BLDo. « RE 2642 
Boston, 73 TreMonT STREET * LA 3-4497 
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Smither, President of 
American CLU Society 


SUCCESSOR TO CARL M. SPERO 


Other Officers and Regional Vice Presi- 
dents Named; New and Hold- 


Over Directors 


Atlantic City, Sept. 
Smither, Jr., CLU, 
New Orleans, was elected 


10—James W. 
general agent, Union 
Central Life, 
president of the American Society of 
Chartered Life Underwriters in a mail 
ballot reported to the annual meeting 
of the Society here today. Mr. Smither 
was advanced from first vice president 
and succeeds Carl M. Spero, New York, 
president of the Spero-Whitelaw Co. 

officers elected are first vice 
president, Gerald W. general 
Provident Mutual, Los Angeles; 
second vice president, Frank Cooper, 
Southwestern Life, Fort Worth; 
Neitlich, manager 
Mass.; and 
Floyd, manager, 
Philadelphia, re- 


Other 
Page, 


agent, 


agent, 
secretary, George 
Metropolitan Life, Everett, 
Frederick W. 
Life Co. of Virginia, 
elected. 


treasurer, 


New Directors 
New directors are: New England, New 
York, and New feces district, Clayton 
T. Knox, agent, Mutual Life of N./Y., 
Buffalo; Middle Eastern district, William 
Hoyer, general agent, John Hancock, 
Columbus; Middle Western 
Pendleton A. Miller, general agent, New 
England Mutual, 


trict, John R. Barnes, 


dist rict, 


Topeka; Western dis- 





agency instructor, 


New York Life, Salt Lake City; South- 
ern district (full term), William  H. 
Andrews, Jr., manager, home _ office 


agency, Jefferson Standard Life, Greens- 
boro, N. C.: 


expired term), 


and Southern District (un- 
Desaussure D. Edmunds, 
agency manager, Equitable Life Assur- 
ance Society, Birmingham. 

Mr. Smither was born in Nashville, 
Tenn., and has lived in New Orleans 
since 1912. He 
Academy, Woodberry Forest School, and 
Washington and Lee University. He re- 
ceived his CLU in 1942. 

He is a past president of the New 
Orleans Association of Life 


attended New Orleans 


Underwrit- 
ers, the Life Managers Association of 
New Orleans, the New Orleans ( chapter 
of CLU and the CLU Association of 
Union Central Life. He is at present 
New Orleans national committeeman of 























NEWARK IS OPEN 


AN OUTSTANDING OPPORTUNITY 
TO TAKE OVER A GOING AGENCY 
FOR A LEADING LIFE ACCIDENT 
AND HEALTH COMPANY, COVERING 
NEWARK AND NORTHERN NEW JERSEY 





Give full details in first letter which 
will be treated in strict confidence. 


Address Box 2118 
THE EASTERN UNDERWRITER 


Marsh Elected Chairman of 


General Agents Conference 

Atlantic City—General Agents and 
Managers Conference of NALU this 
week elected John D. Marsh, general 
agent of L incoln National Life at Wash- 
ington, D. C., chairman. Manuel Camps, 
John Hancock Mutual, New York, and 
Ray Wertz, Reliance Life, Detroit, vice 
chairmen. 

The conference was formed a year ago 
largely through efforts of Colonel Charles 
Campbell, now vice president of the 
Prudential, who was elected the first 
chairman of the conference. 





Women’s Activities 

The committee of women underwrit- 
ers, Elsie Doyle chairman, reported that 
of the 186,000 persons engaged in life 
insurance selling, 4,700 are women. “Our 
membership roster indicates,” the report 
savs “that about 35% of the women are 
affiliated with their associations. This 
is a slightly higher percentage than the 
men can boast. At this time there are 
15 separate women’s groups in as many 
cities. This past year 14 women were 
serving on eight sti anding and_ special 
committees of N. ALU in addition to our 
own committee.” The report suggests 
that the officers of all state associations 
consider the creation of women’s com- 
mittees at that level. 





the National Association of Life Under- 
writers. 

Mr. Smither entered the life insur- 
ance business as a personal producer in 
his father’s general agency of the Union 
Central in 1930. The agency operates as 
James W. Smither & Sons. another 
brother, Charles G. Smither, CLU, being 
also a member of the agency partner- 
ship. The senior Mr. Smither retired 
from the partnership in 1949, and the 
sons now operate under the partnership 
name. 


Regional Vice Presidents 


Advanced to regional vice presidents 


after serving as directors are Harry 
Krueger, general agent, Northwestern 
Mutual, New York; Eugene C. Devol, 


general agent, National Life 
of Vermont, Philadelphia; Loren D. 
Stark, independent, Houston; Fitzhugh 
Traylor, manager, Equitable Life Assur- 
ance Society, Indianapolis; and William 
C. Preston, manager, Northwestern Na- 
tional Life, Great Falls, Montana. 

Holdover directors are Ernest A. 
Perkins, general agent, Provident Mu- 
tual, Albany; Richard W. Angert, gen- 
eral agent, Lincoln National Life, Cin- 
cinnati; Harry R. Schultz, Mutual Life 
of New York, Chicago; and George N. 
Quigley, Jr., manager, Manufacturers 
Life, Los Angeles. 


associate 


Laurence Lee Urges Agents to Resell 


American Ideals to American People 


Atlantic City—There is a need today to 
resell the American people on the idea 
of America and what it stands for and 
the life insurance agents of the country 
are the ones to do the job, Laurence F. 
Lee, president of Chamber of Commerce 
of U. S. told the National Association 
convention here on Wednesday. Mr. Lee 
is also president of Occidental Life of 
Raleigh, N. C. 

“T would like to suggest that you men 
are cut out for the job of selling the 
American people all over again the idea 
of America. You have done so well on 
selling the institution of insurance, you 
are ideally adapted to re-selling the in- 
stitution of this country. 

High Standing of Insurance 

“That’s not an easy job. And it needs 
appraisal from the insurance 
point of view. As life insurance agents, 
you have made insurance one of the 
most popular words in the American 
language. Insurance is one of the most 
respected words in the American lexicon 


a_ brief 


—particularly since the depression of the 
1930's. 

“The achieved 
such stature that it is even used against 
the interests of the American economy. 
All kinds of dreamers and schemers of 
label their plans by 
claim 


word insurance has 


socialistic devices 
the name of “insurance.” They 
they don’t want to socialize America. 
They merely 


against the 


“insure” us all 
by 


want to 





hazards of existence 


government direction and government 
controls. 

“For example, they want to protect us 
from the hazards of free enterprise. 
They want to “insure” the non-produc- 


ing, inefficient worker an equal income 


“with the highly efficient, large-producing 


worker. Their idea of how to do that 
is to drag the better man down to the 
level of the less able. 

“All manner of devices enter into this 
idea. some old—some new—most of them 
calculated to curtail—if not to punish 
incentive—and superimposed on all the 
old devices is the new and more sweep- 
ing device of industry-wide bargaining 
with security provisions. 

“The same dreamers and schemers 
want to “insure” the consumer against 


inflation—so they say—by crippling jn- 
centive—and by destroying the goals of 
production. 


Could Reach Quarter Billion Persons 


“If it were not for the danger jp- 
volved in all this scheming and dream- 
ing the insurance world might take it 
as a compliment that the word ‘insur- 
ance’ is so generously but so carelessly 
applied. But as it stands, it is a distor- 
tion of a great and noble idea to 
an ignoble purpose. 

“So you can see what you're up 
against when you tackle the job of re- 
selling the American idea and the instj- 
tution of free enterprise. It will be diff- 
cult. 

“But you can do it. You are thought- 
forming people. That’s a matter of 
record. You are  thought-provoking 
people. That’s also a matter of record, 
You are thought-inspiring—and you are 
catalyctic agents for thinking people— 
just as you are agents for your insur- 
ance companies. 

“IT can say these things about you 
as of now with objectivity and dispas- 
sionate appraisal. As president of the 
National Chamber, I am talking in the 
interests of all business when I single 
you out for this heavy responsibility, 
It is simply a fact that the need exists— 
and it is simply a further fact that you 
are the men to meet the need. The very 
nature of your job means—to put it 
with good earthy American ease—that 
you ‘get around.’ 

“T figure that if each of you talks 
to five clients a day—there being 180,000 
of you—that 900,000 people would be 
contacted each day. Moreover, by the 
simple act of multiplying that number 
through a five day week, 50 weeks a 
year, a total of 225,000,000 persons would 
be contacted.” 





Group Insurance Committee 

Atlantic City—The new special com- 
mittee on Group insurance, of which 
David B. Fluegelman is chairman, met 
with company organization representa- 
tives during the year. “It should be em- 
phasized,” said the committee’s report, 
“that there is no question of ‘negotiating’ 
with the companies on this vital matter; 
the sole purpose of the joint meetings 
is to explore this particular phase of 
life insurance selling with the aim of 
reaching agreement on whatever 
remedial legislation can be supported 
unanimously by all segments of our busi- 


ness.” 























93-99 Nassau St., New York 38, N. Y. 





Pacific 


Doing business through General 





 PPOTILAE. «snc aise 


eianit are Pacific Mutual’s complete personal protection 
plans. One reason—ACCIDENT & SICKNESS DISABILITY INCOME 


is a coverage policy owners are proud to recommend. 


LIFE INSURANCE COMPANY 
HOME OFFICE=LOS ANGELES, CALIF. 
Agencies 
in 41 states and the District of Columbia 
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“Uf had 
it to do 
all over 
again... 


By J. L. W. 
Equitable Representative 


Jim and Mollie Williams invited me to their 
mortgage-burning party last week. Made me 
feel good to know I’d helped them find the 
key to happiness years before they thought 
they would. 





1 GUESS EVERYBODY pushing 50 sits and wonders 
what his life might have been like if he’d gone into 
some other kind of work. As for me, I’d still want 
to be an insurance man. 

Enough money for your own family is one 
measure of success. But helping other people along 
the road of life is equally satisfying. I’ve been 
successful both ways. I’ve managed to make a good 
living for my family, but I’m just as happy over 
giving other families greater security and more 
peace of mind. 

Take Jim and Mollie Williams. Years ago I 
showed them how they could finance a home of 
their own through the Equitable Society’s Assured 
Home Ownership Plan — how it protected them 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention 
broadcasts from the files of the Federal Bureau of Investiga- 
tion...another public-service contribution to his community 
by The Equitable Society Representative. 

EVERY FRIDAY NIGHT * ABC NETWORK 


One of a series of advertisements illustrating how a representative 
of The Equitable Life Assurance Society serves his community by 


selling life insurance. 


sins a 
i : 4 3 
J 
& 





against the two greatest threats to home owner- 
ship — death and hard times. I’ve written a lot of 
those Home Ownership plans, and I’m proud that 
not one policy holder of mine has ever had a fore- 
closure on his or her home. 

All in all, selling insurance is a mighty satis- 
fying way of life. It’s a job that protects all kinds 
of people from a lot of hard knocks. Gives kids good 
educations. Keeps families together. Helps old 
folks be independent and self-respecting. 

If I had it to do all over again, I’d want to be an 
Equitable man. I’m proud of the respect that’s 
come to me as a member of an honorable profession 
and as a representative of an institution as fine as 
The Equitable Society. 


THE EQUITABLE 


LIFE ASSURANCE 


SOCIETY 


OF THE UNITED STATES 


THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N. Y. 
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Baltimore Life Makes 
Three Staff Promotions 


WUNDERLICK VICE PRESIDENT 


J. Carroll Rhodes Vice President and 
Chief Underwriter; R. E. Edwards 


Actuary and a Director 





Baltimore—Announcement was made 
here this week by Albert Burns, presi- 
dent of Baltimore Life of three promo- 
tions recently authorized by the com- 
pany’s directors. 

Fred I. Wunderlick was elected vice 


Udel Bros. J. CARROLL RHODES 
FRED I. WUNDERLICK 

joined Baltimore Life in 1949 as associ- 
derlick was made superintendent of ate actuary. He is a Fellow of the So- 
ciety of Actuaries, and a member of the 

Middle Atlantic Actuarial Club. 
Henry kK. Niles becomes senior vice 
1. Carroll Rhodes was promoted to president succeeding J. Brookes Smith, 
vice president, and will carry the dual retired. Paul P. Swett, Jr., vice presi- 
dent and treasurer, also advanced in sen- 


agencies. He is an active member of 


insurance management organizations. 


title of that office and chief underwriter. Gent: 
He started with Baltimore Life in 1912 waite bg 
as a stenographer. He served in World 
War | and returned to the company in Sherwood prea 7 Actuary 


a clerical capacity in 1923. He became Of California Department 
manager of the Ordinary Department in Sherwood Adams of Springfield, Mass., 
1940, and advanced to assistant secretary has been appointed an actuary in the 
Department of Insurance of California, 
following a recently held countrywide 
nee civil service examination, and has en- 
the derwriting Department, and has been a tered on the duties of his office, as of 
member of the board of directors since September 1. He will have headquarters 





RALPH E. EDWARDS with the duties of chief underwriter in 
1947. He organized the company’s Un- 


president, and will hereafter carry 


dual title of vice president and superin- : : 

tendent of agencies. Mr. Wunderlick InN. > ; in the Los Angeles office of the De- 
ae ix : Ralph E. Edwards was elected a di- partment and will devote his activities 
joined the company as an agent in the — rector and appointed actuary, succeeding to field work. 

Altoona office in 1935. He was promoted |. Brookes Smith, who has retired after He has been associated with the Mas- 
to staff superintendent in 1938 and home = ™ore than 21 years of service. Mr. Ed-  sachusetts Mutual Life in its actuarial 


; : wards’ insurance career began with the “ 

office supervisor in 1942. In 1943, he va 1 gi Vv department during his entire insurance 
aS , Prudential, where he was an actuarial career. He is a graduate of Norwich 

was made the company’s first director student. In 1945 he went to Columbian University, Montpelier, Vt., and of the 

of field training. During 1945, Mr. Wun- National Life as assistant actuary. He Life Insurance Management Institute. 





“I can cover any 
Life situation with 
my Capitol Life portfolio.’ 


“Selling is easier with Capitol’s complete port- 
folio of Life policies, A & S policies, plus Group 
Life. This helps me serve all the needs of my 
prospects.” 






te 
Soom base 


¥ 


Harold Jacobs, Capitol Life Agency Manager 
St. Louis, Missouri 


_-~—s«C With Capitol Life you get these benefits: 


@ Attractive commissions— Bonuses @ Prompt underwriting service 

Liberal first year commissions plus lifetime renewals. A coordinated underwriting service for the field forces. 
®@ Sales training and sales aids @ Exclusive contracts 

Cooperative sales assistance to the men in the field. Compiete line of policies with competitive rates. 


Available to qualified field underwriters now residing in the 13 Western States. 





For details on the Capitol Life expansion program 






in your area, write: 
THOMAS F. DALY II, Vice President 
and Director of Agencies 





Capitol Life 


SHIN SURANCE COMPANY 
? DENVER, COLORADO 





























































































STRENGTH IN NUMBERS 


The Boston Mutual insures 
over 431,000 Policyholders 
through 35 Branch Offices in 
key New England cities. 


JAY R. BENTON, President 











Credit Life Insurance 
Showing Large Gain 


Volume of credit life insurance in 
force as of June 30 was 38% higher than 
a year previously although total con- 
sumer credit outstanding was up only 
8%. in force was $5,683,238 at end of 
June. This is report of Consumer Credit 
Insurance Association president — of 
which is Dwight Hollenbeck. 

Credit life insurance covers a_ person 
who makes a personal loan or buys on 
installments. It pays off his obligation 
and in certain cases also pays a cash 
balance to his survivors. Credit insur- 
ance assumes two forms. In level-term 
coverage the amount of insurance in 
force is constant as the debt decreases. 
In reducing term coverage the insurance 
in force is always equal to the balance 
due on the debt. At death the note is 
paid off, but there is no added payment 
to the survivors. 

In first six months of 1952. sale of 
credit accident and health insurance, 
which makes payments on debts when the 
policyholder is disabled by accident or 
illuess, increased by 65% over the same 


period in 1951. 


Wissler’s 25th Anniversary 

On the occasion of his 25th anniver- 
sary with the company, William N. 
Wissler, cashier and an officer of United 
States Life, was presented with an en- 
ived wristwatch by Robert L. Berg- 
stresser, actuary and senior officer in 
charge of the accounting department. 
His associates in the cashiers’ depart- 
ment gave Mr. Wissler an_ initialed 
briefcase. Manv cards and _ letters of 
congratulation were on his desk to sup- 
plement the good wishes and gifts of 
his friends. 

Mr. Wissler’s early experience with 
U. S. Life included the handling of pre- 
mium collections, claims, policyownet 
service, and real estate and mortgage 
problems. In 1930 he joined the account- 
ing department and two years later was 
named supervisor. He became assistant 
chief accountant in 1940, a post he held 
until his enlistment in the Navy in 1943. 
Returning after two and one-half years 
overseas Mr. Wissler was appointed act- 
ing cashier of the company in 1946, and 
was named cashier and an officer in 
January, 1951. A native of Brooklyn and 
now a resident of New Hyde Park, Long 
Island, he is married and has two chil- 
dren. 
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HELP YOU SELL MORE LIFE INSURANCE 


The agency’s busy typist is an integral part of the team 
backing up the life insurance salesman. Sometimes ste- 
nographer, sometimes receptionist—her active day is oc- 
cupied making out proposals, answering correspondence, 
giving cheerful assistance to questioning callers, filing 
pertinent material, seeing that the mail goes out—and 
then, if there’s time, handling odd chores that demand 
neatness and dispatch. Hers are duties that mean much 
to a smooth-running office . . . that save you important 
hours . . . that create an atmosphere of friendly efficiency 
which goes a long way toward gaining the respect of cli- 


ents and prospects alike. 


ETNA LIFE INSURANCE COMPANY 


HARTFORD 15 CONNECTICUT 



































One of a series of advertisements 
dedicated to the men and women 
whose skill, knowledge and effort 
contribute so importantly to the 
life insurance salesman’s success. 
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Report on Field Practices 


The committee on field practices, 
Stanley C. Collins chairman, said that 
replacement of existing Term insurance 
prior to expiry by a contract of term 
insurance or permanent coverage in an- 
other company has been the committee’s 
most persistent and vexing problem. 
“Able and sincere men differ in their 
treatment of ex- 
isting term insurance,” said the report. 
“The moral crux of this entire matter,” 


attitudes toward the 


continued the report, “is in conscien- 
tiously protecting the insured through a 
careful and complete comparison of his 
rights and privileges under existing con- 
tracts.” The committee then presented 
a statement of principles for considera- 
tion of the board and National Council. 

On bank finance plans, the committee 
said: “The National 
numerous occasions expressed its oppo- 
sition to the sale of life insurance and 


Association has on 


annuity plans through bank loans on 
new policies or existing contracts, where 
the sales bases its appeal on the present 
deductibility of the loan interest for in- 
come tax purposes. Thinking men must 
realize that interest rates are subject to 
the unpredictable action of economic 
forces and it is naive to assume that the 

government will long continue to permit 
tax avoidance through such a device. 
Such marketing procedure is not con- 
sonant with the long term and stable 
nature of the product we sell and it has 
demonstrated on numerous occasions its 
ability to cause serious and embarrassing 
difficulties which can react to the detri- 
ment of the industry as a whole. This 
committee reaffirms its Opposition to 
this practice. 


NALU Meeting 


(Continued from Page 1) 


try are many and require consistent on- 
the-spot vigilance. 

No action will be taken on the increase 
in dues at this year’s meeting. Mr. Clee- 
ton advised the delegates to bring back 
to their local associations his message 
on the necessity of increasing NALU’s 
annual income, which he said was unani- 
mously endorsed by the board of trus- 
tees. 

Another lively council session was 
that on the Agents Conference, which if 
adopted would be known as the Confer- 
ence of Field Underwriters of the Na- 
tional Association of Life Underwriters. 
Purpose of the conference, about which 
there was divided opinion, would be to 
provide an organization unit of NALU 
similar to the General Agents and Mana- 
gers Conference. Further consideration 
was deferred until the mid-vear meeting. 

Fluegelman President 

David B. Fluegelman, CLU, special 
agent for Northwestern Mutual Life 
affiliated with the Krueger & Davidson 
agency, New York, is the newly elected 
president of the National Association. 
The careers of Mr. Fluegelman and 
other NALU officers appear on page 
three of this issue. 
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Curiosity Always Holds 
Interest Says L. M. Benham 


Atlantic City—In a talk on “Curiosity 
Clicks,” before the Women’s Quarter 
Million Dollar Round Table banquet, 
Laura M. Benham, CLU, The Pruden- 
tial, Niagara Falls, N. Y., said that 
curiosity—uncertainty always holds our 
“For my part,” she said, “J 
questions—questions 


interest. 
believe in asking 
that are designed to tickle the prospect’s 
curiosity and get him to realize I prob- 
ably have some information that might 
be valuable to him. By making a pros- 
you make him 
far more receptive to your story than 
if you make presentation in a 
direct manner. 

“One of the simplest way I have found 
is a statement such as ‘You are willing 


pect answer a question, 


your 


to listen to any sound plan that will in- 
crease the value of your property, are 
you not?” 

In selling doctors, dentists and 
lawyers, who have been in service and 
who put the life underwriter off with 
the statement that their insurance has 
already been programmed, Miss Ben- 
ham asks how much Social Security 





Nassau Street, New York 38. 





ASSOCIATE GENERAL AGENT 


Wanted on a salary plus basis. Well established agency in Newark, N. J, 
Write full particulars to Box 2111, 


The Eastern Underwriter, 93-99 








their families will receive. All doctors 
fear disability, she ramarked, and they 
listen if you ask, “Do you know you 
can have life insurance arranged in such 
a manner that you will not have to pay 
3” 
premiums if you lose your health? And 
because they too want to take it easier 
some day ask “When fewer patients 
come through that door, will you have 


an income to supplement your pro- 
fessional fees?” ; 
Concluding, Miss Benham said that 


there is a false conception that simplicity 
is only for the dull; that simplicity does 
not appeal to the ‘intelligent; that for 
the clever, all things must be clever. 
“No greater fallacy ever lost more sales 
for a striving underwriter,” she said. 
“The utterly unaffected, the sternly 
austere, the completely simple question 
catches simultaneously all sorts of 
people—the few smart enough to appre- 
ciate the value of simplicity as well as 
the million unable to understand any- 
thing else.” 














Photo by Harold M. Lambert Studios 


An era of increasing longevity makes it possible to offer 
“life’’ coverage at the higher ages. The Manufacturers Life 
is prepared to extend the benefits of Life Insurance to appli- 

cants from this special group where coverage is needed for tax 
purposes or where there is a business insurance need. 
AVAILABLE UP TO AGE 75 
®@ ordinary life 
@ 10 pay life 
@ 10 year endowment 
@ Individual consideration will be given to applicants over 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


age 75. 

Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware, Idaho and Virginia. 


YOUR 


OWN COMPANY FIRST 


. THEN 


THE 


MANUFACTURERS 


INSURANCE Bias COMPANY 








Della H. Black Sees Heart 
Appeal as Selling Factor 


Atlantic City—Della H. Black, State 
Mutual Life, Syracuse, N. Y., addressing 
the Women’s Quarter Million Dollar 
Round Table banquet, said that life yn- 
seldom mistaken for 
artists, but that they really are artists, 
“We paint with verbal brushes,” she said, 
“and our colors need to be strong, vivid 
Make it deep black— 
that period of mourning, that sickness of 


derwriters are 


and startling. 


heart when the woman who faces stacks 
and stacks of bills after the funeral, 
when the children are ill and she hesi- 
tates before calling the when, 
single or widowed, she looks in the 
mirror and knows she is growing old, 
Make it bright red—the days on which 
her checks come in from her life insur- 
Make the dollars stretch 
like a blue ribbon before her—this blue, 
a shimmering blue of the future into 
which she can move with confidence and 
serenity—because she has income. 

“The finger-painting that children do 
it not good enough for us who are life 
underwriters. We need to paint pictures 
which speak to the human heart with- 
out need of interpretation. The literature 
and aids, the special course placed in 
our hands, give us our. skills. Such 
courses as Purdue, SMU and LUTC fur- 
nish to increase our efficiency. The 
woman planting for her family’s liveli- 
hood had to do more than till the soil— 
she had to envision the waving tassels 
of corn, the green plumes of the carrots, 
else her courage would have failed her, 
She had to plant with intelligence. You 
can’t plow a field or a furrow by turn- 
ing it over in your mind! Our pioneer 
women grasped the hoe and the handles 
of the plow—and worked! Part of our 
work is to stimulate the imagination of 
the prospect, so that she wants what 
you know she is someday going to need! 

“Purdue was a shot in the arm to all 
of us who attended last summer's 
session. All my ideas of what it takes 
to make a good woman underwriter 
went out the window, for there were 
25 of us, as unlike as possible, of every 
age, size, shape and description and with 
every known—and unknown! !—method 
of selling. The injection was a capsuled 
summary of methods and materials. It 
enabled us to step outside our job, view 
it impersonally, then evaluate and re- 
vamp it. 

““Gumption.’ You can’t be in this busi- 
ness unless you have it! but the gump- 
tion has to be channelled through— 
like the mountain torrent that is 
harnessed to produce maximum power, 
or like God‘s love—which needs that 
human heart to give it creative expres- 
sion. 


doctor, 


ance company. 











“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, III. 

32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 
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Women’s QMDRT Luncheon 


Atlantic City—The luncheon of the 
women’s (Juarter Million Dollar Round 
Table, which was held jointly with the 
Committee ot Women Underwriters on 
September 10, was an outstandingly suc- 
cessful affair with Elsie Doyle presiding 
and Nell F. 3urns, New England Mutual, 
\labama, acting as master of ceremonies. 
six women who have had unusually in- 
teresting careers Or personal experiences 
were introduced by Miss Burns. They 
included Helen Haas, New York Life, 
Fargo, N. D.; Lesla Sabin, Federal Life, 
Chicago; Winifred Pickering, Canada 
Life, Toronto; Lillian Mottier, Franklin 
Life, Rockford, Ill.; Grace Wong Chow, 
Occidental Life and Franklin Life, Los 
Angeles. 

Eleven women who are members of 
the MDRT are attending the conven- 
tion, of whom Mrs. Chow is one. 


Cooper Views Advantages 
Of Combination Agents 


Atlantic City—William Cooper, The 
Prudential, Manchester, Conn., speaking 
at the national sales seminar on “The 
Romantic Appeal of Life Insurance,” 
said that the combination men have a 
definite advantage over most other men 
in the insurance industry, because when 
they enter the field of life insurance 
as a career, they are given a thriving 
business. They are given a completely 
established business—stores, fixtures, 
merchandise, lights, front, and most im- 
portant of all, customers. They are given 
practically a guaranteed immediate liv- 
ing wage, and a concrete promise of 
good living for the rest of their insurance 
lives, regardless of length, if they study, 
learn, and pay attention to their share 
of the insurance business that is given 
to them. 

“Those of us who entered the life 
insurance business in the past few 
years,” he said “are well aware of the 
vast changes that have taken place dur- 
ing that time, when contrasted with 
conditions that existed in our business 
as short a time as 20 years ago. How 
many agents of those days knew pro- 
gramming insurance? The use of settle- 
ment options? The value of different 
clauses like the common disaster and 
spendthrift provisions? Few agents, 
years ago, attached little importance to 
the explanation and inclusion of these 
various services. And why? Because 
they understand little of the importance 
of these clauses themselves. 

“Today, we salesmen in the life insur- 
ance business, regardless of the com- 
pany we represent, receive an education, 
on the theoretical aspects of life insur- 
ance, at least, and we get this educa- 
tion free. Because of this continuous 
traning and education, we are able to 
understand changing economic condi- 
tions and keep up with new ideas in the 
business itself. And this knowledge pays 
off in greater prestige and constantly 
Increasing income.” i 


Good Agency Is Never 
Static Says M. M. Guon 


Atlantic City—Martin M. Guon, CLU, 
manager, Kenwood, IIl., district, Metro- 
politan Life, addressing the General 
Agents’ and Managers’ Conference, on 
Building a Winning Team,” said that 
a good agency is never static. “We must 
build constantly for the moment we 
stop building we begin to flounder,” he 
said. “In the process of building,” he 
continued, “we all make mistakes. We 
employ men whose lack of adaptability 
becomes more apparent as the months 
go on. In my opinion, the team will de- 
ferlorate in direct proportion to the 
length of time these men are permit- 
ted to remain in the agency, for like a 
barrel of apples, the two or three bad 
ones in the bottom will eventually ruin 
the whole lot. As in most organizations 
We have some agents who don’t belong 
in the business. We can’t do much with 
those men who have been allowed to 
remain in the business for many years, 
ut I do believe that we should promptly 
terminate those men who still have a 


chance to make good in some other en- 
deavor. 

“One reason why mediocre men are 
allowed to continue to the detriment of 
an organization is because it lacks ade- 
quate or attractive replacement mate- 
rial. This is where the team concept of 
our agency has proven its great value, 
for. in addition to our assistant mana- 
gers, every man on our team is con- 
stantly on the look-out for good agency 
timber because of his desire to bring a 
man into the organization who will really 
belong. Of the last four men appointed 
in our agency two of them were recom- 
mended by our own agents. 


Great-West’s Production 


With $2614 million of new business 
reported, for the best August on record 
and a $6 million increase over the same 
month last year, the Great-West Life 
Assurance Company continued its high 
production pace. Total production for 
the year-to-date, $204 million, already 
exceeds the total for the whole of 1948 
and is nearly equal to the company’s 
1949 production total. The leading 
branch during August was Earl M. 
Schwemm’s Chicago agency with more 


Benson Secy. of Managers 
Atlantic City, Sept. 10—Judd Benson, 
general agent, Union Central Life at 
Cincinnati and former NALU president, 
was elected secretary of the General 
Agents and Managers Conference today. 





than $134 million of new business placed. 
California was runner-up with $1,300,000 
of production, and Winnipeg led Canadian 
branches with over $1 million of new 
business placed. R. Blair Price, Phila- 
delphia, led all the United States rep- 
resentatives. 





Tie Pension Trust field is specialized and technical. 
While it offers large rewards, the average underwriter 
will waste much time if he ventures into it without expert 


guidance. 


New England Mutual began writing Pension Trust 
business 16 years ago, and by the end of 1951, had in force 
more than 12% of all insured individual policy Pension 


Plans in the U. S. 


We invite brokers —and agents of non-pension- 
writing companies — to tap this reservoir of New Eng- 
land Mutual “know-how.” Here, and readily available, 


nm NEW ENGLAND % MUTUAL 


PENSION TRUST 


EXPERIENCE 


. 





is the assistance of experienced people who helped “write 
the book” in this field. 


New England Mutual has a wider variety of policy 


contracts designed especially for Pension ‘Trusts, and the 


company is exceptionally flexible in such underwriting. 
It has been a leader, also, in developing simple, effective 
administrative procedures for handling Pension ‘Trusts. 


Our nearest general agent will be glad to explain in 


profitable use. 


THE COMPANY THAT FOUNDED MUTUAL 


detail how this experience in pensions, and substantial 
business insurance cases as well, can quickly be put to 


Life Insurance 
Company of Boston 
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N.Y. Life’s Great Technicolor Movie 


Effective Dramatic Story of Life Insurance Runs for 





In life insurance there is now a motion 
picture in Technicolor. Bearing the title, 
“From Every Mountainside,” it is a 
powerful drama based on a judge finding 
himself uninsurable and consenting to an 
his home that resulted 


agent’s visit to 


which assured the eco- 
the 


after the judge suddenly died. 


in a program 


nomic future of wife and children 


“From Every Mountainside” is a 
picture made for the New York Life 
by Wilding Picture Productions, Inc., 
with a cast of professional actors. A 
preview was shown to newspaper and 
magazine editors and reporters last 
Friday in the Wilding projection room, 
385 Madison Avenue, New York. The 


picture will have a nation-wide premiere 
September 13 through showings to its 
field force in 143 branch offices of New 
York Life located in the United States, 
Canada and Hawaii. Several hundred 
prints of the movie are being made im- 
mediately available to New York Life’s 
4,000 agents for public showings in their 


communities. This means a wide showing 


before hundreds of clubs, trade or- 
ganizations, churches, schools and other 
places 
The Fishing Trip 
Action begins in the vicinity of a 


mountain lake in a cabin where a group 
of warm personal friends gather for a 
several days fishing trip. This permits 
the picture to get off to a flying start 
as the background of the mountain and 
lake scenery is particularly beautiful in 
Technicolor 

In the cabin as the picture begins is 
Doctor Steve Dickinson, a physician of 
I experience who many 
patients and others die of heart trouble 
by ignoring warnings that they must 
lessen their activities; should take better 
f themselves and should cut down 
mn smoking. One of his intimate friends, 
Judge Wallace, had died at that same 
fishing camp while climbing a hill. That 
was after Dr. Dickinson had taken an 
electrocardiogram showing a bad heart 
condition. This frightened the judge and 
made him think more seriously of what 
would happen to his family economically 
if he should die, and it resulted in his 
consenting to an insurance agent com- 
ing to his home at night to discuss in 
surance affairs with his wife. “But don't 
anything serious is the matter 
vith me physically,” he said. The movie 
audience is shown a flashback of the 


has seen 


ne 


care ot 





tell her 








electrocardiogram in action and of the 
agent’s visit. 

Soon after the picture opens in the 
fishing camp Bob Wallace, the judge’s 
son comes to the camp and he is fol- 
lowed by an editor and a banker. The 


judge’s son was in the service fighting 
for freedom when his father died. It was 
a freedom to live as we like, secure 
and being able to work out 


for ourselves 


for 

from want 

our future 

What Picture Emphasizes 

e picture tells the 

life insurance as seen through 

e eyes of the judge, a doctor, an agent, 

an editor and judge’s son. Sum- 
marized this is what is brought out: 


ialogue of th 


the 


1 


| e late Judge \ allace who dropped 
1 } 
| 


in to see his doctor for a physica 


check-up and, seeing the handwriting on 
the wall, knew the time had come to 
complete his plans for the family. 

Fred Craig, the agent, whose task it 
vas to arrange a program so that, re- 


future, the judge could 
the plans for his wife 
be realized. 

who had seen enough 
of life to know that “we all draw a 
sentence from the moment we’re 
It’s the price we pay for the 
f living.” 





Stevenson 


born 
privilege of 


Charles banker, whose daily 


Knox, 


33 Minutes; To Have Nation-wide Showing 


contacts as a business man showed him 
another side to insurance—the contribu- 
tion its investments make to American 
standards and economical life. 

Jim Maxwell, editor, who knew that 
people want to win their security and 
freedom by taking care of their wants 
themselves; that they want to live their 
own lives in their own way. 

Bob Wallace, the judge’s son who 
learned from his father’s friends and 
from his own and his family’s experience 
what life insurance means to the indi- 
vidual and the family and the nation 
as a whole. 

Committee Which Worked With Movie 
People 

Three members of the New York 
Life’s public relations committee worked 
in cooperation with the Wilding Picture 
Productions, Inc., in connection with 
“From Every Mountainside.” They were 
A. H. Thiemann, Jack Abbott and An- 
drew Thompson. The story was written 
by Joseph H. Cole. 

Wherever shown this picture’ will 
make converts for life insurance and its 
additional purchase. No man, especially 
in middle life or older, can see the pic- 
ture without thinking intently of his 
own future and wanting a check up, too, 
































Four of the actors in New York Life’s new technicolor film, “From Every Moun- 
tainside,” shown in fishing camp as they discuss life insurance. Left to right—son 
of judge who died near camp, editor, banker and doctor. 


on his physical condition. In its brief 


running time—33 minutes—the picture 
tells how life insurance safeguards the 












the 


paying 


faction 


helps you cover 


field better with 


General American presents a 
solid front with a complete line 
of insurance protection that 
equips any field man with strong 
support for any objective. 


ORDINARY LIFE... a broad range of 
policies that permit sound planning within 
favorable premium structures. 


ACCIDENT AND SICKNESS .. . dividend- 


policies of wide variety . . . tailored 


to the client’s needs. 


GROUP INSURANCE... comprchensive 
plans that permit greater flexibility .. . 
ease of administration .. . customer satis- 


With multiple lines General Ameri- 
‘can provides “more power to men 
in the field.” 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERV 


ST. LOUIS, MISSOURI 





E LIFE INSURANCE COMPANY 


future for families, plays a vital role 
in making freedom work and at the same 
time builds up the country’s economic 
strength. Its action is carried by 
dialogue which is natural, bringing situ- 
ations to their climax and without being 
saccarine, gushy or over-sentimental. 


Mutual Benefit Conference 
Of Supervisors at Detroit 


The 1952 supervisors conference of 
Mutual Benefit Life of Newark, N. J, 
will be held September 17-26 at Hotel 
Statler, Detroit. A special feature will 
be actual field recruiting assignments 
for the 13 attending supervisors. 

\ series of panel and round-table dis- 
cussions will cover all phases of the 
supervisor’s duties, including recruiting, 
selection, training, supervision, planning 
and money management. Recruiting in- 
terview techniques will be demonstrated 
by Hilary J. Boone, Jr., Cincinnati, and 
Charles H. Cheyney, Los Angeles 
Round-table moderators will — include 
members of the home office staff and the 
following fieldmen: Campbell B. Chase 
and William F. Umphrey, both of Grand 
Rapids; and Terence G. Vane, Chicago- 
Parsons. 

Director of Field Training H. Douglas 
Palmer will lead the ten-day conference 
which will be concluded by a dinner on 
September 26. Others representing the 
home office are: Directors of Field 
Supervision Charles G. Heitzeberg, CLU, 


and Stuart A. Monroe; Director of 
Agency Personnel August C. Hansch; 
Alfred Cranwill, basic training man- 


ager, and H. Preston Smith, manage- 
ment training supervisor. 


Other supervisors selected to attend 
the conference are: Robert T. Hunt, 
Newark; John W. Judd, New York, 
Salinger-Wayne; Vern K. Miller, Cin- 


cinnati; Pinkham, Portland, 


Donald N. 


Me.; Richard C. Hassberger, Flint; 
Thomas. J.  C. Higgins, Hartford: 
Dominick C. Pitoni, Rochester; and 
John V. Smith, Philadelphia. 


Edwin A. Murphy Dead 


Edwin A. Murphy, a retired district 
manager of John Hancock Mutual, died 
recently. He started his career with the 
John Hancock in 1904, as an agent in 
the South Boston district office. At the 
under the com- 
pany’s pension plan in June, 1945, he 
headed the Rochester, N. Y., district ol 
fice. 


time of his retirement 
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FIVE GOOD REASONS FOR PLACING 


* *%& GROUP INSURANCE 
wire NEW YORK LIFE 


When a company is considering new Group Insurance or the revision 
of an existing employee benefit plan, there are at least five good reasons 
for considering New York Life — in terms of cost, coverages and claims 


service. 


jk 1. COMPLETE GROUP COVERAGES. 


New York Life offers a complete line of group insurance for both 
employees and dependents. 


* 2. FLEXIBLE GROUP CONTRACTS. 


New York Life offers modern group contracts which are flexible 
enough fo be fitted to each employer's individual needs. 


* 3. TRAINED GROUP FIELD ORGANIZATION. 


A full-time staff of salaried group insurance men have the know- 
how fo adapt group contracts to meet specifications. 


jk 4. NATION-WIDE CLAIMS SERVICE. 
New York Life claims offices are maintained in principal cities 


throughout the United States and Canada. 


je «5. LOW NET Cost. 


Contracts are administered at the lowest possible cost. The initial 
low premium may be further reduced by dividends. 


No matter where a company is located . . . no matter whether it has 
25 employees or 25,000 . . . is located in one city or has branches in 
100 . . . New York Life can work out Group Insurance coverages to the 
satisfaction and benefit of both the employer and the employee. 


NEW YORK LIFE INSURANCE COMPANY 


MADISON AVENUE, NEW YORK 10, N. ¥. 


A MUTUAL COMPANY FOUNDED #§ N 1 8 45 
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Jos. M. McCarthy Goes 
With Union Labor Life 


HEADS ITS PUBLIC RELATIONS 





Former Life Editor of The Spectator 
Made Director of Advertising and 
Public Relations 





A reorganization of the public rela- 
tions and advertising departments of 
Union Labor Life of New York, was an- 
nounced by Matthew Woll, president. 
Appointed to administer the program is 
Joseph M. McCarthy, formerl~ life editor, 
The Spectator, who becomes the com- 
pany’s director of advertising and public 





JOSEPH M. McCARTHY 


relations. In line with the expanding 
promotional activities of Union Labor 
Life, he will represent the company at 
meetings of labor and trade groups and 
in the Life Insurance Advertisers Asso- 
ciation. 

Mr. McCarthy comes to Union Labor 
Life after four years with The Spectator 
where he served as associate editor of 
The Spectator Property, managing edi- 
tor of The Spectator Life, and when 
both magazines combined this year he 
was appointed life editor. Previously, 
Mr. McCarthy served as assistant public 
relations director of Manhattan College 
of which he is a graduate. 

An Army veteran of World War II 
and a holder of the Army Commenda- 
tion Citation, Mr. McCarthy attended 
New York Law School evenings while 
with The Spectator. He is a member of 


the New York Athletic Club. 


Fisch Gets Mutual Award 

3retton Woods, N. H.—Adrian Fisch, 
a field underwriter in Fairmont, Minn., 
for Mutual Life of New York, received 
an award here as the company’s “Field 
Underwriter of the Year.” 

The award, a sterling silver cup, is 
based upon the underwriter’s value to 
his agency and to its representatives, his 
activities in civic affairs, his work among 
nolicyholders and the public, and his par- 
ticipation in the activities of the Na- 
tional Association of Life Underwriters. 

Announcement of the award was made 
before a gathering of home office offi- 
cials and the company’s outstanding 
representatives who attended a business 
and educational conference here to dis- 
cuss company operations and new plans 
for increasing service to policyholders. 

Mr. Fisch, 60 years old, joined Mutual 
of New York in April, 1931, as a field 
representative of the St. Paul agency. 


ACQUIRES DELAWARE COMPANY 

Pennsylvania Life, Health & Accident 
Insurance Co. announces that it has re- 
insured the weekly premium business of 
the Capitol Aid of Delaware. 


Insurance Counsel to 
Have Trial Law Panel 
ON SAN FRANCISCO PROGRAM 


Experienced Trial Lawyers Will Partici- 
pate in Insurance Section, American 
Bar Association Feature 





Successful techniques from the prac- 
tices of five of the bar’s most skillful 
trial lawyers will be discussed, Septem- 
ber 17 at the Fairmont Hotel, San Fran- 
cisco, when the Section of Insurance 
Law of the American Bar Association 
presents a panel on “Expert Testimony 
in Insurance Cases.” 

Renown trial practitioners from each 
section of the country have been invited 
to participate in the panel discussion. 
Abe R. Peterson, outstanding Chicago 
attorney and member of the American 
College of Trial Lawyers, who has been 
trying cases since 1910, will discuss the 
scientific expert witness. Louis E. Wy- 
man, well known Manchester, N. H., trial 
lawyer and former member of the Board 


of Governors of the American Bar As- 


sociation, now engaged in his 50th year 
of law practice, will consider the cross- 
examination of experts. The medical 
expert witness will be scrutinized by 
Edward D. Bronson, member of the San 
Francisco firm of Bronson, Bronson & 
McKinnon and lawyer of 30 years’ ex- 
perience. Wayne E. Stichter, outstand- 
ing Toledo lawver of 28 years’ experi- 
ence and past president of the Interna- 
tional Association of Insurance Counsel, 
will lead the discussion on the function 
of expert testimony. Wayne Ely, St. 
Louis, who has won national recognition 
as defense counsel for railroads in cases 
arising under the Federal Employers 
Liability Act, will explain abuses of ex- 
pert testimony. 


Judge Phillips Moderator 


Orie L. Phillips, chief judge of the 
United States Court of Appeals of the 
Eighth Circuit, Denver, will act as mod- 
erator for the panel. 

Lon Hocker, chairman of the panel 
from St. Louis, says that the function of 
the panel is two-fold. It will assist law- 
vers in the handling of expert witnesses 
by offering practical suggestions from 
the rich experiences of panel members 
and it will determine what can be done 
to°control the evils attendant upon the 
abuse of expert testimony. 








“No wonder this guy's a Million Dollar producer .. . 
calls in weather like this!” 


Sy 
Hily 


making 


Bankerslifemen Stay Right In 
There Pitching 


There is no doubt that Bankers/ifemen have a well-earned 
reputation for staying on the job... but we doubt that even 
they would be working under the conditions shown. 


This matter of keeping eternally at their business repre- 
sents something more for Bankerslifemen than the truism 
that “you have to see the people to make sales.’”’ They have 
learned through carefully supervised training to see people 
with an idea of value. That means that they stay in there 
pitching with particular effectiveness. 


Being good steady producers is one of the characteristics 
that make typical Bankerslifemen the kind of life under- 
writers you like to know as friends, fellow workers or 


competitors. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 





Louis Phillips Dead; 
Long Insurance Editor 

MADE REPUTATION IN souTH 

Helped Form Organization Which Be. 


came Life Insurers Conference; 


It Elevated Standards 





Louis Phillips, until a year ago edi- 
tor of the Southern Insurer, and at 
one time one of the best known figures 
in insurance journalism, died at his home 
in Atlanta on August 25. He was par. 
ticularly prominent in the days of when 
“personal journalism” was in full Swing 
most trade papers being one-man organi. 
zations and writing being characterized 
by intense expression of personal con- 
victions, including prejudices. Editorials 
rather than news material which was 
sparse, attracted the attention. ; 


Helped Form Predecessor of Life Insur. 


ance Conference 


Probably he will be best known as 
being the founder of the Life Insurers 
Conference, now an_ organization of 
more than 80 insurance companies, In 
the early years of the '90’s competition 
between companies writing industrial 
insurance, was terrific. No blows were 
withheld and some of the practices 
were unethical. Phillips decided that the 
companies must get together in an or- 
ganization which would get competi- 
tion on a_ higher plane. Most of 
the executives did not care much for 
each other, but all of them liked Phil- 
lips who was a dynamo in action. Final- 
ly, the organization was started at meet- 
ings held in a hotel on Signal Moun- 
tain, near Chattanooga. Phillips did a 
lot of speaking. 

For a time this organization did not 
progress much, its meetings attracting 
only routine attention, but with the ar- 
rival at headquarters of Martin B, 
Williams who had been voted “the 
young man of Richmond most likely to 
succeed,” and who soon became execu- 
tive director, and the name was changed 
to Life Conference the organization be- 
gan to expand quickly, to grow in pres- 
tige and is now one of the most im- 
portant in the business. 

A few weeks before his death Mr. 
Phillips celebrated his 90th birthday. He 
is survived by a daughter, Vera Morris 
Phillips. 


Committee on Associations 

Among the subjects touched on by the 
committee on associations, of which A. 
Jack Nussbaum is chairman, was. that 
of territorial disputes, the committee 
reserving decision on the most common 
issue whether small communities  sur- 
rounding large cities should belong to 
the large city association or form a 
group of their own. A number of larger 
cities such as Boston, Pittsburgh and 
San Francisco have tried to solve the 
problem by creating branch associations. 
A study is now being made of this sub- 
ject. There are three jurisdictional terri- 
torial disputes before the trustees. 

The committee also recommended that 
each year at least one name from each 
state association be obtained of a can- 
didate who is qualified as a trustee ol 
NALU. This would give the nominating 
committee a reserve of names of men 
qualified to fill those positions. 


Payne 30 Years With Pru 

Walter S. Payne, manager for Pru- 
dential in Los Angeles, was given 4 
luncheon at the Western home office, 
August 29, marking 30 years with the 
company. Carl White, executive director 
of agencies, presented Payne with his 
Old Guard certificate and his associates 
in the agency presented Mr. and Mrs. 
Payne with a sterling silver service. 
Payne went to Los Angeles 10 years ago 
from Salt Lake City where he was presi- 
dent of the Salt Lake Managers Ass0- 
ciation and of the Utah Life Under- 
writers Association. He is now president 
of Los Angeles Life Insurance Managers 
Association. 
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Each of us in the life insurance 
business has a continuing re- 
sponsibility: to render profes- 
sional services to the millions of 
free Americans who stand to 
benefit by our counsel. Let us 
not neglect our responsibilities 
—and our opportunities. 





John Agent...at home 


John Life Insurance Agent is a man of many facets. Husband, 
father, church and civic leader, counselor and friend to many. By 
turn, a teacher, engineer, businessman, sportsman—depending 
on his client for the moment. He is many things to many people. 


Yet he must also be a student. His business is complex and ever 
changing. He must keep abreast of the times in ways that are not 
time-consuming. That’s where Company training programs, C.L.U., 
and L.U.T.C., fit into the picture. Streamlined, geared to practical 
problems of the day, they separate the wheat from the chaff—giving 
John the facts he needs to work with. And, more important, the 
urge for continued improvement, when the formal training is over. 


We are fortunate that there exist so many opportunities for self- 
improvement—opportunities that can be translated into a better 
way of life for ourselves and those who look to us for wise and 
competent counsel. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 
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Southland Life Expands 
Weekly Premium Field 


ADDS SOUTHWEST TERRITORY 


John A. Copeland and William E. 
Lawty to Direct District 
Activities 


Southland Life of Dallas began 
Weekly Premium operations in_ its 
Southwest territory on September 1. The 
first combination district office in this 
area was established in Dallas. John A. 
Copeland and William E. Lawty will 
direct operations in the new district, 
Mr. Copeland as district manager and 
Mr. Lawty as superintendent. 

Southland Life has been actively en- 
gaged in Weekly Premium operations 
since the company purchased Continen- 
tal Life of Washington, D. C., Septem- 
ber 23, 1950. In that transaction South- 
land acquired more than $158,000,000 of 
Weekly Premium insurance in force in 
addition to the Ordinary business. The 
newly acquired company operated in 
North Carolina, Virginia, Maryland and 
the District of Columbia and combina- 
tion activities were confined to those 
areas only for the following two years. 
Headquarters for Southland’s combina- 
tion activities was left in. the Washing- 
ton, D. C., division office 

The survey and ground work for the 
Dallas district offices was done by Louis 
F. Runge, assistant superintendent of 
agencies in the company’s division office 
in Washington, D. C. Mr. Copeland 
came with the company when 21 and has 
served in the Combination division for 
21 years. He has been agent, superin- 
tendent and _ district manager. Mr. 
Lawty who joined the company in March, 
1941, as an agent has been in Combina- 
tion division continuously. He 
be superintendent 


rose to 


Joins Washington National 
Frank C. Elston, with 
Life for the past six and a half years 


Philadelphia 


and sales promotion 
manager and_ publications 
joined Washington National, Evanston, 
Ill, where he will act in a similar ca- 
pacity in their general agency depart- 
ment, according to announcement by R. 
J. Wetterlund, president of the company. 
A graduate of Rider College where he 
majored in business administration and 
was prominent in both athletics and the 
College’s Skull and Sabre Honorary 
Society, Elston also attended the Coast 
Guard Academy, New London, Conn., 
and did post-graduate work at Temple 
University. After enlisting in the U. S. 
Coast Guard as a seaman during World 
War II, he rose rapidly through the 
ranks to become commanding offcer of 
SC (Sub-Chaser) type of Naval craft. 
Prior to the war, he was associated 
with Selective Service and Public Health 
Service in an administrative capacity. 
Active in Life Insurance Advertising 
Association activities, he served on the 
exhibits committee at the Williamsburg 
LAA convention last year and was also 
publicity chairman for the Keystone 
LAA Group. He has also successfully 
completed the first year of LUTC. 


as advertising 


editor has 


J. P. Chamberlain Advanced 
New England Mutual Life has ap- 
pointed John P. Chamberlain, formerly 
assistant coordinator, assistant Group 
secretary. With the company since 1931, 
he has held several posts including man- 
f the addressograph department 
and was made assistant coordinator in 
1950. He has been working with the 
newly organized Group Department in 
forms and procedures. 


ager ol! 


developing 





DAVID A. 


ARK 


A 


« « « EKG abnormalities—other heart impair- 
ments. Most prospects who have them 
are entitled to life insurance. 


ee « Continental Assurance knows that and 
does its darndest to see that they get it. 


e « « Got a difficult case? We'll work right 
along with you. Problems don't scare us. 
We give up only after you call it quits. 


Consult CARR 


Concerning 
“Heart Trouble” Clients 


HEART TROUBLES? 


Maybe We Have Some Help! 


Agency Mgr. Gordinental Assurance Company 
c 


hicago, Ili 
—s 1780 Broadway at 57th St. New York + JUdson 6-4660 
NCY inc. Davin A. CARR, Pres. MICHAEL A. WILTON. V.-Pres 


J. A. McNulty Anniversary; 
30 Years With Prudential 


JOHN A. McNULTY 


John A. McNulty, manager of The 
Prudential’s Times Square agency, 1501 
sroadway, completed 30 years with the 
company on September 7. 

Mr. McNulty has spent his entire in- 
surance career in the metropolitan area. 
He joined Prudential in 1922 as a special 
agent on the staff of the old New York 
Ordinary agency, at 217 Broadway, when 
it was the company’s only agency in 
New York. In 1929, the company decided 
oO open a new agency in the Times 
Square area and chose Mr. McNulty as 


the one to head the new Organization 
It was called the Times Square ageney 
and offices were established «1 1440 
Broadway. Three years later, they Were 
moved to the Paramount Theatre Build. 
ing, where the agency has remained 
Mr. McNulty was graduated from the 
U. S. Military Academy at West Point 
with the Class of 1920, of which he jg 
lifetime president. He returned jo mili- 
tary service in 1942, serving as New 
York’s first and only wartime provost 
marshal during World War II. Ty 
he 
in 
McNulty is one of the earliest 
winners of the designation of “Chartered 
Life Underwriter,” granted by _ the 
American College of Life Underwriters 
to those who successfusly complete its 
comprehensive course of study. 
le is a member of the New York 
Athletic Club and is currently serving 
as its vice president. 


Pacific Mutual Leader 

The Pittsburgh general agency of Pa- 
cific Mutual Life, headed by C. M. Gans- 
ter, has led all the rest of the United 
States in amount of new insurance pro- 
tection written during the month of Ay- 
gust, according to announcement. by 
Fred S. Sibley, Pacific Mutual’s agencies 
vice president. 

Mr. Ganster received the news of his 
top-spot achievement on his return from 
a brief trip to Lake Tahoe, California, 
where he and three members of his sales 
staff attended the company’s Top Star 
Conference of leading field representa- 
tives and key staff executives. 

Appointed general agent at Pittsburgh 
in 1949, Mr. Ganster has steadily ex- 
panded his organization and service fa- 
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policyholder. 


Frank L. Harrington 
Edward R. Hodgkins 








As a leader in the non-cancellable 
disability field, we invite comparisons of 
benefits .. . of premiums . .. of service. 
But we especially welcome your atten- 
tion to the manner in which we treat the 


INSURANCE 
WORCESTER 2, 


MASSACHUSETTS 


ON-CANCELLABLE ACCIDENT & SICKNESS © LIFE « GROUP * 


Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 
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N’west’n Regional Meeting 
At San Francisco Sept. 22-23 


San Francisco, Calif. Sept. 8—Agents 
of Northwestern Mutual Life associated 
with eleven general agencies in eight 
western states will hold their fifth an- 
nual regional meeting at Fairmount Ho- 
tel, San Francisco, September 22 - 23. 
The theme of the program will be “For 
Evergrowing _Needs—Continuously Ex- 
panding Service.” : 

Attending from the home office in 
Milwaukee to participate on the pro- 


Northwestern Mutual Officers 
At San Diego Agcy. Opening 

Home office officials of Northwestern 
Mutual Life will participate in the 
formal opening September 18-19 of the 
new Southern California agency at San 
Diego with Robert W. Stockton, CLU, 
as general agent. Those who will attend 
are Edmund Fitzgerald, president; Grant 
L. Hill, vice president and director of 
agencies; Roe Walker, superintendent 
of agencies, and Harold W. Gardiner, 


educational director. The latter two will 
conduct sales and educational sessions 
with Mr. Stockton on Thursday. Friday 
morning, Mr. Hill will address the 
breakfast meeting of the San Diego As- 
sociation of Life Underwriters. 

At noon the company will give a 
luncheon in honor of Mr. Stockton, at 
which Mr. Fitzgerald will be the prin- 
cipal speaker. Guests at the luncheon 
will be local business and civic leaders 
and other friends and policyholders, as 
well as company officials and the agency 
and office force of the new general 
agency. 


Carr Leads Continental 

The David A. Carr Agency, Inc.. New 
York City, leads the Continental As- 
surance, Chicago, nationally for the first 
six months of 1952 with $5,000,000 paid- 
for Ordinary production. This figure 
does not include the A. & H. or Group 
business done by the agency. 

The agency, headed by David A. Carr, 
pesident and Michael A. Wilton, vice 
president, opened its doors three and a 
half years ago. During that time, it has 
handled brokerage and surplus business 
exclusively. 


an gram will be Edmund Fitzgerald, presi- 
dent: Grant L. Hill, vice president and —- 

















a director of agencies; Elgin Fassel, actu- 
Ted ary; William B. Minehan, secretary; 
the Roe Walker, superintendent of agencies; 
crs Laflin C. Jones, executive assistant; 
a Charles B. McCaffrey, assistant director 

of agencies, and Harold W. Gardiner, 
ork educational director, who is liaison off- 
ing cer for the company. 

Other speakers will be Harold F. Vin- 2 

son, Phoenix, Ariz.; Norman Bishop, 

Portland; Irving F. Walradt, Los An- 

geles; William G. Dokos, Salt Lake City; 

Paul A. Wallace, Seattle. A surprise 
Dan speaker will be on the Monday after- 
ns- noon program. An innovation will be _ 
ted an advanced underwriting, wo rk shop 
ro- Wednesday morning, with Chapman | 
\u- Collins, attorney, and J. Fairleigh Al- 
re bert, of Los Angeles, home office repre- 
ies sentatives participating. ; 

Members of the committee in charge 

his of the meeting and who will be chair- 
Aff men of sessions and other activities 
lia are Donald E. 3urch, San Ke arlos, Calif. ; 
les Ted G. Mieger, Phoenix; H. Paul JUVENILE PROGRESSIVE 
tar Dueber, Portland; Rogers C. Broom- 
ta- head, San Francisco; Dugan Lewis, 

Boise, Idaho; Loring O. Felch, Oakland; PROTECTION Pp LICY 
gh George E, Weidemier, Sacramento; 
“X- Hugo = mgs Lasagne ‘ —o 
‘8 Albert, Los Angeles, and Maurice M. y ; ; ‘ ; 
gs chal Las Vegas, Nev. The program Here is a level premium policy built to fit the financial and emotional 


will be in charge of Mrs. pattern of the average family. Fathers can start their sons ‘growing 
into a man's estate’’ without carrying large amounts of life insurance 
ona child's life. Cash values mount up rapidly during the early years 


— providing educational funds, if necessary. When the child becomer 


for wives 


Earl Reick. 


AMA INSURANCE SEMINARS 























nars are effective use of business inter- 


tuption insurance; problems of handling oR 


company losses and customer claims; paid-up Estate : $6,361 .00°* $10,463.00°* $11,998.00 $16,830.00 

increasing insurance department. effici- ee ee a co — oa 

ency; analysis of insurable hazards in *Total Paid-up Estate $6,665.75 $11,132.85 $12,874.65 $19,581.75 

business operations; modern insurance Total Premiums Paid $2,343.00 $ 3,983.10 $ 4,686.00 $ 7,966.20 

buying; planning and preparing insur- £~\ 
ance records and reports; insurance as- *All dividend illustrations based on present schedule — not guaranteed. {) => < Q 


First dividend contingent upon payment of entire second year premiumj/ 


pects of the employe benefit program; 
**$5,000 prior to age 21. 


Proper application of excess, deductible 
and self insurance. 

Further information of these “work- 
shops” can be had from A.M.A. at 330 
West Forty-second Street, New York. 
The spring seminar program, covering 
the February - June, 1953 period, will be 
announced during the fall. 






(Issued at ages 0-15. In New York State 5-15 and at soe: Ib 
0-9 with return of premiums death benefit to age!0))) / 





= Five Workshop Meetings in Chicago 21, the policy automatically increases five-fold, while the premiums‘ re- -e/ ay” 

= Oct. 8-10 and Five in New York in ssiiceuials \ ey 

= January; Programs Are Outlined lain=TNexsame, } Laat +¥, 
= The Insurance Division of the Amer- cs. > a a . 

= ican Management Association will con- Spibeb thaeiuaien Chait ; ; Pa j ; 

= duct a series of ten workshop semi- A Head Start on’ a Lifelong Insurance Estate , " » $25,000 am a af 
= nars between September, 1952, and Feb- st ° i at Age 21 ; \ / | 
= ruary, 1953. Five of these meetings will ; P 
= yy : aie : wy b Total Monthly Life Income . #) 
= be held in Chicago, October 8 10, and Age at Annual Total Cash Premiums Cash Profit at Age 65°* / —_—- 
> five in New York, January 21 Silas Issue Premium at “Age 65° to Age 65 at Age 65° or Male Female j 

4 _ The schedule of insurance seminars 0 $228.65 $30,801.10 $14,862.25 $15,938.85 $189.65 $168.79 ier 

= is part of an over-all program of 80 5 260.20 29,861.35 15,612.00 14,249.35 183.90 163.64 

~~ small-group meetings to be held during 10 300.50 28,789.10 16,527.50 12,261.60 177.30 157.76 

~ the fall-winter season by the 8 divi- 15 350.70 27,327.75 17/535.00 9,792.75 168.30 149.76 

= sions of A.M.A. In addition to insurance, * and ** Include accumulated dividends at present schedule which is not guaranteed. PF 

= the fields covered include personnel, **Monthly Life Income — 120 months certain and for life thereafter. ; tae 
= finance, general management, manufac- las . 
= turing, marketing, office management and } 
= packaging. e Example: $5,000 Progressive Protection increasin 

= DICK USSIni At Terao eCuSconae f ressive Values Through the Years Pip hd 9 we : neg i 
= Each seminar is a discussion group of Prog ess g to $25,000 at age 2! — issued at age | 

= not more than 15 executives under the pee pre . we nae 

= guidance of one or more discussion vailabie tor education, emergencies or business opportunities. 

= leaders, meeting for three full days in a ~f 
= exploration of a single area of manage- At Age: Wl ss 21 35 , ¥, 
= ment thought and practice. ; Cash or Loan Value $1,773.40 $ 3,367.10 $ 4,145.80 $ 7,684.70 : 

= Among the principal subjects to be dis- *Cash from Dividends 304.75 669.85 876.65 2,751.75 ; 

: cussed at the A.M.A. insurance semi- *Total Emergency Fund $2,078.15 $ 4,036.95 $ 5,022.45 "$10,436.45 
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LIFE INSUKANGE COMPANY 
SPRINGFIELD, MASSACHUSE TS 


PRUDENTIAL STAFF MANAGER 

Warren H. Risser has been promoted 
to staff manager in the Cherry Creek 
district agency, Denver, of The Pruden- 
tial. Announcement was made by Nor- 
man C. Downer, district manager. 
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R. A. Freeman’s Record of 


Consecutive Production 


RUSSELL A. FREEMAN 


Russell A. Idaho Falls, 


Idaho, who has been 37 years with Co- 


Freeman, 


lumbian National, completed in Septem- 
ber his 216th month of consecutive quali- 
fication as a national leader in the com- 
pany’s honor rolls, based on minimum 
paid first $210 
monthly. At anniversary 
banquet of Columbian 
ton he was awarded his 26th Star Pro- 
100% 
ship in company’s top production club. 


commissions of 
50th 
National in Bos- 


year 


recent 


ducer’s pin, signifying member- 

Mr. Freeman is an official in conser- 
vation department of the State of Idaho, 
Booneville County’s park and highway 
authority, and is director of the Park 
Commission and municipal golf course in 
his native city. For several years he 
has been chairman of Booneville Coun- 
ty’s March of Dimes and last year 
headed the successful move to build a 
new civic auditorium. 


Equitable of Iowa Gains 

Continuing the unbroken record of 
the summer months, paid production of 
Equitable Life of Towa during August 
topped the corresponding month in 1951 
by 4.6%, it was announced by Ray E. 
Fuller, agency vice president. August's 
paid production amounted to $10,022,851, 
bringing the year-to-date total for the 
first eight months to $78,782,523, a 5% 
gain over the same period of 1951. 

The Detroit agency, F. A. Smart, gen- 
eral agent, continued to lead all agen- 
cies of the company with $566,337 for 
the month. 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU ... 


Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 


icago, Ill. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 














E. C. Ebersol Goes With 
Central Standard Life 


E. C. Ebersol, president of Wisconsin 
State Association of Life Underwriters, 
has been appointed special consultant— 
agency planning for Central Standard 
Life, according to an announcement 
made today by President E. H. Henning. 
Mr. Ebersol will work closely with the 
company’s recruiting and training pro- 
erams and will make his headquarters 
at the home office in Chicago. 

Prior to his present association with 
Central Standard Life, he was assistant 
general agent for Lincoln National Life 
at Milwaukee since January, 1948. He 
has been for many years a leading figure 


# 
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in the Life Association activities in 
Wisconsin. He is the immediate past 
president of the Milwaukee Association 
and president of the Wisconsin State 
Association of Life Underwriters. He is 
also a director of the Accident and 
Health Underwriters Association of Mil- 
waukee. 


Zalinski Buffalo Speaker 

Edmund L. G. Zalinski, CLU, assistant 
vice president of New York Life, will 
be the speaker at the first meeting of 
the season of the Buffalo Life Under- 
writers and Buffalo CLU Chapter at 
Hotel Statler on September 18. He will 
talk on “Increasing Your Sales Power.” 











ie He helped make 
i dentistry a profession 


cial course that will assure you 


In 1728, Pierre Fouchard wrote 
the first textbook on dentistry. 
By thus gathering together ex- 
isting knowledge of dental 
practices, he helped make den- 
tistry a profession. 

No profession has advanced 
more rapidly. Dentists of today 
command the most advanced 
methods and means for restor- 
ing and preserving teeth and 
practicing preventive dentistry. 

Our hat is off to your dentist, 
who is doing so much for the 
future security of your teeth by 
skillful attention to them now. 





MEET ANOTHER EXPERT 
IN FUTURE SECURITY 


Like the dentist, the Mutual 
Benefit Life man’s chief con- 
cern is future security for clients. 
With his Analagraph, for ex- 
ample, he can map out a finan- 





THE 


a future free from financial 
worry. He has tools and plans 
so flexible that he is able to 
select just the right plan every 
tame. 
PROFESSIONAL AID 
TO THE DENTAL PROFESSION 


Many dentists have obtained 
from the Mutual Benefit Life 
man expert diagnosis of and 
professional attention to their 
financial problems. He is al- 
ways available to help them 
construct a plan tailor-fitted to 
their unique requirements. % 
Giving so freely of his time 
to build future security for 
others, the Mutual Benefit Life 
man has earned for himself a 
respected place in his com- 
munity. He likes his work and 
has the tools to do a good job. 


MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 


ORGANIZED IN 1848 


300 BROADWAY, NEWARK, NEW JERSEY 


Made Executive Assistant 

Appointment of Rolland F. Hatfield 
as executive assistant is announced by 
George W. Wells, president, Northwest- 
ern National Life. 

Mr. Hatfield, who 
has been director of 
research of the 
Minnesota Depart- 
ment of Taxation 
since 1940, will take 
up his new duties 
effective October ] 
and will be under 
the immediate dj- 
rection of President 
Wells. 

During World 
War II Mr. Hat- 
field served as ad- 
jutant in the Army Air Corps until 
1945, when he was transferred to Mili- 
tary Government and assigned to Gen- 
eral MacArthur’s headquarters in 
Tokyo. In this capacity he supervised 
all financial activity of the Imperial 
Household. At the completion of this 
assignment Mr. Hatfield, then a major, 
received a commendation for his work. 

In 1949, while on leave from the De- 
partment of Taxation for four months, 
Mr. Hatfield was a member of the 
seven-man Shoup Tax mission, which 
was charged with devising an integrated 
tax system for Japan. The tax plan for- 
mulated by this group was submitted to 
the Diet by General MacArthur and 
forms the basis of Japan’s present tax 
system. 

Formerly on the staff of the College 
of St. Thomas, Mr. Hatfield also served, 
in 1939 and 1940, as technical adviser to 
the Minnesota Resources Commission. 


Rolland F. Hatfield 


12 Qualify for Meeting 


At Shawnee-on-Delaware 
Twelve full-time associates of the H. 
Humphrey agency, Aetna Life 
Newark, are looking 


Horton 
general 
forward to 
22-23 at Shawnee-on-the-Delaware, Pa. 
They qualified for this trip in a July- 
August campaign, called the “Shawnee 
Pow-Wow,” by paying for $2,500 in an- 
nual premiums or $100,000 in volume. 

General Agent Humphrey will be the 
host and will preside over two informal 
business sessions. Home office guests 
who will be on the program at these 
sessions are Carl Josephson, assistant 
secretary in the underwriting depart- 
ment; Jack Warner, life advertising 
manager, and Donald S. Connell, field 
supervisor who qualified for the trip 
before he left the Humphrey agency on 
August 1 to assume his new home office 
duties. Mr. Connell recently returned 
from his first field visit in the Mid- 
west. He has 14 agencies under his wing. 

As of September 1 the Humphrey 
agency was 30% ahead in paid-for vol- 
ume compared with the same period of 
1951. 


agent in 
a two-day visit September 


SOUTHLAND LIFE CONVENTION 


Held at Coronado, Cal., and Attended by 
300; John W. Carpenter Is Pres- 
ident of Company 

The 1952 agency convention of South- 
land Life, Dallas, was held at Coronado, 
Cal., September 2-4, being attended by 
300 agents and wives. It was a contrast 
with first field convention of the com- 
pany in 1911 attended by 23 representa- 
tives. 

John W. Carpenter, president of_ the 
company, has guided its destiny from 
the early days. Featured guest speakers 
at the convention were Frank Bettger, 
Philadelphia, author of “How I Raised 
Myself from Failure to Success in Sell- 
ing,” and Alden C. Palmer, executive 
vice president, Insurance Research & 
Review Service, Inc., Indianapolis. From 
Southland Life a number of speakers 
were on program. Herman Ford, direc- 
tor of sales training, was moderator for 
an agents’ panel. The banquet was held 
September 4. 





a ee ee a re eee ae 





1952 


= 


it 
field 
1 by 
vest- 
Life, 
who 
or of 
the 
part- 
ation 
take 








September 12, 1952 
































Three More Speakers 
For Life Advertisers 


COLLIER, HARPER AND NAIRN 





General Chairman Crockford Announces 
Additional Features for Montreal 
Meeting September 20-October 1 





Three additional program events have 
been announced by M. S. Crockford, 
general chairman, for the 1952 meeting 
of Life Advertisers Association, Septem- 
ber 29-October 1 at Montreal. 

They will comprise addresses by 
Abram T. Collier, second vice president, 
John Hancock Mutual Life: Marion 
Harper, Jr. president, McCann Erick- 
son, Inc., New York; and A. Gordon 
Nairn, director of Prudential 


at Toronto. 

Mr. Collier will speak at the Tuesday 
afternoon September 30, on 
“Communicating the Ideal of a Creative 
Society.” Not yet 40 years of age, Mr. 
Collier has spent all but two years of 
his entire business career with the Han- 
cock. Following his graduation from 
Harvard in 1934 with a B.A. degree, and 
from the Harvard Law School in 1937, 
with the degree of LL.B., he devoted 
two years to general law practice at 
Boston before becoming assistant coun- 
sel for John Hancock in 1939. Four 
years later he became associate counsel 
for that company and, in 1950, was 
elected second vice president in charge 
of personnel. 


Career McCann Erickson President 


“The Challenge of Creative Thinking” 
is the subject of the address Mr. Harper 
will make Wednesday morning, October 
1, to the LAA convention. Mr. Harper 
is one of the youngest chief executives 
of a major American advertising con- 
cern. He became president of McCann- 
Erickson in December, 1948, at the age 
of 32 and only nine years after he joined 
the agency as an office boy-trainee. 
After promotion from his duties as office 
boy, he entered the agency’s research 
department, where successively he held 
the posts of manager of copy research, 
director of research, and vice president 
in charge of research and merchandis- 
ing. In 1946, he was made a director of 
the company and, in May, 1947, became 
assistant to the president and a mem- 
ber of the executive committee supervis- 
ing the agency’s planning. 

Mr. Harper is chairman of the New 
York Council of American Association 
of Advertising Agencies, a member of 
the special committee for Advertiser Re- 
lations, and a director of the Knicker- 
bocker Federal Savings and Loan Asso- 
ciation. In January, 1951, the Young 
Men’s Board of Trade, Inc., in New 
York City (Junior Chamber of Com- 
merce), awarded their 1950 Distinguished 
Service Award to Mr. Harner in recog- 
nition of his achievements as the out- 
standing young business and civic leader 
in New York City. 

“The Greatest Challenge to Life In- 
surance” will be the theme of the ad- 
dress Mr. Nairn will make at the LAA 
convention Wednesday afternoon, Oc- 
tober 1. As director of agencies for Pru- 
dential in Canada, Mr. Nairn is respon- 
sible for the activities of 32 district 
offices, 38 detached offices and a staff of 
approximately 1,400 persons. In addition 
to his agency duties, he also is head of 
advertising and information for Pruden- 
- in Canada. He joined that company 

1 April, 1950, after sixteen and a half 
veare with the Life Underwriters Asso- 
ciation of Canada which he served first 
as senior official, then executive vice 
President. During those years he cov- 
ered Canada from coast to coast, con- 
tacting local associations, branch mana- 
ger groups and provincial superintend- 
ents of insurance. Working with 68 lo- 
cal associations, he is probably known 
to more insurance men in Canada than 
any other one person connected with 
oe life insurance business in that coun- 
ry. 


agencies, 


session, 


Group Conference Held at 
State Mutual Home Office 


Field personnel from seventeen State 
Mutual Group offices from coast to coast 
attended the “Band Wagon Conference” 
held this week at the company’s home 
office in Worcester, Mass., and at East- 
ern Slopes Inn, North Conway, N. H. 
The conference was directed by Alan R. 
Willson, State Mutual 
Group division, 

Feature speaker of the week-long con- 


secretary of 


ference of Group Home Office Represen- 
tatives was W. Rulon Williamson of 
Washington, D. C., one of the country’s 
outstanding actuarial consultants and a 
national authority on social budgeting 
and taxation. 

The conference program 
mainly of eight round table discussions 
conducted by field men on subjects al- 
lied with the production and distribution 
of mass coverage. 

Home office personnel who apneared 
on the program were President H. Ladd 
Plumley who welcomed the group; Alan 
R. Willson, William R. Reitzell, Edson 
D. Phelps, Norman Norton, Donald L. 
3arber, Harold V. Lyons, James J. 


consisted 








LIFE INSURANCE 
PURCHASED ON 


R E Re E WA L EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. BOwling Green 9-0109 











Melvin W. Schuh and T. Mc- Allin B. Turner, Kenneth J. Hallinan, 
Lean Griffin. William B. Davidson, William W. 
Group Sales Representatives who at- Mauke, New York City; Fred. W. Ban- 
tended were: William H. Collings, field, Bruce B. Crawford, Philadelphia; 
Robert E. Leary, A. Bradford Mosher, H. Drew Snyder, Pittsburgh: Furman 
Atlanta; G. Rick O’Shea, Richard M._ B. Phelps, Rochester, N. Y., and the fol- 
Davis, Baltimore; Arthur A. Dunn, lowing trainees: George R. Brockway, 
John J. Quinn, Charles F. Kitching, Bos- Stanley E. Durin, Charles A. Pearson, 
ton; Donald C. Day, Charlotte, N. C.; and Herbert A. Saari. 
John W. Laffey, Joseph L. McKernan, 
Irs, Richard N. Hammond, Chicago; — 
Wesley A. Watling, Thomas L. Chee- - 
tham, Cincinnati; Ben G. Thayer, James Honor W. E. Bixby 


S. Beck, Cleveland; A. Frederick Mc- In honor of the birthday of W. E 


Kane, Jr., 


Laughlin, Detroit; Robert L. Durst, Bixby, president, Kansas City Life, 
Theodore T. Redington, Jr. Earle N. agents sent in 5,201 applications for $25,- 
Stolnacke, Houston; Allen S. Ozburn, 800,000 during the month of August. 


Kansas City; John Hadley, Los An- 
geles; Lincoln B. Keith, Memphis; 
Robert A. Breidenbach, Minneapolis; 


Largest day’s production was en Mr. 
3ixby’s birthday—August 20—when 630 
apps accounted for $3,500,000 of business 














W. J. SIMPKINS, JR. 


On joining the Franklin, 
Bill Simpkins had no 
previous sales experience, 
having been a stock 
control clerk and office 
manager previous to his 
military service. 


Here is a record of his 
Franklin cash earnings: 


1947. . . . . $ 3,459.25 
ISIS. cs ee 6 ABSIO 
1949. . . «. » 11,986226 
1950; . . « « B3AZR06 
195... . « . I600606 
1952 through May 11,041.80 











An agent cannot long travel at a faster gait than the company he represents. 


One cannot help succeed 
with Franklin 


Mr. Knox Wyatt, Regional Manager 
Masonic Building 
Rome, Georgia 


Dear Friend Knox: 


In May I completed my sixth year in the insurance business, having 
signed my Franklin contract immediately on discharge from the Air 
Corps. And I thank the good Lord that all of this time I have been 
associated with the Friendly Franklin. 


Settling here in Columbus, Georgia instead of in my old home 
Indianapolis, Indiana, I studied the wonderful sales material on 
our exclusive contracts and my very first prospect purchased one 
of our wonderful PPIP plans. Since then, in showing this and the 
other Franklin exclusives to the fine people of Columbus, I have 
been rewarded immeasurably with the “long green.” 


Last year the Company paid me over $16,000, and this year 
it looks as though my earnings will reach $25,000. In this city of 
100,000 I doubt if a handful of others earn as much. 


Actually one cannot help succeed with our great Company. I 
believe President Becker is America’s greatest executive, and he 
has surrounded himself with the most agency-minded group of 
home office officials in the industry. Everyone in the home office 
is constantly striving to help each one of us in the field. 


I wish I could tell everybody what the past six years have meant 


to me, 
Most cordially, 


W. J. Simpkins, Jr. 










FRAN IIKILIN IWF 


The Friendly 


INSURANCE 
COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 








Over A Billion Dollars Of Insurance In Force 
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Director National, Canada 
































B. B. HAYES 
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Appointment of B. B. 
National Life 


announced by 





Haves as a di- 





Assurance of 





rector of 





Canada has been Robert 
Fennell, Q.C., 


pany. 






president of the com- 






Mr. Hayes is president and general 
Manufac- 
Cloth Co. 


and other 






manager of Toronto Carpet 
turing Co. Ltd., 
Ltd., Barrymore Furniture Co. 
affiliated 





Barrymore 






companies. 






U. S. Life Makes Tom Munn 
Assistant wee of Agencies 


The United States Life 


tant superintend- 


























> has appointed 
Thomas J. Munn, assis 
ent of 

A native of Portage, Wis., Mr. Munn 
attended school in the East and was 
graduated from Dartmouth. After four 
years in the Army Air Corps, he joined 
the Travelers as a field representative 
on Life Group and A. & H. sales. Later 
he advanced through a series of field 
and management positions, being named 
unit manager tor the New York metro- 
politan area in 1951. Mr. Munn, who has 
specialized in business insurance, had 
considerable experience in development 
of training procedures. A_ resident of 
Closter, N. J., he is married and has two 
children. 


agencies. 


Triangle Underwriters 
Appointed by Postal Life 


Triangle Underwriters, Inc., 116 John 
Street, in downtown New York, after 22 
years as a leader in the fire and casu- 
alty fields, has set up a new life insur- 
ance department, it was announced by 
3enjamin Weinstein, president of the 
agency. In conjunction with this move, 
3enjamin Weinstein, and Bob Wein- 
stein, vice president of the agency, have 
been appointed district managers of 
Postal Life, working in close coopera- 
tion with the Milton Altschul Agency. 

Charles Blumenthal, assistant general 
agent for the Altschul Agency, in addi- 
tion to his other duties, is supervising 
the recruiting, training and development 
of the new life department. Bob Wein- 
stein is assisting him in serving the 
agency’s vast brokerage clientele. 

Triangle Underwriters, Inc., was or- 
ganized 22 years ago by Benjamin Wein- 
stein to specialize in fire coverages. La- 
ter it successfully entered the casualty 
field. 

Two life insurance training courses 
for Triangle’s personnel and_ brokers 
will start this month. Under the direc- 
tion of Mr. Blumenthal, the program and 
the courses include a preliminary train- 
ing course and a series of sales semi- 
nars. Life insurance programming, pros- 
pecting and sales techniques will be cov- 
ered. The faculty will include Mr. Alt- 
schul, Mr. Blumenthal, Alex Schwartz, 
associate general agent for Altschul, and 
sob Weinstein, with the assistance of 
the entire staffs of both organizations. 


Boyce W. Harvey, Richmond 
Manager for Shenandoah 


Boyce W. Harvey, a native of Rich- 
mond, has been appointed manager of 
the Richmond branch office of Shenan- 
doah Life of Roanoke, taking the place 
of H. f Brooks who is on leave of 
absence. 

Announcement of the change was 
made by G. Frank Clement of Roanoke, 
vice president of Shenandoah Life in 
charge of agencies. The Richmond 
agency is located in the Mutual Building. 

After graduating from high school in 
1935, Mr. Harvey was a salesman for 
four years for the Baughman Company, 
a Richmond stationery firm. During 
World War II he served in the Air 
Corps in the China-Burma-India theatre. 


Membership June 30, 53,270 


John D. Marsh, secretary of the Na- 
tional Association, reported that mem- 
bership at the close of the fiscal year 
June 30 was 583 local associations com- 
pared with 575 on June 30, 1951. Total 
membership June 30 was 53,270. 





THE COUNTRY’S 
Offers: . ss 


benefits. 


and nurse benefits. 





c. G. ASHBROOK, 
Executive Vice President 
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Mutual Trust Regionals 
Mutual Trust Life’s regional meetings 
have been held for the eastern and west- 
groups. 
meeting was held at 
Mackinac Island, Michi- 
18 and 19. The meeting 


ern agency 

The western 
Grand Hotel, 
gan, August 17, 
was opened with a dinner and a recep- 
tion followed by business sessions. Panel 
discussions covering prospecting, the ap- 
proach, presentation, and close, were 
held with selected members of the field 
organization as panel members. 

The meeting closed with a banquet at 
which O. I. Hertsgaard of Minneapolis, 
a member of the board of directors, 
was the guest speaker. 

A similar meeting was held at the 


Mount Washington Hotel, Bretton 
Woods, New Hampshire, August 26, 27 
and 28. Panel discussions were also held 


on the subjects of prospecting, approach, 
presentation and close, and members of 
the Eastern Agencies composed the 
panels. 

The eastern meeting was closed with 
a banquet at which President Raymond 
Olson was the guest speaker. 


MOST FRIENDLY COMPANY 


Modern and attractive agent’s and general agent’s contracts to those 
looking for a permanent connection. 


Complete line of Life Insurance policy contracts from birth to age 65 
with full death benefit from age 0 on juvenile policy contracts, 


Complete line of Accident and Health policy contracts with lifetirae 
Individual Family Hospitalization contracts with surgical, medical 


e Complete substandard facilities. 
e Educational program for field man. 


Strong, Progressive Company . . . Older than 85% of all 
legal reserve life insurance companies 
Company’s Expansion Program Offers 


Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE CO. 
OF CHICAGO 
























































563 Broad Street, Newark N. J. 


© Telephones: N. J., MArket 3-8100 — N. Y., BArclay 7-8850 | 


Established 1919 











C. J. SIMONS CORPORATION 


General Agents 


CONTINENTAL ASSURANCE COMPANY 
of Chicago 


We wish the National Association of Life Under- 
writers, which held its 63rd annual convention this 


week, the best of everything in the years to come. 


Our multiple line facilities are always available 


to brokers and surplus writers. 

















NORTH AMERICAN BUILDING 
Chicago 3, 
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N. Y. Insurance Society 


Estate Planning Course 

Stuart A. Monroe, director of field su- 
pervision of Mutual Benefit Life, will 
instructor in classes in estate 
conducted by the 


be the 
planning, part I, 
School of Insurance of the 
Society of New York, beginning Septem- 
Associated with him in conduct- 
William Steinberg, 
Massachusetts Mu- 


Insurance 


ber 17. 
ing the course is B. 
CLU, general agent, 
tual. 

This first part of the 
planning series includes an introduction 


school’s estate 


to estate planning, forms and character- 
instruments for dis- 
detailed 
treatment of business insurance. Consid- 
erable time is devoted to the various 
types of business organizations, their in- 
dividual problems relating to disposition 
of interests, reorganization and tax mat- 
ters. 

In the entire course, stress is placed 
on developing the practical, technical 
skills necessary to satisfying life insur- 
ance production. The second part of the 
series will be given in the following 
semester, and the third part will be con- 
ducted later on a case method seminar 
basis. 

Mr. Monroe’s popularity as an instruc- 
tor has long since been established with 
students of the School of Insurance. He 
has lectured for the School for several 
vears on law, trusts and taxes.- He was 
formerly associate general agent of the 
Solomon Huber Agency of the Mutual 
Benefit Life and earlier was assistant 
counsel of the Equitable Life Assurance 
Society. He is a member of the New 
York Bar, and is well known as a lec- 
turer and contributor to tax and insur- 
ance periodicals. 

Mr. Steinberg has been a_ successful 
teacher of the part II course of the 
Life Underwriters Training Council 
Program. Before entering management 
work he was one of the leading pro- 
ducers for the Solomon Huber agency 
of the Mutual Benefit Life in New York 
City. He was awarded the American 
College of Life Underwriters certificate 
in management this week in Atlantic 
City. 

The estate planning classes will be 
held at 5:30 p.m. on Wednesdays for 
fifteen weeks. Registration is being 
taken now at the school’s offices on the 
second floor of 16 Liberty Street. Further 
information may be obtained from As- 
sistant Dean A. Leslie Leonard, CLU. 


istics of property, 


position of property, and a 
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Top-Notch Speakers for 
Northern N. J. Assn. 


ANNOUNCED BY HUMPHREY 
Acceptances From H. C. Copeland, B. N. 
Woodson, W. E. Gehman, H. Cochran 
Fisher, for Sept.-Dec. Meetings 





H. Horton Humphrey, general agent 
of Aetna Life in Newark who is presi- 
dent of the Life Underwriters Associa- 
tion of Northern New Jersey, has an- 
nounced the fall program of speakers at 
monthly luncheon meetings of this or- 
ganization as well as his designations of 
committee chairmen for the coming 
year. In a letter to the membership Mr. 





H. HORTON HUMPHREY 


Humphrey promising a profitable year, 
urges their support. 

Speaker at the first meeting of the 
fall season, Thursday, September 18, at 
the Robert Treat Hotel, Newark, will be 
Harry C. Copeland, Jr., general agent 
for the Massachusetts Mutual Life in 
Syracuse, N. Y. Six years in the life 
insurance business, Mr. Copeland pro- 
duced over $500,000 in his first year and 
qualified for the Million Dollar Round 
Table in his third year (1949) when only 
27 years old. His subject will be “It’s 
Your Business to Close.” 

For the October 16 meeting B. N. 
Woodson, CLU, managing director, Na- 
tional Association of Life Underwriters, 
and of the Life Underwriter Training 
Council, will talk on “Phrases That 
Sell.” 

November and December Speakers 


Another million dollar producer, Will 
E. Gehman, will be the association’s 
guest speaker on November 20. Six 
years in the business, he has qualified 
three years for the MDRT and is a life 
member. As of the fall of 1950 Mr. Geh- 
man was devoting 25% of his time to 
supervising. His subject will be “Build- 
ing for the Future.” 

H. Cochran Fisher, CLU, of Washing- 
ton, D. C., a national committeeman for 
the District of Columbia Life Under- 
writers Association, will address the New 
Jersey Association December 18 on “A 
Green Light to Financial Independence.” 
_Mr. Fisher is a past member of the 
NALU board of trustees and has been 
a vice president of American Society of 
Chartered Life Underwriters. He is cur- 
tently on the board of the Washington 
chapter, CLU. 


Officers and Committee Chairmen 


_ Associated with President Humphrey 
in the smooth running of the association 
for 1952-53 are Kenneth MacWhinney, 
John Hancock Mutual Life, as first vice 
President; P. Stanley Aquilino, Metro- 
politan Life, second vice president; 
Peter F. Daly, Jr., Bankers National 
Life, secretary; Joseph S. Flanagan, 
New England Mutual Life, treasurer, 


and Philip Torsney, Metropolitan Life, 
national committeeman. 

Committee chairmen include D. J. 
Lizotte, Massachusetts Mutual Life, pro- 
gram; Joseph Koribanick, Manufactur- 
ers Life, membership; Lorraine Groell, 
Lincoln National Life, luncheon; Mil- 
dred Stone, Mutual Benefit Life, pub- 
licity; Philip H. Gillis, Provident Mu- 
tual Life, state committeeman and a 
director; George J. Corwin, CLU, Lipp- 
man & Lowy, financial and budget, and 
a director; Mr. Torsney, legislative; 
William Fox, Bankers National Life, 
education; W. L. Doney, Prudential, 
national quality award. 


Austin Agcy. Hears Gutmann 


Harry K. Gutmann, CLU, John Kas- 
soff agency, Mutual Life of New York, 
spoke on September 8 to members of 
the G. V. Austin agency, Aetna Life, 
3rooklyn. His talk was “Raising Your 
Sights” which covered the up-grading of 
prospects, complete needs selling and 
agents’ morale. 

Mr. Gutmann has been with Mutual 
Life for 20 years; has been three times 
a member of the Million Dollar Round 
Table. He has written many articles on 
life insurance and a book, “Career Pros- 
pecting.” He is public relations vice 


Ganster Leads Pacific Mutual 

The Pittsburgh general agency of 
Pacific Mutual Life, headed by C. M. 
Ganster, has led all the rest of the 
United States in amount of new insur- 
ance written during August, according 
to announcement made today by Fred 
S. Sibley, Mutual’s 
vice president. 


Pacific agencies 





nresident of Life Underwriters Associa- 
tion of the city of New York. 





ANTIDOTE 


FOR UNCERTAINTY 


How is a 45-year-old man to know his 


needs 20 years from now—for sure? 


Will a lifetime income, with insurance pro- 
tection in the interim, fill the bill then? 
Or will he arrive at age 65 still needing life 
insurance? And will his capacity to pay 
premiums meanwhile vary? 


You can’t answer these questions now. But 
you can meet these later needs with our new 
Multiple Benefit Savings Plan. 


Flexible maturity choices permit the insured 
to mature it as an endowment, or continue 
it as insurance. And the reducible premium 
feature meanwhile assures the owner’s 
ability to keep it in force. 


“A Star in the West...’%*% 


“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO” 
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PESSIMISM IN MARINE 
INSURANCE 

With losses large, the difficulties due 
to world economic conditions and failure 
of companies to rectify some admitted 
abuses the international marine insur- 
ance market is having its problems. 

In hull insurance one problem is be- 
cause the high values which ruled a year 
or two ago have been rapidly declining 
strong recession in the 
freight market. While new 
constantly being built, especially luxury 


following a 
ships are 


liners, general opinion is that world ton- 
nage is now adequate for present re- 
quirements. In fact, many tramp owners 
are finding it difficult to get cargoes. 
The time has arrived, says Review of 
London, when many vessels built in war 
time will have to be withdrawn from 
service. Old tonnage is always produc- 
tive of heavy claims, and when such ton- 
nage is not in demand it is feared that 
certain types of ship owners will be 
inclined to look at their marine insur- 
ance premiums “as an_ investment.” 
Where values are high, aggregate pre- 
miums to some extent look after the 
claims and the loss experience may be 
obscured by the deferment of repairs. 
The cost of building new vessels remains 
high, but repair costs follow suit. 

The marine insurance situation in the 
United States is pessimistically regarded 
as it is suffering from the same troubles 
that are besetting the other markets of 
the world. 

In discussing the subject in The Re- 
view of London, Henry C. Thorn, resi- 
dent vice president, Insurance Co. of 
North America, says that cargo insur- 
ance volume is down, and competition is 
‘that in many instances all sen- 
sible underwriting has been lost sight 
of, the physical hazards, packaging and 
other safety measures have been com- 
pletely ignored, and in order to keep the 


SO keen ‘ 


premium volume up certain offices have 
cut prices recklessly just so as to put 
the business on their books. This situa- 
tion has also been accentuated by some 
of the foreign competition that occurs. 

. Losses continue at a high level and 
the insuring public is very claims con- 
scious.” 

Mr. Thorn said that the recent deci- 
sion of the U. S. Supreme Court in 





“Both-to-Blame” Collision 
clause in the bill of lading is held to 
be illegal, at least as far as common 
carriers are concerned, will have the 
definte effect of increasing the ships’ 
liability and thus the liability of the P. 
& I. underwriters. 

Nothing much concerning the ocean 
hull business in the United States during 
the past 12 months is found by Mr. 
Thorn to be encouraging. There seems 
not to be any end in sight to increases 
in cost of repairs. The steel strike has 
caused delays in effecting necessary re- 
pairs. Premium income is lower, and 
since March, 1951, beginning with the 
Andrea Luckenbach, the American mar- 
ket had half a dozen total losses up to 
April, 1952, which in number is more 
than were sustained from March, 1945, 
to March, 1951. 


which the 


Walter A. Robinson, Ohio Superin- 
tendent of Insurance, was given a lunch- 
eon at the Maramor, Columbus the other 
day in commemoration of his birthday. 
The affair was arranged by his secre- 
tary, Mrs. Vera White. Forty persons 
were present and Mr. Robinson was pre- 
sented a wrist watch band. The governor 
sent over a message of congratulations. 
Mr. Robinson has been in the Depart- 
ment many years and is popular with 
his staff. 

ik a Oy: 

Harry C. Copeland, Jr., general agent 
at Syracuse for Massachusetts Mutual 
Life and member of Million Dollar 
Round Table, will address the Northern 
New Jersey Life Underwriters Associa- 
tion at the first meeting of the season 
Thursday, September 18 at noon at 
Robert Treat Hotel, Newark. 


* * * 


W. E. Woodman has returned to the 
New York office of Associated Aviation 
Underwriters after a tour of extended 
active duty with his Naval Reserve 
squadron. Mr. Woodman was in the 
Chicago office of the aviation group at 
the time he was recalled to duty in July, 
1950. As a lieutenant commander, he was 
in command of Fighter Sauadron 721 
which after a period of training in the 
United States, was incorporated in Air 
Group 101. Commander Woodman flew 


53 missions and reports that, although 
minor accidents were experienced, they 
lost no pilots in his squadron. 


a New York 


































LAURENCE F. LEE 


Laurence F. Lee, president, Chamber 
of Commerce of the U. S. and president 
of Peninsular Life, Jacksonville, Florida, 
delivered an address of welcome at 
Waldorf-Astoria this week to the 
Fourth Hemispheric Insurance Confer- 
ence. He made a plea urging men of 
good will in all countries to work 
and trade together as free men rather 
than try to carry out these functions of 
better understanding through the me- 
dium of government. “Government is 
our safeguard, our organization as citi- 
zens for mutual protection and secur- 
ity,” he said. “And government should 
be—must be—the servant, and not the 
master of the people.” Lee urged West- 
ern Hemisphere nations to forget their 
past discords and face the future. “Fun- 
damental ties bringing peoples together 
include those of trade and commerce. 
There are dictates of intelligent self- 
interest. And, in these days, these are 
the ties of a common danger,” he con- 


tinued. 
* ok + 


D. E. Gorton, resident vice president 
at Los Angeles of the Fidelity & De- 
posit Co. of Maryland, celebrated his 
30th anniversary with the company Sep- 
tember 1. He joined the F. & D. at 
Portland, Ore. was transferred to 
Phoenix, Ariz., ‘and then to San Fran- 
cisco, where he was associate manager. 
He was made manager of the Los An- 
geles office in 1940 and subsequently was 
elected vice president. 


2K * * 


A. Rendtorff, chairman of Sterling 
Offices, Ltd., London, is visiting the 


United States. 
x ox 


Isaac Moritz, secretary of the new 
Israeli Reinsurance Co., is making a 
three months tour of Europe studying 
reinsurance technique. Among insurance 
offices he has visited are Swiss Re. of 
Zurich, Universeele Re. of Amsterdam 
and Sterling Offices of London. He is 26 
years old. The Israeli Reinsurance Co., 
which commenced operations at begin- 
ning of this year, is being run by a 
board of Israeli managers. 


* * * 


Sadler Hayes, Massachusetts Mutual, 
New York, and member of Million Dol- 
lar Round Table, and Mrs. Hayes, when 
in North Carolina three weeks ago 
adopted a baby girl which they have 
named Alice MacArthur Hayes. She is 
a year younger than their adopted son, 
John Sadler, IT. 
































ROBERT V. HATCHER 


President Robert V. Hatcher of At- 
lantic Life, Richmond, Va., is spearhead- 
ing a drive in Virginia to align Demo- 
crats of the State behind Presidential 
Candidate Dwight D. Eisenhower. Meet- 
ing recently in Richmond, the leaders of 
the new organization adopted the name 
“Virginia Democrats for Eisenhower” 
and set as the principle objective: te 
swing fellow Democrats into their col- 
umn and carry Virginia for Eisenhower 
in the November 4 election. At the same 
time, they named Hatcher as temporary 
chairman until a permanent organization 
can be established. Twenty-five Demo- 
crats from the Richmond area attended 
the organization meeting which Hatcher 
called. They plan to enroll thousands 
of other Virginia Democrats into active 
support of Eisenhower, basing their ap- 
peal on_ the proposition that the na- 
tional Democratic Party has deserted 
the real Democratic principles in which 
Virginians believe. 


* * * 


W. Clement Stone, president of Com- 
bined Insurance Co. of America (Chi- 
cago), accompanied by Mrs. Stone, their 
daughter Donna, 17, and son Norman, 1], 
has returned from a two months’ trip 
visiting Holland, Norway, Sweden and 
Finland. In the latter country they at- 
tended the Olympic Games where they 
saw the American athletes victorious 
over Russia and the other nations. While 
abroad Mr. Stone was impressed by the 
social security consciousness of the peo- 
ple of the various countries visited and 
received the definite impression that 
accident and health insurance is_ not 
difficult to sell abroad. One result of 
his trip was the selection by him of 
three young insurance students from 
Oslo, Amsterdam and Copenhagen, who 
will arrive at the Combined’s home 
office late this year to embark on a two- 
year course of study in American in- 
surance methods and procedures with 
particular emphasis on A. & H. When 
their training is completed Mr. Stone 
may take steps to enter the Combined 
in Norway, Holland and Denmark. He 
sees a big opportunity for American A. 
& H. companies to conduct profitably 
an A. & H. business abroad. 


Oe 


Dudley F. Giberson, head of the ~~ 
son Insurance Agency of Alton, Ill, 
serving as co-chairman of this ye ae: 
drive for ticket sales for the Alton Civic 
Orchestra season. Mrs. Giberson .is or- 
ganizing personnel for the campaign. 
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Eugene C. Richard 


Few men are in a more favorable 
position to understand the mores of 
Greater New York, the operating mech- 
anism of the city’s industries and busi- 
ness life, the different facets of the 
population, than are the local managers 
casualty and 
surety companies. They are constantly 
in contact with some phase of the city’s 
extraordinarily busy and interesting life, 
and Greater New York, including sub- 
urbs reaching into New Jersey, Connec- 
ticut and Long Island, has a population 
of approximately 10,000,000 people. 

One of those expert observers is 
Eugene C. Richard, manager of the 
metropolitan office, New York and sub- 
urban territory, American Insurance 
Group of Newark. The two companies 
in this group are American and Bankers 
Indemnity. 

Mr. Richard, in the insurance field 
for 41 years, has lived in New York 
since boyhood. His father was a builder 
of some of the city’s most noted struc- 
tures the architect of which was the 
famous Stanford White, a great artistic 
genius who was killed by Harry Thaw 
at the opening of a theatre on top of 
Madison Square Garden which was then 
at a corner of Madison Square. (Present 
Madison Square Garden is on Eighth 
Avenue.) 

After attending public schools here 
Eugene C. Richard, subject of this 
sketch, went to work for the Com- 
monwealth Insurance Co. shortly after it 
was bought by North British & Mercan- 
tile. He worked in the metronolitan de- 
partment of Commonwealth, president 
of which then was Ellis G. Richards, 
U. S. manager of North British & Mer- 
cantile and one of the most amiable, 
helpful persons with whom a young man 
could be associated. Others prominent 
in the organizations were Charles E. 
Case, assistant U. S. manager whose 
father Charles Lyman Case had been 
U. S. manager of Sun Insurance office; 
Robert P. Barbour, secretary, who be- 
came U. S. manager of Northern Assur- 
ance and was founder of Insurance So- 
ciety of New York; Charles Hannah 
who later, and for a short time, was 
President of Fireman’s Fund; and Wil- 
liam P. Young, later to be manager of 
the National Association of Automobile 
Underwriters. 

Mr. Richard was head counterman for 
Greater New York business at N. B. & 


of fire, marine, automobile, 


M. when he joined World War I and 
went to France with the 105th Field 














attached to 27th National 
Overseas he was in such 


Artillery 
Guard division. 
major engagemenis as Argonne and.St. 
Miehle and when discharged was a pri- 
vate, first class. 

Returning to N. B. & M. he remained 
until 1925 when he went with Charles E. 
Wickham agency as office manager and 
in charge of underwriting and produc- 
tion. He then established the metropoli- 
tan office of the Potomac Insurance Co., 
a very old company and a running mate 
of General Accident. Resigning from 
the Potomac he went into partnership 
with Arch Whelpley, the business being 
known as E. C. Richard & Co., Inc. The 
agency wrote all lines except life. 

After five years in that connection 
Mr. Richard joined American Insurance 
Co. as manager of its Greater New 
York metropolitan office. He has been 
chairman of electrical committee of New 
York Board of Fire Underwriters which 
has to do with licensing and approving 
all electrical installations throughout the 
state of New York. With the old 
New York Fire Insurance Exchange he 
was on the executive and arbitration 
committees. One of the organizers of 
Insurance Post 1081, American Legion, 
he was the second man to be elected its 
commander. 

Mrs. Richard was the 
For a time she was in 


former Jo- 
sephine Roberts. 
the world of the ballet; was one of 
America’s most talented dancers. The 
Richards, who keep en courant with the 
principal events in the amusement 
world, are frequently seen at perform- 
ances in the theatre, in concert halls and 
at the ballet, the latter form of art 
having swept America. 


* * * 
A. Hale Watkins 
A Hale Watkins, supervisor of In- 


land Marine loss investigations for the 
National Board of Fire Underwriters 
throughout the country with exception 
of the metropolitan area, and also the 
National Board’s arson supervisor for 
Eastern and Southern states, had an 
unusually interesting career before join- 
ing that organization. 

Son of Fred B. Watkins, who for a 
number of years was State Fire Mar- 
shal of West Virginia, he was graduated 
from University of West Virginia, class 
of 1934, with degrees of A.B. and LL.B. 
While at the University the students 
elected him Mountaineer, a title given 
to the person they regarded as_ the 
outstanding ponies student. 

From 1937 to 1943 he was engaged 
in the private practice of law in Fair- 
mont, W. Va., but during that period 
he was also assistant prosecutor of 
Marion, W. Va., never lacking some- 
thing to do in that direction as the 
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prosecutors’ office handled as many as 
250 cases. For two terms he _ served 
as clerk of the West Virginia State 
Senate. Another post he held was 
chairman of the Democratic State execu- 
tive committee. In Fairmont he_ be- 
longed to numerous social organizations, 
including such clubs as Kiwanis. Among 
his clients when in private practice were 
some insurance companies, a bank and 
the Baltimore & Ohio Railroad. In 1943 
he joined the Navy where he was a 
gunnery officer in Naval Aviation. Mr. 
Watkins says he had no particularly 
dramatic experiences in the Navy. One 


interesting phase while overseas, how- 
ever, was that he studied Japanese at 
a Navy school. He went to Japan 


after the peace while attached to a 
Marine outfit—the 5th Amphibious. For 
a time in Japan he was a safety officer 
in a civil affairs unit and he _ had 
learned enough Japanese to converse in 
the language. 

After leaving the service Mr. Watkins 
joined the National Board of Fire Un- 
derwriters as a special agent in Pitts- 
burgh territory and then spent three 
years in Jackson, Miss., as special agent 
having the entire state as his territory. 
Next, he was transferred to the Arson 
3ureau of National Board at its head- 
quarters in New York. It wasn’t until 
1948 that the Arson Bureau began to 
investigate Inland Marine losses to any 
extent, but since then the reports of 
such losses requiring investigation have 
been rolling up to quite a volume. 

Mr. and Mrs. Watkins, who live in 
Great Neck, Long Island, which has 
quite a colony of National Board resi- 
dents, have one child, Nancy, age 12. 
Mrs. Watkins was Mary Elizabeth Tay- 
lor. While in West Virginia Mr. Wat- 
kins played a lot of golf. 

a ae 


British War Risks Bill 

Before the British Parliament is a bill 
to amend the War Risks Insurance Acts 
of 1939 and to extend its scope. New 
measure is called Marine and Aviation 
Insurance (War Risks) Bill. 

In commenting on the proposed meas- 
ure The Post Magazine of London says: 

“During the discussions on the Bill 
in the House, the Parliamentary Secre- 
tary to the Ministry of Transport said 
that the Government now sought the 
power to enter into an arrangement in 
advance of an outbreak of hostilities for 
the reinsurance of foreign ships against 
war risks, to operate only if the nation 
was engaged in war or other hostilities. 
It was important that the Government 
should have power to conclude such 
agreements in peacetime so that foreign 
countries might know in advance that 
their ships would be adequately protect- 
ed by insurance during hostilities. 

“The Bill also invested the Govern- 


ment with the power to insure and re- 
insure aircraft. This was desirable be- 
cause it was certain that some British 
aircraft would continue to operate com- 
mercially during a future war, and there 
was also the possibility that foreign 
aircraft might be taken on charter or 
based on this country during wartime. 
Further, the Bill authorized the Govern- 
ment to engage in the insurance and 
reinsurance of goods in transit between 
ship and shore, or vice versa, at an 
overseas port, the previous measure re- 
stricting this class of business to United 
Kingdom ports. In this connection, the 
Bill made provision for compensation if 
the goods were lost in transit between 
warehouse and ship, or vice versa, within 
the first seven days of the opening of 
a Government Office to undertake war 
risks insurance. 

The new bill would do away with the 
distinction formerly drawn between 
“King’s Enemy” risks and other risks 
of war, so that the Government would 
be free to undertake insurance against 
any war risks. The definition of the ex- 
pression “war risks” underwent some 
modification during the proceedings in 
the House, and in the final form in 
which it now appears in the bill reads: 

“War risks means risks arising from 
any of the following events, that is to 
say, hostilities, rebellion, revolution and 
civil war, from civil strife consequent 
upon the happenings of those events or 
from action taken (whether before or 
after the outbreak of any hostilities, 
rebellion, revolution or civil war) for 
repelling an imagined attack or prevent- 
ing or hindering the carrying out of 
any attack and includes piracy.” 


* * * 


Entertain Wives Attending 
Hemispheric Conference 

\n entertainment program for the 
women accompanying foreign delegates 
to the Hemispheric Insurance Confer- 
ence being held here this week at the 
Waldorf-Astoria was arranged by a 
special committee of prominent insur- 
ance executives. 

These activities started on Tuesday 
afternoon, when Colonel and Mrs. How 
ard P. Dunham entertained at tea and 
cocktails in their suite at the Waldorf- 
Astoria, followed by a dinner at the 
University Club and a visit to Radio 
City Music Hall. 

A motor trip to West Point Military 
\cademy, with luncheon at a famous 
tavern nearby was Wednesday’s feature. 

Thursday’s program consisted of a 
visit to the United Nations Building with 
luncheon in the Delegates’ Dining Room 
at the United Nations Headquarters. 
Later there was a dinner at Sardi’s 
and then attendance at the performance 
of “The King and 
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New Records Reached 
By Home Insurance Co. 


Net Premiums of $97,249,304; Assets 
$386,079,639; Earned Loss Ratio Drops 
to 54% President Smith Says 
The Home Insurance Co. wrote the 
largest volume of net premiums in its 
history during the six months ended 
June 30, 1952, according to the com- 
pany’s interim report to stockholders for 
the semi-annual period. Total admitted 
assets and surplus as regards policy- 
holders on June 30 also were the largest 

ever reported by the company. 

In addition, the Home had an under- 
writing profit for the half year con- 
trasted with an underwriting loss in the 
first six months of 1951 when results 
were affected by a carry-over of loss 
claims from the destructive windstorm 
on the eastern seaboard in November, 
1950. 

Net premiums written by the Home 
during the first half of 1952 amounted 
to $97,249,304 compared with $93,056,005 
in the corresponding months of 1951, an 
increase of 4.5%, Harold V. Smith, presi- 
dent, stated in a report to stockholders. 

Surplus at Record High 

Total admitted assets on June 30, 
aggregated $386,079,039 compared with 
$357,312,958 on June 30, 1951, while sur- 
plus as regards policyholders amounted 
to $165,465,629 and $141,125,378 on the 
respective dates 

The company had a net underwriting 
profit of $1,264.757 in the first six months 
of 1952 which contrasted with an under- 
writing loss of $4,359,909 in the 1951 pe 
riod; net income from dividends, inter- 
est and rents, $4,908,033 against $5,086,- 
163; and net profit from sale or redemp- 
tion of securities, $1,007,986 compared 
with $6,065,583 

These resulted in net income, before 
provision for Federal income taxes, of 
$7,240,776 compared with $6,791,837. Net 
income in the 1952 half year, after pro- 
vision for Federal income taxes of $772,- 
820, was $6,407,956. For the 1951 half 
year net income, after provision for Fed- 
eral income taxes of $1,824, was $6,- 
790,013. 

“Substantial improvement was made in 
the Home’s operating ratios during the 
half year,” Mr. Smith said. “The ratio 
of losses incurred to premiums earned 
was 53.9% against 60.3% in the 1951 
months. The ratio of expenses incurred 
to premiums written was 40.6% compared 
with 40%. Total operating! ratio was 
94.5% compared with 100.3%. 

Dividends totaling $3,600,000—equiva- 
lent to 90 cents a share on the capital 
stock—were paid during the first six 
months of 1952. 


Aulenbach President of 
Pennsylvania Agents Assn. 


At the close of one of its largest and 
most successful conventions the Penn- 
sylvania Association of Insurance Agents 
at Wernersville this week elected Harold 
C. Aulenbach of Reading as president, 
succeeding W. J. Zwinggi of Pittsburgh 
who served two years. Howard S. Coe 
of Philadelphia and Lawrence D. Wil- 
lison, Jr., of Williamsport are new vice 
presidents. C. M. Thumma of Harris- 
burg was reelected treasurer and Frank 
D. Moses of Harrisburg continues as 
secretary-manager. 

Resolutions adopted urge property and 
casualty insurance companies to adopt 
same type of institutional advertising 
now carried on by life companies. 


TO HONOR WALTER H. BENNETT 


Retiring General Counsel of NAIA to 
Be Guest at Testimonial Dinner at 
Cleveland on September 21 

Following announcement by Walter H. 
Bennett, general counsel of the National 
Association of Insurance Agents, that 
he is retiring at the conclusion of the 
forthcoming 56th annual convention of 
the association at Cleveland the latter 
part of September, the executive com- 
mittee has joined with the past presi- 
dents of the association in arranging a 
testimonial dinner honoring Mr. Ben- 
nett on 33 years of service to the insur- 
ance industry. 

This will be held instead of the usual 
Past President’s dinner, on Sunday eve- 
ning, September 21, at 7 o’clock, in the 
Euclid Ballroom of the Hotel Statler 
in Cleveland. In view of this testimonial 
to Mr. Bennett, Melvin J. Miller, Fort 
Worth, Texas, immediate past president 
of the National Association, who would 
normally be the host at the past presi- 
dent’s dinner, has graciously relinquished 
this honor. 

For this event a special dinner com- 
mittee on arrangements has been set 
up consisting of John C. Stott, Norwich, 
N. Y., chairman; O. Shaw Johnson, 
Clarksdale, Miss.; Charles F. Liscomb, 
Duluth, Minn.; Guy T. Warfield, Balti- 
more. and Allan IJ. Wolff, Chicago, all 
past presidents. 

The executive committee has selected 
President J. F. Van Vechten to respond 
on behalf of that committee, Mr. Wolff 
to respond for the nast presidents, and 
Mr. Stott to respond for the dinner 
committee. 


Sheldon Hopes for 
Commission Meeting 


SUPPORTS BOWERSOCK OF EUA 


NAIA Vice President Says There Is 
Definite Trend Toward Lower Com- 
missions, Cutting Agents’ Income 


Important long-range problems con- 
fronting all insurance producers today 
are commissions and more modern meth- 
ods of merchandising the product, de- 
clared Walter M. Sheldon, Chicago, vice 
president of the National Association of 
Insurance Agents, speaking before the 
annual meeting of the Illinois Associa- 
tion of Insurance Agents. 

He declared that this was true be- 
cause “there is a definite trend toward 
lower commissions.” Also, he said, there 
are more and more risks in the casualty 
field, plus certain special classes in the 
fire and inland marine fields where the 
over-all principle of graded expense, in- 
cluding commissions, by size of risk is 
applying. In addition, he said, there is 
a definite indication in the minds of 
some supervisory authorities that the 
rating laws give them the right to regu- 
late all se:;ments of the expense portion 
of the premium dollar. 

“T have heard it said,” the NAIA vice 
president asserted, “that the average 
agent does well if he breaks more than 
even on his fire business, thus leaving 
his casualty business to make him a 
profit. If this is a fact, then with infla- 
tion, high taxes, inferior help and pay- 
rolls at an all-time high, and the current 
restrictions placed on many agents by 
the casualty companies in the selection 
of workmen’s compensation and auto- 
mobile and general liability lines, the 
average agent has real reason to wonder 
what the future may hold for him.” 

Sees Benefit in Joint Study 

Mr. Sheldon said no one can quarrel 

with the idea recently expressed by 
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Donald C. Bowersock, president of the 
Eastern Underwriters Association, that 
commissions should be removed from 
the realm of competition and that com- 
petitive ideas should be along the lines 
of finding better ways and means of pro- 
viding coverages at the minimum cost 
commensurate with a sound underwrit- 
ing estimate of loss costs, plus a loading 
for a firm basis of compensation, for 
agents. 

Now that the duties of the NAIA com- 
missions committee have been defined 
he said, and the committee can function 
with authority, it is hoped that a meet- 
ing, such as Mr. Bowersock has suggested 
between company representatives and a 
group of representative agents, will 
shortly be arranged to explore the pos- 
sibilities of a joint study being made, 

While voicing the hope that this 
meeting and a survey of all facets of the 
commission problem will spread to the 
casualty field as well, Mr. Sheldon 
pointed out that the duties of the com- 
missions committee specifically state 
that this committee has absolutely no 
authority to suggest or agree with com- 
pany representatives or others, on the 
rates of commissions that will be paid 
“to your agency, mine, or to any other 
agent.” 

The NAIA vice president emphasized 
that to be successful “any study of com- 
missions, from the agents’ viewpoint, 
cannot be limited to the percentage of 
premium known as ‘commission.’ Jt must 
encompass all items of agency expense.” 

In other words, he said, the study 
must include more modern methods of 
merchandising “our product,” which is 
not limited to the selling of the insur- 
ance policy alone but to all services, 
including the large and constantly in- 
creasing amount of office detail work, 
much of which is unnecessary, that an 
agent must do to properly handle his 
business for his companies and service 
his policyholders. 

“When the industry recognizes the 
urgent necessity for the solution of this 
critical problem,” he concluded, “it will 
be recognizing the opportunity to im- 
prove our business, to improve our cus- 
tomer and public relations and at the 
same time will be fighting the growing 
threat of socialization of our industry.” 


Washington Assn. Opposes 
NAIA Commissions Stand 


The Washington Association of Insur- 
ance Agents this week voted to notify 
the National Association that “it  re- 
quests that the NAIA, in any conference 
or discussions between its representa- 
tives and rating or supervisory authori- 
ties, or any other parties, make it known 
that they are not representing members 
of the Washington Association and are 
in no way committing them as respects 
acquisition cost loadings in rates.” 

This resolution stated the Washington 
agents believe that the NAIA, in au 
thorizing its committee on commissions 
to consult with parties outside the ranks 
of the NAIA on acquisition cost load- 
ings, “puts the commission committee in 
a position to prejudice the ability of our 
members to negotiate their individual 
contracts.” 


Connecticut CPCUs Meet 

Austin Carey, special agent, Aetna In- 
surance Company and_ Richard S. 
Stewart, examiner, Phoenix-Connecticut 
Group, both Hartford CPCU’s, discussed 
the topic “What Price Profit?” at a 
dinner meeting in Newington, Septem- 
ber 9, of the Connecticut Chapter ot 
The Society of Chartered Property and 
Casualty Underwriters. 

John I. Klocke, casualty manager for 
William E. Gorbach, general agent, 
Hartford, and Donald Graham Ross, un- 
derwriter, Hartford Accident & In- 
demnity, Bridgeport office, are the latest 
successful candidates to join the grow- 
ing ranks of CPCU and were introduced 
at the meeting, the first of the fall 
season, 
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istory of The London & Lancashire 


Beginning Operations in 1862 It Soon Started on Road to World 


Expansion; Strong Group of Affiliated Companies; 


The London & Lancashire Insurance 
Co. was formed in London in 1861 by 
London and Liverpool business men to 
transact the business of fire insurance. 
This is still the most important activity 
of a concern whose bounds have never- 
theless been widened to include every 
branch of protection against common 
risk. The premium income of the “Lon- 
don & Lancashire Group” 
ment in 1951 was well on the way to 
reaching £11,000,000. 

The company began 
March, 1862, with offices and board of 
directors in London and Liverpool. 

Conditions in the early sixties were 
propitious for commercial enterprise. 
Trade was developing in the great cen- 
tres of industry and Great Britain was 
enjoying a period of high prosperity. 
Property was appreciating in value and 
increasing in quantity. 

These were the days when the steam- 
shiv “Great Eastern” made her first trip 
from Liverpool across the Atlantic, tak- 
ing 11 days to accomplish the crossing. 

The total premiums for 1863, the first 
full year of business, amounted to 
£61,568. 

The directors were optimistically 
moved to report to the third annual 
meeting that there was no instance in 
which the growth of a fire insurance 
company had been so rapid. Their op- 
timism proved premature, however, for 
the losses had increased in greater pro- 
portion than the income. 

Right from its inception the London 
& Lancashire had made a bold bid for 
business abroad and, in 1866, a great 
fire at Yokohama involved the company 
in a loss of £20,000 which, at that time, 
was a serious blow. 

The following year the head office was 
removed to Liverpool, where it remained 
until 1919 and was then re-transferred to 
London. 


Enters U. S. A. in 1879 


It was in 1879 that the company estab- 
lished itself in the United States and 
made its first move in the direction of 
absorbing other companies, for in June 
of that year the Safeguard ‘of New York 
and the Hoboken of Hoboken were se- 
cured, to be followed by the Adriatic 
of New York. These three American ac- 
quisitions resulted in the company’s pre- 
mium income being augmented by nearly 
£80,000. ' 

Towards the close of 1890, the com- 
pany acquired the Pacific Coast business 
of the Anglo Nevada and the following 
year the business of the Southern Cali- 
fornia and the Norwalk. 

At the close of the Century, four 
other American offices became associated 
with the London & Lancashire, the most 
sirnificant being the Orient of Hartford, 
the acquisition of which considerably en- 
hanced the already material stake of the 
London & Lancashire in the United 
States. 

_The group now undertakes in the 
United States all classes of business, 
other than life insurance. In 1951 al- 
most exactly 50% of the company’s total 
fire premium income came from this 
territory. 

The business of the company expand- 
ed with such rapidity that 40 years after 
the Yokohama fire the company paid out 
£1,750,000 (the net burden on its finances 
being £900,000), as a result of the San 
Francisco fire with far more equanimity 


fire depart- 


business in 





Parent Company Entered U. 


than it had found the £20,000 for Yoko- 
hama. 

Developments During This Century 

The present century opened with im- 
nortant developments in the London & 
Lancashire. 

With the acquisition of the share 
capital of the Equitable Fire and Acci- 
dent Office of Manchester in 1901, the 
foundation of a department for the 
transaction of accident insurance was 


’ 
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laid. The accident department premium 
income is now £9,570,000. 
Started Writing Marine in 1907 

A further important development was 
in 1907 when the London & Lancashire 
added marine insurance to its other in- 
terests by the acquisition of the shares 
of the Standard Marine Insurance Co., 
a sound and prosperous Liverpool con- 
cern established in 1872. This depart- 
ment was further extended in 1917 by 
the purchase of the shares of the Ma- 
rine Insurance Co., Ltd., one of the old- 
est and most successful of London ma- 
rine companies. From these two sources 
the annual income from the marine de- 
partment is now over £5,000,000. 


Buys Law Union & Rock 

Another notable addition to the Lon- 
don & Lancashire Group—which was al- 
ways one of the foremost exponents of 
the policy of amalgami ation, was the pur- 
chase, in 1919, of the shares of the Law 
Union & Rock Insurance Co., Ltd. By 
means of this long established ‘life office, 
the London & Lancashire rounded off 
its business and now draws its revenue 
and profits from every class of insur- 
ance. 

The quinquennial valuation of the Law 
Union & Rock, made as of December 31, 
1949, revealed an available surplus of 
£917,366. In 1951 the net new life sums 
insured were £4,041,716. 


The following figures show the prog- 





ress of the London & Lancashire during 


the past 75 years: 





Net Reserve 
Year Premiums Funds 
MBE archive are £: i Z5TI25 £ 25,402 
iC.) ne 955,7! 1,201,771 
1 re 2,244,405 2,461,072 
O21 ee 8,084,437 6,464,329 


S. in 1879 


13 | eee 6,850,691 10,085,391 
1h: | eee 7,232,113 13,139,053 
EOS n's eto 25,665,380 24,817,120 


Such progress could only have been 
achieved by the administration of the 
company being in the hands of men of 
foresight and considerable ability, and 
the company has been fortunate in its 
chairmen and principal officers. 

In 1874 a decision was made that in- 
fluenced the whole future of the London 
& Lancashire. This was the appoint- 
ment of Charles George Fothergill as 
manager. Mr. Fothergill was not the 
founder of the company but he founded 
its success and for nearly a quarter of a 
century he was in chief control. When 
he retired in 1898 the premium income 
had, during his managership, increased 
from a quarter of a million to £836,000. 


Sir Frederick Pascoe Rutter and 
Charles Hendry 

He was succeeded by Frederick Pascoe 
Rutter who was general manager from 
1898 to 1921, and then became chairman 
of the company in succession to J. H. 
Clayton, until shortly before his death 
in 1948, when he was then in his 90th 
year, having seen service in the London 
& Lancashire for a continuous period of 
76 years. During this time he had seen 
the London & Lancashire grow steadily 
from strength to strength; had partici- 
pated in full in the educ: itional and 
charitable aspects of the whole of the 
British insurance industry, and was 
knighted in 1936 by King George V. 

Sir Frederick Pascoe Rutter was suc- 
ceeded as general manager by Charles 
Hendry, who joined the Glasgow office 
of the London & Lancashire in 1892, 
eventually rising to general manager at 
chief administration, which position he 
held from 1929 to 1936. 

Mr. Hendry will also be well remem- 
bered by many in the United States. 
The company still has the benefit of his 
experience as a member of the London 
& Lancashire board of directors and 
also of its associated companies, the Law 
Accident Insurance Society, Ltd., and 
the British Fire Insurance <a. Ltd. 


Chairman Sir Arthur Rogers 


The present chairman, Sir Arthur 
Rogers, who was educated at Liverpool 
College, joined the London & Lancashire 
in Liverpool in 1899 and has spent the 
whole of his career with the company. 
His first appointment in an executive 
capacity (foreign superintendent), was in 
1919. During the following fifteen years 
Sir Arthur acted as secretary, assistant 
manager and deputy general manager 
successively until his appointment as 
general manager in 1936. 

Sir Arthur held this position during 
the difficult war years and in 1941, was 
a member of the mission to the United 
States appointed by the ‘lreasury and 
Ministry of Economic Warfare. Other 
important offices held by Sir Arthur in- 
clude the presidencies of the Insurance 
Institute of London, 1938-1939; and the 
Insurance Orphanage & Benevolent 
Fund, 1940; president of the Chartered 
Insurance Institute, 1943-44, and chair- 
man of the British Insurance Associa- 
tion, 1945-1947. 

Sir Arthur succeeded to the chairman- 
ship of the London & Lancashire in 
1947. He resides at Camden Place, Chis- 
lehurst, Kent. Camden Place has _his- 
torical associations as this was at one 
time the home of the Empress Eugenie 
of France. 

Sir Arthur has made many friends in 
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THOMAS WALLAS 


the United States as a result of his 
regular visits to this country during the 
last quarter of a century. Sir Arthur is 
the most widely traveled man in the 
company’s service, having covered a to- 
tal of 200,000 miles since 1910. 


General Manager Thomas Wallas 


For many years Sir Arthur Rogers 
was ablv assisted by Thomas Wallas, the 
present general manager, who was ap- 
pointed in October, 1947. Mr. Wallas 
was educated at the Liverpool Blue Coat 
School, the oldest educational foundation 
in that city (1709) and commenced his 
business career in a Liverpool shipping 
office in 1902, continuing his studies by 
evening classes and by private tutor. 
In 1906 he became an assistant private 
secretary to Henry Wilding, an associ- 
ate of J. P. Morgan, a great New York 
banker, in the formation of the Interna- 
tional Mercantile Marine Co. In 1909 he 
joined the head office of the Standard 
Marine Insurance Co. in Liverpool and 
by the outbreak of the first World War, 
was in charge of their rapidly develop- 
ing foreign department. 

Joining the King’s Liverpool Regiment 
in November, 1914, he saw service in 
France and returned to civil life in 
February, 1919. He then became private 
secretary to Pascoe Rutter, who was 
then general manager of the London & 
Lancashire, and he traveled with him to 
many parts of the world. In 1927 he was 
appointed secretary of the company, 
having qualified by examination as a 
Chartered Secretary. In all, Mr. Wallas 
has served the London & Lancashire 
Group in various capacities for nearly 
44 years. Perhaps the appointment of 
which he is most proud is his member- 
ship of the board of directors of the 
Standard Marine Insurance Co. which, 
by a happy coincidence, commenced on 
the 40th anniversary of his joining that 
company as a junior clerk. 

Has Visited U. S. Several Times 

Mr. Wallas has made several visits 
to the United States and Canada, the 
most recent in May and June of this 
year. His other travels include China, 
Japan, Malaya, Australia, New Zealand, 

(Continued on Page 39) 
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Bennett Warns Agents on. Dangers to 
Agency System From Labor Unions 


Bennett 
Insur- 
In- 


Walter H. 
Association of 
Congress of 


General Counsel 
of the National 
ance Agents links the 


dustrial Organizations with efforts by 
labor to channel insurance into roads 
which will by-pass the American Agen- 


‘Speaking this week before 
the Illinois Association of Insurance 
Agents he said there are attempts be- 
ing made to supplant insurance company 
protection and agency service by monop- 
olistic federal or state funds. The social 
planners have had some success in gov- 
ernment schemes. 

“They have had no trouble,” said Mr. 
Bennett, “in infiltrating into govern- 
ment, so that if the resources of insur- 
ance can be moved over into monopolis- 


cy System. 


tic insurance funds, what an enormous 
field of operation that would provide 
for a few million more bureaucrats! 


Enter the CIO 








“Leading this campaign is the CIO, 
concededly a powerful and dominating 
organization. All across the nation the 
CIO is bringing to bear on legislatures 
the most relentless pressure they can 
against the insurance industry. The fact 
that in many instances this is being 
done quietly rather than noisily, is a 
strong indication of the insidiousness 
of the attacks. However, there can be 
no mistaking the intent, nor should we 
minimize the determination of the CIO 
to push its program to the utmost. The 
over-all project is the nationwide cam 
paign to socialize insurance. 

“The movement was brought out in 
the open at the turn of the year in New 


York, where the CIO endeavored to 
persuade the legislature of that state to 
take the first step in workmen's com- 
pensation insurance, to be followed im- 
mediately by disability insurance, all 
wrapped up ina monopolistic state fund. 
The fact that the CIO was not success 
ful in its first major legislative pro- 
posals has deterred it not at all. The 
CIO triumphantly proclaims that it is 
progressing in its program. Under a 
banner headline in its official Bulletin 
stating: ‘ClO Beats Back Attacks on 
Workmen’s Compensation — C ompensa- 
tion Gang-Up Folds After Expose,” the 
article says that by taking the offensive 
early in the year, the CIO succeeded in 
breaking up employer -insurance com- 
pany moves aimed at doing fatal damage 
1o workmen’s compensation in the re- 
cent session of the legislature. 
Associated Industries 
declaration was fired at 
Industries of New York 
sought to set up a work- 
court of review on 


“That the 
Associated 

State, which 
men’s compensation 
questions of fact. Associated Industries 
was contending that liberal inter- 
pretation plus inadequate appeal proce- 


too 


dure, was making the cost of workmen’ s 
compensation in New York excessive 
and driving industries from the state. 

“While that particular controversy was 
local, informed persons are of the firm 
belief that it was and is part of a na- 
tional program which has not received 
the attention it deserves from insurance 


agents and brokers, who would become 
heavy losers s should the CIO’s demands 
ever become satisfied. Both nationally 


and locally the CIO attack against pri- 


vate insurance is based upon its alleged- 
ly excessive cost compared to exclusive 
state funds. 
the CIO be 

class of insurance into 
a state monopoly,” Mr. Bennett pre- 
dicted. “Immediately to follow compen- 
sation will be the automobile business, 
and from there it will not be hard to 
move on to other fields to conquer. 

Labor Relations 

“The National Labor Relations Board 
in Washington operates in the first in- 
stance through a group of men known 
as trial examiners. The other day this 
board sent one of its trial examiners out 
a dispute 


monopolistic 
“Nor will 


swinging one 


satisfied in 


to San Francisco to sprees 
between the CIO and a group of auto- 
mobile, casualty and pillars life in- 


surance agents. The CIO declared vocif- 
erously that these agents were employes 
and subject to classification under labor 
union employment rules. The CIO was 
endeavoring to bring these agents into 
a trade union of insurance company 
employes. 

“A petition for a collective 
had been filed and sought by 
but without effect in the first instance. 
The trial examiner produced a Govy- 
ernment ruling that these insurance 
agents are independent contractors. 
Parenthetically, that fact had been 
established by the National Associa- 
tion of Insurance Agents before the 
Social Security Board in Washington 
in 1935 as a result of a comprehensive 
memorandum and brief filed and argued 
by its general counsel.” 


Arthur Gahwe President 
Buffalo Agents’ Assn. 


New officers of the Buffalo, N. Y., 
\ssociation of Fire Underwriters were 
elected at the association’s annual meet- 
ing at the Buffalo Athletic Club. Ken- 
neth W. Edgett, Jr., executive secretary, 
announced the officers as Arthur Gahwe, 
nresident; Raymond G. Christ, vice 
president: Robert Rublee, secretary, and 
Joseph Ruh, incumbent, treasurer. 

Mr. Gahwe said the association 
engage in an extensive expansion pro- 
eram for betterment of service to the 
public and to insurance agents of Erie 
County. 

The officers will be installed October 
23 at Hotel Statler in conjunction with 
the upstate regional marine of state in- 
surance agents. Emil T. Clauss of Buf- 
falo, president of the pre association, 
will be installing officer. 


election 


the CIO, 


will 





Blanchard Assistant to 
Bethel in Kentucky Assn. 


Joseph C. Blanchard has been named 
assistant secretary-treasurer of the Ken- 


tucky Association of Insurance Agents, 
otfces in the Starks Building, Louis- 
ville, as assistant to Peyton B. Bethel, 


secretary- treasurer, who is retiring Jan- 
uarv 1, after 19 years of service. 

Mr. Blanchard, a native of Baton 
Rouge, La., has been connected with the 
athletic department, handling public re- 
lations, University of Louisville, and was 
formerly on the Atlanta Journal. 


Rauter Joins National 
Service-Advisory Org. 


LEAVING NAIA THIS MONTH 
Has Been Director of Education and 
Research, Doing Valuable Work; to 
Be Asst. Manager in New Post 
Clarence R. Rauter, CPCU, director of 
education and research of the National 
Association of Insurance Agents, has 
been appointed assistant manager of the 
National Insurance Service and Advisory 





Erich Kastan 


CLARENCE RAUTER 


Organization to head up the multiple 
perils activities of that organization, ac- 
cording to a a. a by 
NAIA President J. Van Vechten and 
Harry F. Perlet, ca manager of the 
National Insurance Service and Advis- 
ory Organization. He will assume his 
new duties on October 6. 

Mr. Rauter joined the NAIA staff 
in 1947 as assistant director of educa- 
tion and was appointed director of edu- 
cation and research in March, 1950. Dur- 
ing his tenure as educational director 
he has demonstrated skill in the fields 
of research and writing insurance text- 
books and reports. He has contributed 
to the progress of the educational divi- 
sion by revising and expanding the 
introductory, standard and agency man- 
agement courses, as well as writing new 
books in each of the three programs. 

President J. F. Van Vechten, in an- 
nouncing Mr. Rauter’s resignation’ said: 
“We are sorry to lose Mr. Rauter after 
his many years of valuable service to 
the association. However, we feel sure 
he will be able to make a valuable con- 
tribution to the insurance industry in 
his new position. We wish him well.” 

Mr. Perlet said that the appointment 
of Mr. Rauter to his new post “the 
organization can begin an intensive pro- 

ram leading to the development of 
ulgéle peril contracts for use in the 
industry on a named perii basis. Mr. 
Rauter’s experience in the research field 
and his knowledge of the market situ- 
ation will be unique contribution to this 
development.” 
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Wagner College Course for 
Agents’ and Brokers’ Exams 


A course in insurance preparing 
students for the state broker’s or agent's 
a will again be offered at 
Wagner College, Grymes Hill, Staten 
Island, N. Y., during the fall semester, 
it is announced by Marguerite Hess, 
director of the Evening Session. The 
course is approved by the New York 
State Insurance Department. 

Classes begin on Tuesday, September 
23 and will be held every Tuesday and 
Thursday evening from 6:45 to 9:55 p.m. 
The course is taught by Arthur L, 
Schwab, president of Moffat and 
Schwab, Staten Island insurance firm. 
Mr. Schwab is a graduate of Cornell 
University and holds a CPCU designa- 
He is executive vice president of 


tion. 
the New York State Association of In- 
surance Agents. 


Phoenix Transfers Marotti 
The Phoenix-London Group has an- 
nounced transfer of Special Agent Vic- 


tor M. Marotti from the Garden City 
service office on Long Island, to the 
Westchester service office at White 


Plains, N. Y. 

NEW RICHMOND AGENCY 

Edward F. C. McLaughlin and Com- 
pany of Virginia, Inc., with maximum 
capital stock 500 shares, has been formed 
in Richmond to do a general insurance 
business. Charles W. Sydnor, Richmond, 
is president. 
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4 Big Man in Many Places 
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“yar Fr YOU HAVE ever suffered a fire or other insured 
IN loss, you well realize how competent and com. 
: forting your Home Insurance agent can be. But 
= we he may also be doing a lot of other things for 
araee your town, of indirect benefit to you. He’s often 
ty the George of “et George do it —and we think 
bhcce he rates a cheer for those unpaid jobs he does, 
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Its purpose is to present, to the — : , 
serves, the story of The Home ne ee eS 
friend, a neighbor, an integral an : 2 os g 
part of his community life—and thus 

him in selling and serving his customers. 


It is a story The Home is proud to tell, 
on behalf of its agents everywhere. 
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Loman Vice President 
Insurance Institute 


ALSO DEAN AMER. INSTITUTE 





Educational Activities of Two Organiza- 
tions Will Be Coordinated; to Main- 
tain Separate Identities 

Officers and the members of the board 
of governors of the Insurance Institute 
of America, Inc., announce election of 
Harry J. Loman as executive vice presi- 
dent and member of the board of gov- 
ernors effective September 1. Dr. Lo- 
man, in his new position, will assume su- 
pervision and direction of the Institute’s 
educational program. His new duties 
will be in addition to those as dean of 
the American Institute for Property and 
L iability Underwriters. 

“For some years individuals interested 
‘in insurance education have looked for- 
ward to the day when the educational 
work of various organizations conducted 
on a nationwide basis might be coordi- 
nated so as to achieve the maximum of 
educational efficiency, eliminate duplica- 
tion of activities and permit the develop- 
ment of insurance education on a well 
planned and_ progressive basis,” said 
President Rexford Crewe of the Insti- 
tute in a statement yesterday. 


Educational Activities Coordinated 


“With this goal in mind and after 
months of study by a joint committee, a 
plan has been adopted by the governors 
of the Insurance Institute of America 
and the trustees of the American Insti- 
tute for Property and Liability Under- 
writers whereby the educational activi- 
ties of the two organizations will be 
coordinated under Dean Loman’s direc- 
tion. While maintaining the separate 
identity and separate financing of each 
in its respective field of endeavor, the 
two educational programs will be closely 
integrated. 

“A joint committee consisting of two 
persons from the executive committee of 
the Insurance Institute of America and 
three from the executive committee of 
the American Institute for Property and 
Liability Underwriters will be responsi- 
ble for formulation and general direction 
of the new program. They are: Harold 
C. Conick, chairman, general attorney 
gnd director, Royal-Liverpool Group; J. 
Arthur Bogardus, chairman, Atlantic 
Mutual; Arthur C. Goerlich, dean, 
School of Insurance of the Insurance 
Society of New York; Rexford Crewe, 
Hartford Accident and Indemnity, and 
president of the Insurance Institute of 
America, and Harry J. Loman, dean, 
American Institute 

Program Revisions 

“Insofar as necessary, the existing pro- 
gram will be revised to meet the needs 
of beginners in the insurance business 
in addition to those who wish to be ad- 
mitted to courses at the CPCU level. 
The committee will also set the stand- 
ards for, and conduct periodical exam- 
inations on a national scale in the ele- 
mentary and basic phases of property 
and c asualty insurance. A certificate will 
be awarded for successful completion of 
the prescribed examinations. 

“The Fellowship award will not be 
made in the future but the present 
courses of the Insurance Institute of 
America will be available for the next 
two years for the benefit of those per- 
sons who have already earned partial 
credit toward Associate Membership. 
Thereafter, the Associate Membership 
awards will be replaced by the certificate 
plan mentioned. 

‘Although the principal office of the 
Insurance Institute of America will be 
maintained in New York, the educational 
operations will be conducted from the 
Philadelphia office of the American In- 
stitute. Further details about the pro- 
gram will soon be announced jointly by 
the Insurance Institute and the Ameri- 
can Institute.” 


OPENS NEW DALLAS AGENCY 

Herbert Michael Sheaner, Jr., has 
opened a fire and casualty insurance 
agency at Dallas, Tex. 

















IN AND OUT LIKE THE OCEAN... 


... that’s the way some of your insureds 
see their merchandise and equipment come and go. 
But if they have a Standard Fixed-Amount policy 
their insurance protection doesn’t go along 
with these changes in inventory. Consequently 
“high or low,” the insured is apt to be “in deep.” 
There’s a raft of protection when you give 
your insureds the right policy... the fluctuating 


General Cover Reporting Form policy. 


OYAL? LIVERPCO 
C ,Prurance Group 


CASUALTY FIRE* MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 
ROYAL INSURANCE COMPANY, LIMITED » ROYAL INDEMNITY COMPANY © AMERICAN & FOREIGN INSURANCE COMPANY © THE 
BRITISH & FOREIGN MARINE INSURANCE CO., LTD. © NEWARK INSURANCE COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO., LTD. © GLOBE INDEMNITY COMPANY © STAR INSURANCE COMPANY 
OF AMERICA © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 
ae 








NORTH AMERICA PROMOTIONS 





Walton, Jr., Assistant Vice President; 
Moyer Fire Secretary; Lewis Marine 
Secretary; Other Elections 
Directors of the Insurance Co, of 
North America have declared a regular 
dividend of 50 cents a share on the $5 
par capital stock of the company, pay- 
able October 15, to stockholders of ree- 

ord September 30. 

At the same meeting, the directors of 
Insurance Co. of North America and 
Philadelphia Fire & Marine acted upon 
several promotions and elections. 

Thomas E. Walton, Jr., formerly as- 
sistant secretz iry, was promoted to assis- 
tant vice president ; Arthur T. Moyer, 
formerly assistant secretary, was pro- 
moted to fire secretary, and Francis A. 
Lewis, formerly assistant sec retary, was 
promoted to marine secretary. 

Newly elected officers are Joseph S, 
Schmidt, assistant secretary, and John 
B. Wyatt, assistant secretary. : 


Excelsior Names Willatt 
Special in Western N. Y. 


The Excelsior Insurance Co. of Syra- 
cuse, N. Y., has appointed William E. 
Willatt, Jr.. as special agent in western 
New York. He replaces Gregory Mce- 
Kennis, Mr. Willatt will have head- 
quarters temporarily in Waverly, N. Y, 

A native of western New York, having 
been born in Elmira, Mr. Willatt has 
had an insurance background of 14 
vears. In 1938 he became associated with 
his father’s agency, Willatt agency in 
Waverly, was engaged in military serv- 
ice from 1942 until 1946, and then oper- 
ated the agency following his father’s 
death until becoming associated with the 
Excelsior recently. 

In addition to his agency experience, 
Mr. Willatt attended insurance courses 
given by the Aetna Casualty and Surety 
and by the United States Fidelity and 
Guaranty. He has been active in the 
civic affairs in Waverly. being past 
president of the Rotary Club, past com- 
mander of the Waverly American Le- 
gion, chairman of the local Red Cross 
Drive and also active in scouting. 


Frankenbach, Jr., Joins 
Westfield, N. J., Agency 


Charles H. Frankenbach, Jr., has 
joined the firm of Pearsall & Franken- 
bach, Inc., realtors and insurors of 2 
Elm Street, Westfield, N. J. He grad- 
uated from Westfield High School and 
Brown University, class of 1951. He 
has just returned from St. Paul, Minn., 
where he completed a 13 —, train- 
ing course with the St. Paul Group in 
fire, marine and casualty insurance. He 
will be active in all phases of the real 
estate and insurance business. His 
father, Charles H. Frankenbach, is one 
of the leading insurance agents of New 
Jersey and a past president of the New 
Jersey Association of Insurance Agents. 


Automobile Claims Assn. 
Has First Fall Meeting 


The Automobile Claims Association 
opened its 1952-53 season under the di- 
rection of President James W. Sher- 
wood with a luncheon meeting vesterday, 
September 11, at Miller’s Restaurant. in 
New York City. There was a discussion 
of the $50 deductible automobile com- 
prehensive clause and also of the new 
automobile dealers’ form. 


OPENS AGENCY IN RALEIGH 

Harry R. Randall has opened the Ran- 
dall Insurance Agency in Raleigh, N. C. 
Florence B. Cooke is office manager. Mr. 
Randall va recently was connected 
with Associated Insurers, Inc., as vice 
president. He has been in insurance 
since 1929 and is active in several civic 
groups. In 1950-51 he served as presi- 
dent of the State Association of Mutual 
Insurance Agents. 
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It's best to do busi ith | trust 
re 
In the insurance business you must have The newest example of trust and teamwork is the Home- 
faith in people. For 160 years our confidence in people has owners Policy—four kinds of protection in a single package 
been unshaken. —pioneered by the North America Companies. Now avail- 
able in a few states, it will soon be introduced in many more. 
As an example of trust, we give our Agents—who are oe ; ‘ ; m 
: : < : pi Then everyone can obtain this better protection for fewer 
independent businessmen—authority to act for us. To be ' : 
Ne dollars and enjoy more peace of mind. 
worthy of such trust, the North America Agent must be a te 
man of integrity. That’s why we selected him. For the same 
reason, you can trust him to serve you well NORTH AMERICA COMPANIES 
Because your North America Agent can handle the Insurance Company of North America 
ees we ’ r ee Indemnity Insurance Company of North America 
insurance needs of homeowners without referring to us, he : aa ; 
; pa : . . Philadelphia Fire and Marine Insurance Company 
can give you faster service. Through him, we provide you 
with new and broader forms of protection at lower cost. PROTECT WHAT YOU HAVE@ 1600 ARCH ST., PHILADELPHIA 1, PA, 
— a a — SCRA, <a FD 









































































September 12, 1952 








Snow Sees Further Simplification 


Of Business Interruption Contracts 


In a recent issue The Eastern Under- 
writer made brief reference to a state- 
ment by Vice President Chester A. 
Snow of the Phoenix-Connecticut Group 
that the business has in mind creation 
of a single gross earnings BI insurance 
form with provision for deletion of or- 
dinary payroll inasmuch as the majority 
of manufacturers do not care for any 
ordinary payroll coverage. The full text 
of his address to the West Virginia As- 
sociation of Insurance Agents is now 
available and his remarks on future BI 
insurance forms follow: 

“We are rather proud of the improve- 
ments made in the BI contracts that we 
can offer to manufacturers and mer- 
chants and we believe that they are get- 
ting a real bargain at the present level 
of rates. However, despite the effort so 
far made to simplify our contracts and 
at the saine time keep them in line with 
the constantly changing needs of busi- 
ness, we feel that still further simplifi- 
cation is necessary if we are to increase 
the volume of BI insurance materially. 

Benefits of Single Form 

“We have in mind the creation of a 
single gross earnings form with provi- 
sion for deletion of ordinary payroll in- 
asmuch as the majority of manufacturers 
do not care for any ordinary payroll cov- 
erage. When this change is made we 
will be able to abandon the two-item 
contribution form, thus leaving us with 
the one type of contract—the gross 
earnings form. At first we may have 
to have one for manufacturing risks and 
another for mercantile and non-manu- 
facturing risks, both of them providing 
for exclusion of ordinary payroll if the 
insured so desires. 

“Eventually we should be able to pro- 
duce a single form flexible enough to 
take care of all classes of business. 
There is some doubt as to whether that 
can be accomplished without making the 
contract too unwieldy. Nevertheless, you 
may rest assured that the proposition is 
being given thorough consideration and 
we should arrive at some rather definite 
conclusions before another year has 
passed. 

“It is recognized that to make the 
contract suitable for the non-manufac- 
turing or service class of business will 
necessitate a change in the definition 
of gross earnings but that will be taken 
care of in due course. 

FIA Business 

“Close to 20% of the Factory Insur- 
ance Association’s total writing was on 
BI insurance in 1950. We do not have 
figures for 1951. We fully recognize 
the fact that practically all FIA risks 
are eligible for BI insurance and_ that 
probably only 50% of the fire business 
written directly by stock companies cov 
ers on classes eligible for BIT. Adjusting 
the figures accordingly it is quite evi- 
dent that the FIA is doing a three times 
better job in selling this coverage than 
the national average, which on the ad- 
justed basis would be only 6%. 

“We are informed that in Great Brit- 
ain this sort of contract, known as a 
consequential loss policy and formerly 
known as profits insurance, produces 
about 15% of the total fire premiums. 
Certainly we should be able to achieve 
the same results in the U. S: A. There 
is an excellent market for it and if you 
have not gone after BI insurance, do 
not hesitate any longer. Someone is 
sure to discuss the need for such pro- 
tection with merchants, manufacturers 
and other businessmen in your commun- 
itv. so it might as well be vou. There 
is no better way to build agency prestige 
than to demonstrate to your customers 
that you have a good working knowl 
edge of this important time element con- 
tract.” 

Discussing present day business inter- 
ruption forms in use Mr. Snow stated: 

“During the past 15 years the number 
of BI forms has been reduced to one- 
third of the number that were published 


in 1937. The eight per diem and weekly 
forms have been dropped and two gross 
earnings forms have been introduced. 
Today the problem is greatly simplified 
and the choice lies between only two 
types of contracts, one being the two- 
item contribution form and the other the 
single item gross earnings form. 
Experience With Gross Earnings Form 
on Manufacturing Risks 

“The gross earnings form for manu- 
facturing risks has been in use for sev- 
eral years, and, according to our ob- 
servations, it is far more popular in 
the Middle West than it is in the East, 
which may be due largely to the fact 
that there is less differential in rate be- 
tween the gross earnings form and the 
two-item contribution form in the West 
than there is in the East. However, it 
is a fact that the majority of manufac- 
turers object to the inclusion of ordi- 
nary payroll in the basis for coinsurance 
and do not care to make claim for or- 
dinary payroll expense. Such manutfac- 
turers are usually satisfied with the cov- 
erage afforded under Item I of the con- 
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tribution form No. 2 with 80% coinsur- 
ance. 

“We recommend that when the gross 
earnings form is used on manufacturing 
risks it be written for an amount not 
less than 60% of the annual gross earn- 
ings. A 20% increase in protection is 
obtained for only 8% increase in pro- 
mium when we go from the 50% coin- 
surance requirement to the 60% require- 
ment on manufacturing risks. 

“In determining the amount of insur- 
ance required do not overlook the fact 
that BI insurance deals entirely with fu- 
ture earnings and that we use past op- 
erations only as a guide to help us es- 
timate the probable exnerience for the 
coming year. 

Loss Adjustments 

“Actual loss adjustments prove that 
the BI contracts are eminently fair. We 
have had many letters of appreciation 
from BI policyholders expressing satis- 
faction in the adjustment of their loss 
under such policies. 

“A general review of losses discloses 
that the number of claims in 1951 was 
much greater than in 1950—also that 
the amount per claim was greater. Both 
of these facts point to the increasing 
need for BI insurance protection,” Mr. 
Snow said. 

“We still find that there is material 
under-insurance and that the coinsur- 
ance deficiency averaged 27% in 1951. It 
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THE BROOKLYN BRIDGE, which can be seen 
from the New York Office of The Yorkshire Group, 
is the oldest span across the East River between 
Manhattan and Brooklyn. Completed in 1885 ata 
cost of more than $25 million, its sturdy towers and 
connecting cables combine to make it one of the most 


graceful bridges in the world. 


Insurance companies and. their agents are 
joined together in an effort which, like this 
greal bridge, spreads stress and strain and 


eases the flow of commerce. 
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is somewhat better than the average for 
the past several years which shows a 
coinsurance deficiency of approximately 
30%. This coinsurance deficiency demon- 
strates the great importance of check- 
ing the insured’s requirements at least 
once a year, and better still every six 
months, to keep BI insurance in’ pace 
with changing business conditions.” 





N. J. CPCU CHAPTER MEETS 


Toelle Speaks on American Insurance 
Overseas: 11 New CPCU Designees 
From Northern N. J. Welcomed 

R. Maynard Toelle, CPCU, casualty 
manager of the American Foreign Insur- 
ance Association, addressed the New 
Jersey Chapter of Chartered Property 
and Casualty Underwriters in Newark 
on September 4 on “American Insurance 
Overseas.” Practically all major phases 
of the subject, including underwriting 
rating and reinsurance, were discussed. 
Mr. Toelle was formerly president of the 
Chicago Chapter CPCU, and recently has 
been transferred to AFIA’s New York 
office. 

The eleven new CPCU designees from 
the Northern New Jersey area were wel- 
comed by Chapter President Garret W. 
Roerink and were invited to be guests 
of the chapter at the local conferment 
luncheon in Newark on October 21, to 
be held in conjunction with the all-day 
business interruption forum being spon- 
sored by the New Jersey Special Agents 
Association. 

The new designees who will join the 
chapter are Alan H. Brown, Brown and 
Wehrell Agency, Hohokus; Syndey A. 
DeRoner, Walter A. Schaefer & Co, 
Newark; Bernard H. Lowy, Lippman & 
Lowy, Newark; Lewis P. Johnson, Aetna 
Insurance Co., Newark; Irving and 
Leonard Klotz of Evans & Co., Pater- 
son; Frederick Bruce Knapp, Century 
Indemnity, Newark; William R. Lichten- 
berger, Aetna Insurance Co., Newark: 
George P. Mahler, Neuwirth, Inc., New- 
ark; Sanford W. Sobel, Philip A. Sobel 
& Co., Newark, and Peter A. Thistle, 
Royal-Liverpool Group, Morristown. 

It was announced that review classes 
in preparation for the CPCU examina- 
tions will be held again this year at 
Rutgers University Newark Extension 
Division, under the sponsorship of the 


New Jersey CPCU Chapter. 


Michigan Fire Fund Hit 
For Close to $3,000,000 


Repair cost at the Michigan state 
office building at Lansing, swept by fire 
in February, 1951, will amount to $2,- 
921,000 when completed, it was estimated 
by building department executives. 

This is in addition to the huge use and 
occupancy loss for the long period dur- 
ing which many state departments have 
been occupying makeshift quarters in 
all parts of the community, to the loss 
of irreplaceable records and_ thousands 
of state library books, and to the loss 
of furniture and fixtures both from fire 
and from water damage. 

The fire served to reveal vividly to 
Michigan citizens the inadequacy of the 
state insurance fund which contained 
considerably less at the time than the 
actual cash outlay for repairs, and which 
since would have been “wiped out” again 
had the full loss been paid from the 
fund on the more recent fire resulting 
from rioting at Southern Michigan 
penitentiary, Jackson. 

Although legislation has since been 
enacted to permit placing of “stop loss” 
coverage with private insurers, negotia- 
tions have never been completed for 
actually effecting this coverage. 


Inland Marine Claims 
Dinner September 17 


The Inland Marine Claims Association 
will hold a dinner meeting on Wednes- 
day, September 17, at Miller’s Restau- 
rant in New York City. President 
Harold S. Daynard will preside. 
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FINANCIAL STATEMENTS DECEMBER 31, 1951 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Capital Assets (except capital) Policyholders 


Companies 


Firemen's Insurance Company of Newark, N. J. $12,275,000. $108,470,990. $61,257,086. $47,213,904. 


Organized 1855 


Girard Insurance Company of Philadelphia, Pa. 1,000,000. 10,711,510. 6,979,138. 





3,732,372. 


Organized 1853 

National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 10,476,694. 6,617,586. 3,859,108. 
Organized 1866 

Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 28,159,650. 17,868,349. 10,291,301. 


Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 36,291,676. 27,904,445. 8,387,231. 


Organized 1874 


2,000,000. 42,686,336. 33,078,793. 9,607,543. 


Commercial Insurance Company of Newark, N. J. 
Organized 1909 


Royal General Insurance Company of Canada ~ 100,000. 
Organized 1906 
Pittsburgh Underwriters - Keystone Underwriters 


433,385. 6,568. 426,817. 


HOME OFFICE 
10 Park Place PACIFIC DEPARTMENT 


Newark I, New Jersey 220 Bush Street 
San Francisco 6, Calif. 


WESTERN DEPARTMENT 
120 So. LaSalle Street 
Chicago 3, Illinois 

\TAL Sry 


iY fe. 
SOUTHWESTERN DEPARTMENT a EStandard FOREIGN DEPARTMENTS 
protection 4 102 Maiden Lane 


912 Commerce Street > 4 
Dallas 2, Texas Any insv™ New York 5, New York 
206 Sansome Street 


CANADIAN DEPARTMENTS San Francisco 4, Calif. 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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Klein Tells How to Sell Business 


Interruption Covers to Merchants 


New York Underwriters Insurance Co. Executive Declares 
There Is Great Opportunity for Additional Sales of BI; 
Describes Prospects, Rules, Forms and Worksheets 


How to improve sales of business interruption insurance, particularly to 


merchants, was presented by H. C. 


Klein, secretary of the New York 


Underwriters Insurance Co. and an acknowledged expert on this type of 
coverage, when he addressed the annual convention of the Pennsylvania 
Association of Insurance Agents at Galen Hall, Wernersville, Pa., this 
week. He commended the Pennsylvania agents for what they have done 
already to increase BI insurance sales, saying the state stands third in the 
1950 volume of time element premiums and the state’s ratio of time element 
premiums to total premiums exceeds the national ratio of 3.2%. 
There are 2,227 cities and towns in Pennsylvania containing businesses 
with commercial ratings, Mr. Klein said. If only two gross earnings policies 
for a premium of $100 each are sold in each of the towns of 5,000 or less 
population, plus five policies in each town of more than 5,000, plus only 25 
policies each in Philadelphia and Pittsburgh, the additional premiums would 
aggregate $500,000, with additional commissions to agents of approximately 
$100,000, he stated. Additional premiums and commissions doubling these 
modest estimates could easily be the result of a BI insurance campaign by 


Pennsylvania agents. 


Following are Mr. Klein’s suggestions to agents on how to improve 
sales of business interruption insurance. 


In order to know business interruption 
insurance well enough to sell it, an agent 
must first be convinced that there is 
need for it and know how it meets the 
need. I therefore recommend that you 
look around the business districts of 
your communities. Why were the stores, 
the markets, the theatres, restaurants 
and other businesses established? They 
were established for the same reason 
you are in business, to produce earn- 


ings and profit from the capital invested. 

When an agent realizes that fact plus 
the fact that of all the many forms of 
insurance available, only business inter- 
ruption insurance protects business 
earnings against the complete or partial 
stoppage which results when business 
premises are destroyed or damaged, and 
when he realizes that only business in- 
terruption insurance produces for a 
business what it would have produced 


in earnings had not property damage 
prevented, then that agent has laid the 
first course in the foundation of his 
knowledge of business interruption in- 
surance. 


Best Prospective Buyers 


As an agent surveys his community 
which are the businesses that are pros- 
pective buyers? Which of them cannot 
afford to be without the vital blood 
transfusion provided by business inter- 
ruption insurance to replace the earnings 
lost in a catastrophe? First are the 
many one man businesses. I place them 
first because to the sole proprietor of a 
business, small or large, his take home 
earnings are in most cases the sole sup- 
port of his family, maintenance of his 
home and the sole funds for payment of 
taxes, interest on indebtedness. educa- 
tion of children, life and accident insur- 
ance premiums, and for recreation. For 
him business earnings determine his liy- 
ine standard for him business interrup- 
tion insurance is practically living stand- 
ard insurance. 

What is true of the proprietor of 
one man business is equally true of each 
of the members of a partnership and of 
each of the officers of a corporation. It 
is tragic but true that the many small 
and medium size businesses particularly 
mercantile businesses are being neg- 
lected by business interruption insur- 
ance salesmen who do not seem to real- 
ize that such businesses constitute a 
rich field waiting for the harvest. 

Therefore my advice to every agent is 
to offer business interruption insurance 
to every mercantile business in his com- 
munity. This advice is not only for the 
agent who has sold some BI insurance 
but has more or less neglected mercan- 
tiles. It is also for the agent who has 
yet to make his first sale. 

The would-be salesman should begin 
with mercantiles because the simple 
gross earnings form No. 3 is not only 
made to order for mercantiles, it is the 
easiest sold and the vast majority of 





merchants who have bought BI insyr- 
ance have bought that form because of 
its simplicity. My advice to the would 
be salesman is to cut his wisdom teeth 
on mercantiles using the gross earnings 
form, With the experience so gained 
he will be better prepared to tackle non- 
manufacturing and manufacturing busi- 
nesses. 

Merchants Know Little of BI Insurance 

The sad fact that the majority of 
merchants are ignorant concerning BI] 
insurance is illustrated by the recent 
experience of one of our Southern field- 
men. It seems that some of the mer- 
chants of a small North Carolina town 
had been victimized by an out of town 
salesman so that the local merchants 
association had bulletined a warning to 
its members. When a merchant who was 
being solicited by our fieldman threat- 
ened to call a police officer, the fieldman 
voluntarily went to the chief of police 
who required him to satisfy the mer- 
chants association that what he was sell- 
ing was not a fraud. 

This our fieldman easily demonstrated 
to the officers of the association who 
thereupon purchased the coverage on 
their respective business premises, ab- 
solved the fieldman from the charge that 
he was a city slicker selling gold bricks, 
and inserted a strong endorsement of 
BI insurance in the next issue of the 
association’s bulletin. 

The moral of this story is—sell busi- 
ness interruption insurance, convert ig- 
norance about it into enthusiasm for it, 
create good public relations, and reap 
the harvest. 

Assuming that an agent is sold on the 
need for and the value of BI insurance, 
what additional knowledge must he have 
in order to sell it? Obviously he must be 
familiar with the rules and forms and 
at this point I again refer to the ans- 
wers to the recent questionnaire of the 
Eastern Underwriters Association which 
listed complicated rules and forms as 

(Continued on Page 40) 











Bonds 
United States Government 


Preferred Stocks 
Public Utility 
Railroad 


Common Stocks 


Public Utility 
Railroad 





Total Admitted Assets 





WESTERN DEPT. 





This 








THE HANOVER FIRE 


ASSETS 


Cash in banks and in office .. 


State and Municipal ...... 
Industrial and Miscellaneous 


Industrial and Miscellaneous 


BANK Uc toe e asso ese ee ee uss 


piso 2,221,670 
Pees 755,500 


Industrial and Miscellaneous 


Company 


111 JOHN STREET oy 


$ 2,529,601 


$18,451,095 


ae 3,098,337 


20,331 
21,569,763 


se. $ 1,662,738 
boas 386,875 


2,953,814 


5,003,427 


r) 


2,254,550 


6,342,203 


11,573,923 


Fulton Fire Insurance Company 

Stock (wholly owned) ......... 2,382,423 
Agency Balances not over 90 days 

N06 oc mectes eos ae eoe seas ee 2,584,723 
Other Admitted Assets .......... 4,238,350 


$49,882,210 


Securities carried at $1,068,403 in the above statement are deposited for purposes required by law. 


Insurance Exch. Building, Chicago 4, Ill. 








Has Paid 











Semi-annual Statement, June 30, 1952 








Dividends 


INSURANCE COMPANY 


ie. 





° NEW YORK 38, N. Y. 





Reserve for Unearned Premiums. . $23,044,217 
Losses in Process of Adjustment.. 6,218,150 
Reserve for Federal and Other 
MBROS onic Grice sow eer Sets save 625,000 
Reserve for all other Liabilities. . 3,187,256 
SANDAL) ae Salmi anh is Ries ..--- $ 4,000,000 
Woluntary ReSCIVE © 6.c...36 cS ss Seer 500,000 
INCE (SUPDIUS s.0s4%05.0% Bemus Rieieate 12,307,587 
*Policyholders’ Surplus .... 16,807,587 


Total 







*Bonds and stocks valued in accordance with the requirements of the National Association of Insurance Commissioners.—On the basis of June 
30, 1952 market quotations for all bonds and stocks owned, total admitted assets would be $49,734,420 and policyholders’ surplus $16,659,797. 
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340 Pine Street, San Francisco 4, Calif. 
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Ne ew National Board 
Advertising Campaign 


BASED UPON PUBLIC SERVICE 


Messages to Feature Company Services, 
to Build Prestige for Producers, and 
to Explain New Coverages 
dramatic ads based 

service, the Na- 





With a series of 
primat rily on public 4 t 
tional Board of Fire Underwriters is 
Jaunching an intensive new campaign 
featuring the contributions that capital 
stock fire insurance companies and their 
agents and brokers make to the national 
ere. Announcement of the program 
is made by T. W. Budlong, advertising 
er rer of the National Board. 

heduled to break this month in lead- 





a plage ey the campaign, prepared 
by |. M. Mathes, Inc., features page 
ads, with eye-catching illustrations, that 
perform a four-fold selling job — tell 
about the public service activities of 


the fire insurance companies ; show how 
important capitel stock fire insurance 
is to the national economy; build pres- 
tive for the fire insurance agent and 
broker in his community; and explain 
fire insurance coverages with which pol- 
icy holders should be more familiar. 


Three Sections of Each Ad 


Each advertisement is divided into 
three sections. The first is based upon 
a public service theme, which, in the 
opening ad of the series, describes how 
fire insurance companies teach school 
children about the dangers of fire. Sub- 


ads will tell how fire insur ince 
“makes your home safer to live in; 
how it “stops fires before they can 
start”; how it “helps you to buy wise- 
ly’; how it “puts the finger on the fire 
bug’; and so on. 

The second section ties the fire insur- 
ance business and its agents and brokers 
into the free ent erprise system by point- 
ing out that they “must give full value 
or they won’t stay in business. And it’s 
from such private enterprise that every 
local community prospers.” 

The last section discusses some 
of fire insurance and urges the 
to find out more about it by 
local agents or brokers. 

The ads are scheduled for the Satur- 
day Evening Post, Collier’s, Look, Path- 
finder, Better Homes & . 


sequent 


aspect 
reader 
consulting 





Gardens, Farm 
Journal, This Week Magazine, American 
Press, Editor and Publisher, National 


Publisher, and Publisher's 
addition, mats of 
news stories are 
to agents 


Auxiliary. In 
each ad and related 
being made available 
and brokers so that they can 
use local newspapers to tie into the na- 
tional cacepanen 


Smith Aetna Special i in 
Southwestern Connecticut 


Paul O. Smith is now special agent in 


southwestern Connecticut for the Aetna 
Insurance Co. and its fire subsidiaries, 
as announced by Vice President Henry 


P. Latham. Mr. Smith replaces Special 
\gent Ernest F. Todd, Tr., who recently 
Was transferred to Maine. ; 

A native of Vermont, Mr. Smith was 
graduated from Middlebury College. He 
became affiliated with the Aetna in 
July, 1951, following service in the 
United States Air Force. A graduate of 
the Aetna’s multiple line training school, 
Mr. Smith has received intensive train- 
mg in the New England department of 
the home office. 

In his new position Mr. Smith will be 
associated with State Agent Albert L. 
Martin with headquarters at 110 Wall 
Street, Norwalk, 





BI Seminar in Texas 

More than 120 local agents and com- 
pany fieldmen from throughout the 
fexas plains area attended a one- -day 
business interruption seminar at  Lub- 
bock, Tex., September 3. 

The seminz ir, sponsored jointly by the 
Texas Insurance Advisory Association 
and the West Texas Division of the 
exas Insurance Fieldmen’s Association, 


Was the first of five to be held in the 
State. 








FORMS INSURANCE COMMITTEE 


Adams and Johannesen Are Insurance 
Advisors to Cottonseed Products Assoc. 
Group; Policy Statement Adopted 
The recently established insurance 
committee of the National Cottonseed 
Products Association held its first meet- 
ing in Memphis, September 2. Commit- 
tee members are: Ben R. Barbee, chair- 
man, Western Cottonoil Co., Abilene, 
Tex.; C. W. Wallace, Union Oil Mill, 
West Monroe, La.; W. T. Melvin, P lant- 
ers Cotton Oil Co., Rocky Mount, N. C., 


with insurance advisers, John Adams, 


York and J. E. 
& Stevens, New 


Adams & Porter, New 
lohannesen, Cornwall 
York 

The committee was established be- 
cause of the expressed need on the part 
of some members of the industry for 
united action in dealing with current in- 


surance problems. The committee 
adopted the following statement of 
policy : 


‘The purpose of the committee will 
be to serve as a coordinating agency for 
the cotton sced industry in presenting 
the insurance problems of the industry 
to the insurance market and industry 


members and to bring about a solution 
to those problems. 

“The committee proposes to study (1) 
the obtaining of sufficient insurance cov- 
erage and limits, (2) fire rating struc- 
tures, (3) general standards for fire pro- 
tection and = prevention, (4) general 
standards of accident prevention and 
protection, and (5) adequate representa- 
tion before various insurance company 
organizations and state rating agencies.” 

The committee agreed that it would 
coordinate its activities with other 
agencies and organizations working in 
the same and related fields. 
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Fieldman Tells How 
IAC Can Cooperate 


DOWN SPEAKS AT CONVENTION 


Phoenix State Agent in Pa. Asks IAC 
to Form Catastrophe Loss Set-Up to 
Aid Field Clubs and Agents 

Wavs in which the Insurance Adver- 
tising Conference can help  fieldmen’s 
associations in achieving success with 
the latters’ programs were outlined by 
John V. Down, state agent in Penn- 
svlvania for the Phoenix of Hartford, 
when he addressed the IAC at Pocono 
Manor this week. He commended the 
IAC for seeking information from vari- 
ous branches of the insurance industry 
in order that members may obtain a 





JOHN V. DOWN 


fuller understanding of problems and 
devise ways -to be of assistance 

“I hope that your conference,” he said, 
“will establish and maintain a_ liaison 
with the field clubs in the future so that 
these two great segments of the insur- 
ance industry may work together to 
the betterment of the insuring public, 
our employers and ourselves. 

Speakers at Field Club 

“My first suggestion is that vour mem- 
bership make contact with every field 
club and arrange to provide a speaker 
at one of their meetings. This should 
be done immediately as many of the 
field clubs set up their programs early 
in the fall. 

“It is my suggestion that your con- 
ference organize a catastrophe loss set- 
up which can go into action immedi- 
ately in the event of such an event— 
through newspapers, radio and _televi- 
sion, giving advice to the public as to 
how to proceed in reporting claims, pro- 
tecting property from further damage, 
preparing for the adjuster; and apprais- 
ing the public of the general situation, 
stressing the fact that the most seri- 
ously damaged properties and those as- 
sureds facing the greatest hardships will 
receive prior attention. 

“Further, I suggest—that your mem- 
bers make contact with all field clubs to 
arrange for conferences leading to a 
complete understanding of the detailed 
operation of this catastrophe loss adjust- 
ment procedure. 

“It is the feeling of some fieldmen 
that our individual advertising depart- 
ments are doing much to assist us and 
many of their ideas have resulted in se- 
curing new agencies. 

Educational Work 

“The feeling is that Insurance Adver- 
tising Conference should develop educa- 
tional work among agents, and in their 
public relations efforts with the insuring 
public. Public adjusters, for instance, is 
one case and fire prevention is another. 

“T should like to ask what is the fu- 
ture of our Boy Scout program? I wish 


to quote you from the report of our 
chairman of this committee: 

“Tf the interest and cooperation demon- 
strated thus far continues to develop 
through friendly relations with the pro- 
fessional leaders of the Boy Scouts of 
America and the various representatives 
of the insurance industry, then a more 
comprehensive fire prevention program 
in scouting will result from its humble 
beginning at Camp Delmont. 

“It seems to me that here is something 
in which the IAC can be of tremendous 
help to us and spread these programs, 
not only countrywide, but to Girl 
Scouts and other similar organizations. 

“Another instance where the Insur- 
ance Advertising Conference can lend 
us their valuable aid is in connection 
with town inspections, both before and 
after an inspection takes place in a 
given community.” 

Mr. Down presented the background 
leading to formation of catastrophe com- 
mittees in field clubs and local boards 
of agents. 

Catastrophe Loss Committees 

“Several vears ago,” he said, “a loss 
conference was formed in Philadelphia 
and many of the fieldmen attend the 
monthly luncheon meetings, at which 
time claims problems are discussed. This 
is helpful in our public relations with 
policyholders. 

“This past July a meeting was held in 
Philadelphia by representatives of the 
Pennsylvania Association of Insurance 
Agents, the Insurance Agents and Bro- 

(Continued on Page 46) 


Hemispheric Action 
From Latin Viewpoint 
CONFERENCE HEARS DR. BANDE 


Chilean Leader Speaks of Objectives 
Which Latin Americans Would Like 
to See Accomplished 


Dr. Jorge Bande, tnanager of La 
Chilena Consolidada and professor of in- 
surance at the University of Chile, out- 
lined objectives of hemispheric insurance 
cooperation, from a Latin American 
point of view, when he addressed the 
luncheon session Tuesday at the Wal- 
dorf-Astoria of the fourth Hemispheric 
Insurance Conference. He said that if 
the insurance leaders of the North and 
South American nations “go forward to- 
gether, in justice, in true friendship, 
never losing sight of our ideals, always 
collaborating whenever and wherever it 
is possible, we have the opportunity of 
playing our part in building a brighter 
future and a tranquil and happier. world.” 

Stating some desirable objectives of 
hemispheric cooperation Dr. Bande told 
the distinguished audience assembled in 
the Sert Room: 

“In the future the interchange of ex- 
perience in the technical field of our 
business will be a determinable factor 
contributing to our success. As a result 
there will be a tendency towards a level- 
ing in the direction of pertection and 
without doubt that is a state one often 
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Signing up with just ONE 
new company can be the 
most important—the most 
profitable—move your agen- 
cy ever made. 


But be sure it’s the right 
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National of Hartford Group 
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prestige and profits. 
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encounters in the United States of 
America. Here, in North America in- 
surance is a profession. The majority of 
executives are specialists. 

“The technique employed is one of 
precision. By contrast the technique in 
South America is largely one of ap- 
proximation dominated by the intuition 
of its executives who, whilst Possessing 
a sound view in principle, sometimes fail 
in the details. It is for this reason that 
the Latin American insurers appreciate 
a constant and effective collaboration 
with their colleagues in the United 
States in all its relationships with tech- 
nique as it applies to the introduction of 
new systems of organization and admin- 
istration, new branches of business not 
established in our countries, modifica- 
tions of the older methods employed and 
last but certainly not least, methods of 
loss prevention. This, then, is the am- 
bition of our South American countries 
—an interchange of experience and a 
collaboration which will lead to an 
eventual equality in technique to the ad- 
vantage of our profession as a whole, 


Reinsurance Problem 


“A further vehement desire of the 
Latin American countries is the conti- 
nental interchange in re-insurances. In 
this respect it is appreciated that there 
is a marked difference between the mar- 
kets in North America and those in our 
Latin countries. The market in the 
United States is self sufficient whereas 
ours suffers from a lack of balance in 
our portfolios owing to the high per- 
centage of risks existing in small centers 
of concentrated population. 

“Tt will no doubt be appreciated that 
the European insurers who represent the 
traditional market for cessions from 
Latin American insurance companies in- 
creasingly seek opportunities to com- 
pensate their clients in this hemisphere. 
Conversely we are obliged to increas- 
ingly intensify our traditional relations 
with them, remembering all we owe to 
those great markets which, during ad- 
versity, have never failed to comply 
faithfully and generously with their ob- 
ligations. 

“However in a discreet measure there 
must be an interchange of our business 
in the Americas because it would be 
merely building castles in the air to 
suggest a wide cooperation in the purely 
ideological field while leaving the eco- 
nomic sphere exclusively for inter-con- 
tinental exchange. 

“One of the objects of the Hemispheric 
Conferences is to give greater resonance 
to the pronouncements against invasion 
of our legitimate interests and _ activi- 
ties. This does not admit however that 
interference by the state is a general 
danger. In the Americas there is no 
total monopoly of our business and that 
which is partial was introduced in obedi- 
ence to changing political circumstances 
and factors. The monopolies in reinsur- 
ance effective in three of the American 
countries have been moulded, with vision 
and indisputable success, on the prac- 
tices and methods of private enterprise 
insurance entities. However there is no 
attempt to inflict this type of interven- 
tion on our business in other countries. 

“The state, represented by the Super- 
intendent of Insurance in our hemi- 
sphere, conscious of the enormous inter- 
est conferred on American private enter- 
prise, has always maintained a policy of 
prudence and discretion which gives us 
faith that the future of our business 1s 
frankly promising in the three Americas. 

“The Hemispheric Conferences are 
able to serve in the defense of our ac- 
tivities and for this reason it is neces- 
sary to consider creating an adequate 
organization which would make it pos- 
sible to put into effect resolutions which 
have, or will be, taken. In this respect 
it has been observed that, in many cases, 
no action has been taken on the agree- 
ments reached at previous conferences. 
I feel therefore that your attention 
should be directed to this aspect. In ac- 
cordance with previous resolutions I 
shall submit for your consideration dur- 
ing our meetings, a paper on the poli- 
cies and politics of insurance in the 
Americas. 






























XUM 


September 12, 1952 








Page 39 











Kingan U. S. Head L. & L. Group 


Chubb & Son, U. S. Managers, Marine Insurance Co.; W. J. 
Roberts & Co., Inc., U. S. Manager, Standard Marine 


The United States manager of the 
London & Lancashire and Law, Union 
& Rock, United States manager of the 
fire department of the Standard Marine, 
and president of the Orient, Safeguard 
and London & Lancashire Indemnity, is 
Gilbert Kingan, C.B.E. 

United States managers 
Insurance Co. are Chubb 


of Marine 
& Son and 





Blackstone Studios 
GILBERT KINGAN 


United States manager of Standard Ma- 
rine is W. J. Roberts & Co., Inc. 

Mr. Kingan commenced his insurance 
career with the head office of London & 
Lancashire. Born in Liverpool, England, 
Mr. Kingan began his insurance career 
with the London & Lancashire in Octo- 
ber, 1909, at its head office in London. 
He was transferred to the Manchester 
branch in 1922 and coming to Hartford 
he became agency secretary at the 
United States branch in January, 1927, 
becoming United States manager in 1929. 
He appeared on Queen Elizabeth’s birth- 
day honors list as having been awarded 
the rank of title of Commander British 
Empire—C.B.E. His older brother, 
Robert, has received the Order of the 
3ritish Empire. 

W. J. Roberts & Co. 

A large part of the marine business 
of the London & Lancashire Group is 
handled by the subsidiary the Standard 
Marine Insurance Co., Ltd. The Stand- 
ard Marine was established in 1871 in 
Liverpool, England, and entered the 
United States in 1888. It immediately 


started doing business with agents 
throughout the country. 

In 1909 the directors decided upon a 
change in the company’s arrangements 
in the United States and the then sec- 
retary, W. J. Roberts, was sent to New 
York to carry out the reorganization 
and it was also decided that the com- 
pany should have its own representa- 
tion in the United States in order to 
consolidate the business and carry on 
more efficiently. 

In 1920 Mr. Roberts organized his 
own firm to act as United States mana- 
gers and attorneys of the Standard Ma- 
rine, Ltd. Some years ago Mr. Roberts 
died and the Roberts organization has 
now as its president W. W. Smith, and 


as vice president and general manager, 
Leslie A. Ward. The latter is a native 
of New York City and entered insurance 
in 1917 with S. D. McComb & Co. He 
served with the Marine Office of Amer- 
ica from 1919 to 1945 when he became 
associated with the American Interna- 
tional Marine Agency. He was president 
of that agency until he took his present 
post in May, 1950. 

The Marine Insurance Co., Ltd., of 
London entered the United States in 
1884. The United States managers are 
Chubb & Son. The company’s business 
reported to the Chubb office is from 
the 26 states which have been entered, 
three Canadian Provinces and Cuba. 
Written in addition to ocean marine 
business are automobile and inland ma- 
rine. In 1951 the ocean marine earned 
premiums for Marine Insurance Co. in 
the United States branch were $2,080,- 
000; motor vehicle earned premiums 
were $633,170; and inland marine and 
transportation premiums were $903,890. 


London & Lancashire 


(Continued from Page 29) 


India, Ceylon, Egypt, Israel and most of 
Europe. 

Mr. Wallas will be retiring from ac- 
tive business life early in 1953, but with 
his interest in church and social work, 
golf, gardening and philately he does not 
expect to be idle. 

Mr. Wallas’ deputy during his term 
of office has been F. J. Cottle, an ex- 
ecutive of long service and wide experi- 
ence in foreign fields, having traveled a 
total of 159,000 miles since 1928 on be- 
half of the company. 

The chief administration offices of the 
London & Lancashire which are jointly 
occupied with the “Law Union & Rock” 
are at 7 Chancery Lane, London, W.C. 2. 

College of Arms Grants L. & L. 
Armorial Bearings 

From this center radiates a world- 
wide organization. The Group employs 
nearly 5,000 men and women full-time 
employes, and, in addition, there is an 
even larger number of agents and con- 
nections of the Group who provide valu- 
able Service in the conduct of the com- 
pany’s operations. 

In August, 1949, the company was 
granted Armorial Bearings by the Col- 
lege of Arms, the principal emblems 


MacBean Heads N. J. Agents 


Roy H. MacBean, Cranford, was 
elected president of the New Jersey 
Association of Insurance Agents at its 
annual meeting at Atlantic City, Sep- 


tember 12. 





Pace College Announces 


New Insurance Courses 
practice and brokerage, 
opening on September 22, and insurance 
practice and brokerage, opening on Oc- 
tober 7, have been announced as two 
special evening courses offered for men 
and women at Pace College, 225 Broad- 
way, according to Dr. Julius Yourman, 
dean of the School of Business at Pace. 
These courses prepare for the state 
broker’s license examinations. 

Also announced are two 
snecial courses, both opening 
ber 22. 


Real estate 


additional 
on Septem- 





being the 
Lanca- 
associa- 


incorporated in the design 
City of London Sword and the 
shire Red Cross. The territorial 
tions are also symbolized in the sup- 
porters, the City of London Silver 
Dragon and the Golden Lion of the 
County Palatine of Lancashire. 

Incorporated is the company’s motto, 
so well exemplified by its history: “Se- 
curity and Service.” 
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TIME ELEMENT FORUM OCT. 21 


Speakers Announced for Business Inter- 
ruption Discussions in Newark: CPCU 
Diplomas To Be Presented 

The business interruption and time 
element forum to be held on Tuesday, 
October 21, from 10 a.m. to 4:15 p.m., 
at the Essex House in Newark, spon- 
sored by the New Jersey Special Agents 
Association, has presented an excellent 
program of speakers. At the morning 
session on sales and underwriting they 
will include Henry C. Klein, secretary, 
New York Underwriters Insurance Co.; 
Nick Dekker, secretary, America Fore; 
Frederick W. Doremus, secretary, Fast- 
ern Underwriters Association; Leo E. 
Kietzman, secretary, American of New- 
ark; Leon A. Watson, general manager, 
Fire Insurance Rating Organization of 
New Jersey, and H. Earl Munz, CPCU, 
chairman, Eastern Agents Conference, 
National Association of — Insurance 
\gents. 

At the luncheon session Dr. Harry J. 
Loman, dean of the American Institute 
for Property and Liability Underwrit- 
ers, will present CPCU diplomas to 
those who passed the 1952 examinations. 

At the afternoon session on contract 
interpretation and loss adiustments the 
forum speakers will be George S. Jones, 
executive general adjuster, General Ad- 
justment Bureau; Addison Roberts, vice 
president, Fire Association of Philadel- 
phia; P. B. L. Garden, assistant general 
adjuster, National Board of Fire Un- 
derwriters, and Philip M. Winchester, 
general manager, Eastern department, 
General Adjustment Bureau. The mod- 
erator will be Garret W. Roerink, CPCU 
analyst, American Insurance Group. 

Due to space limitations admission to 
the forum session will be limited to 
those holding luncheon tickets. Reserva- 
tions must be made before October 1. 
La see igi for luncheon and forum are 
»riced at $6 each and may be obtained 
from any of the following: 

Walter Sheldon, 60 Park Place, New- 
ark; Edgar O. Rose, 11 Commerce 
Street, Newark; D. Donald Hall, 744 
Broad Street, Newark; James Reid, 31 
Clinton Street, Newark; Deane W. Mer- 
rill, CPCU, 9 Clinton Street Newark, 
and Ira F. Weisbart, CLU, CPCU, 921 


Bergen ae Jersey — 





Klein on BI Insurance 


30) 





(Continued from P: 
the Number Two deterrent to the sale 
of BI insurance. It is true that) your 
rule book contains 24 pages devoted to 
Bl insurance but it is also a fact that 
127 or five times as many pages are 
devoted to property damage insurance 
and | haven't heard of any agent who 
has been deterred by that tact from sell- 
ing property damage insurance. 

Nor have | heard of any agent who 
has permitted the equally complicated 
rules and forms of automobile, casualty 
and life insurance, to deter him = from 
selling those coverages. Having personal 
knowledge of very many agents who 
have mastered the rules and forms of 
BI insurance and become — successful 
salesmen, I cannot but classify these 
questionnaire answers as alibis tor lazi 









ness. 
Knowledge of Rules and Forms 

What does a working knowledge of 
the rules and forms of BI insurance in 
volve? It involves first a knowledge of 
the terminology or vocabulary peculiar 
to BI insurance in which the term “net 
les” refers to gross sales less the sum 
of outgoing transportation expense, re- 
turns, discounts, and allowances to cus- 

tomers. 
In that terminology the term “gross 
to the amount of a 


Sa 
1 


earnings” refers 
merchants annual net sales less the cost 
of merchandise sold, or in the case of a 
manufacturer it is the sales value of 
finished goods produced less the cost of 
materials and supplies used in the proc 
ess of manufacturing. 

The term “expenses” refers to all ex- 
penditures except the cost of stock and 
supplies: “net profit” is “gross earn- 
ings” less all expenses, and the term 































































“ordinary payroll” refers to the wages 
of unimportant employes who need not 
be retained because they can be replaced 
in time for resumption | of business. 

“Expediting expenses” which are cov- 
ered by BI insurance are extra expenses 
incurred by the insured after a loss to 
expedite resumption of business and re- 
duce the amount of the Toss. 

Having mastered this simple term- 
inology the would be salesman must 
know that BI insurable interest exists 
wherever there is an interest in the 
earnings derived from a business occu- 
pancy or from the use of or dependency 
upon certain objects or property irre- 
spective of ownership. He must also un- 
derstand the important part that the 
element of time plays. 

Although earnings for 12 months are 
the basis of the contribution clause, the 
amount of insurance needed should be 
determined not only by the requirement 
of the clause but also by the loss sus- 
tainable during the time required to 
rebuild, repair and replace in case of a 
total property loss occurring during the 
busiest time of the vear. 

Simply because 50% of 12 months is 
six months it does not follow that gross 
earnings insurance of 50% of annual 
earnings will always be exhausted in 
a complete business suspension of six 
months. Where earnings are steady, in- 
surance of 50% of annual earnings is 
generally sufficient to cover actual loss 
sustained during a selina longer than 
six months, the excess time depending 
upon the salvage in discontinuable ex- 
penses. 

Where earnings fluctuate by seasons, 
or are concentrated in a single season 
as in the case of a cannery, 50% insur- 
ance may be exhausted in much less 
than six months. 

Wherever 50% insurance, after allow- 
ing for discontinuable expenses, can be 
exhausted in a period of time shorter 
than the period of time required to 
rehabilitate in case of the worst possible 
physical loss at the busiest time of the 
year, insurance in excess of 50% of an- 
nual earnings should be carried. The 
same principle applies to the two item 
form except that 80% contribution is 
mandatory. 

Two Principal Forms 

Turning to the policy forms, it is nec- 
essary to understand that basically there 
are only two forms of policy available 
in this territory—the gross earnings 
form and the two item form and _ that 
the difference between them is primarily 
in their treatment of ordinary payroll. 
The gross earnings form covers ordi- 
nary payroll along with other expenses 
for the period of time they are a neces- 
sarily continuing expenses, whereas the 
two item form does not cover ordinary 
payroll unless it is insured for a spe- 
cific amount and for a specified number 
of days not less than 90. Moreover al- 
though both forms cover the necessarily 
continuing expenses of heat, light and 
power, only the two item form author- 
izes their deduction from sales when 
applying the contribution clause. 


In view of the differing treatments of 








ordinary payroll by these two forms an 
agent should realize that the buyer’s 
choice between them depends upon his 
attitude toward insurance on ordinary 
payroll. lf he desires to insure the 
wages and salaries of all employes, real- 
izing that the extent of recovery there- 
for in the event of a claim for loss will 
be determined by each employe’s impor- 
tance to the resumption of operations, 
his choice will probably fall upon the 
gross earnings form unless the premium 
cost is so much higher than that of the 
two item form as not to be justified 
by the broadened coverage secured. 

Such choice will be influenced not only 
by the fact that the gross earnings form 
covers ordinary payroll but also because 
it relieves the buyer of the necessity of 
deciding before a loss which of his em- 
ployes are classed “ordinary payroll.” 
In practice, however, it is advisable in 
the case of mercantiles, pz irticul: irly small 
mercantiles, to avoid placing upon the 
prospect the burden of choosing between 
the two forms. If you confine your 
description of coverage to the gross 
earnings form you not only greatly sim- 
plify the process of solicitation but you 
also are safe in the knowledge that it 
is the best contract for mercantiles. 

Basis of Recovery 

Although indemnity under the gross 
earnings form is for reduction in gross 
earnings less discontinuing expenses 
and under the two item form is for net 
profit plus necessarily continuing ex- 
penses, the basis of recoverv is prac- 
tically the same. 

The work sheet used to determine the 
amount of insurance under the gross 
earnings form requires only two amounts 
—sales and cost of stock including sup- 
plies, whereas the work sheet for the 
two item form requires four amounts— 
sales, cost of stock including supplies, 
expense of heat, light and power, and 
the expense of ordinary payroll. More- 
over the buyer of the gross earnings 
form has the choice of four percentages 
of contribution, 50, 60, 70 and 80 whereas 
only 80% contribution is available under 
the two item form. 

If the question which form is cheaper 
arises, the answer depends upon the 
ratio of the sum of ordinary payroll, 
heat, light and power to gross earnings. 
If the comparison of cost is between the 
gross earnings form with the 50% con- 
tribution clause, and the two item form 
with 90 days of ordinary payroll cover- 
age the premium cost to a Pennsylvania 
merchant is lower under the gross earn- 
ings form if the percentage of the sum 
of ordinary payroll, heat, light and 
power to gross earnings is less. than 
46% which is very frequently the case. 

But for a Pennsylvania manufacturer 
the premium cost of the gross earnings 
form is lower only if this wentaae 
is less than 30% which is seldom the 
case. As a _ result comparatively few 
Pennsylvania and Eastern manutacturers 
buy the gross earnings form although it 
is the better contract. 

Unfortunately the two item form con- 
tinues to be the only contract available 
in this territory to hotels, restaurants, 
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Alexander & Co. Moves 
Part Of Staff to Suburbs 


W. A. Alexander & Company, general 
insurance agents with offices at 135 
South LaSalle Street, Chicago, will de- 
centralize a portion of its clerical opera- 
tions with the opening September 15 of 
a policy writing branch in’ suburban 
Downers Grove. The agency has leased 
3,500 square feet in the Dicke Building 
in the suburb, 22 miles southwest of 
Chicago. Modernization of the space has 
been completed, including installing of 
asphalt tile floors and soundproofed ceil- 
ings. 





theatres, bowling alleys and other sery- 
ice selling businesses. I hone for early 
agreement on a revised definition of 
“oross earnings” resulting i in the restora- 
tion of the gross earnings form to non- 
manufacturing risks of the service selling 
type. 

The salesman of BI insurance must 
also understand that each of the two 
basic forms is subdivided into two forms, 
one for mercantiles the other for fac- 
tories and that these differ only in their 
treatment of stock. The mercantile risk 
forms cover all merchandise for sale but 
manufacturing risks forms cover only 
merchandise for sale that was not manu- 
factured by the insured. 

A merchants BI loss is measured by 
the reduction in sales of merchandise 
and therefore he must have coverage 
during the time required to replace de- 
stroyed merchandise. A manufacturer's 
BI loss, however, is measured by the 
reduction in production of his finished 
product and by reduction in sales of only 
such other merchandise that he has pur- 
chased as a side line. 

Since a manufacturer’s profit on a lot 
of his finished product was earned when 
he manufactured it, his loss of that 
profit is recoverable under a selling price 
clause attached to a property damage 
policy, or under merchandise profits in- 
surance. 

Manufacturing risk forms also cover 
raw stock and stock in process and all 
forms of stock replacement cover: 
whether mercantile or manufacturing, 
are for 30 days only unless the time is 
extended by endorsement for additional 
premium. 





Contribution Clause 

Of all the clauses in BI policies the 
contribution or coinsurance clause is of 
greatest importance e. U nfortunately many 
agents shy away from BI insurance be- 
cause they fear difficulty in determin- 
ing the correct amount of insurance re- 
quired to comply with the contribution 
clause. In so doing they appear to over- 
look the fact that the contribution 
clause in a property damage insurance 
policy. like that in a BI policy, is also 
based upon the value of the insurable 
interest as of the date of a possible fu- 
ture loss which fact does not prevent 
them from selling property damage in- 
surance. 

With the assistance of a proper work- 
sheet determination of the amount of 
BI insurance is really simple compared 
with the process of determining the in- 
surable value of a building taking into 
consideration the replacement value of 
its component parts, depreciation, ob- 
solescence, and possible appreciation. 

Whereas the value of a building must 
be estimated either by rough rule-of- 
thumb formulas or by employing a 
skilled appraiser the value of business 
earnings can be readily determined from 
the insured books. Just as_ physical 
values should be frequently checked 
aginst trends so should earnings and 
their trend be frequently checked to 
keep the amount of BI insurance ad- 
justed to changes in business conditions. 

For risks eligible for the agreed 
amount contribution clause or the pre- 
mium adjustment endorsement, mainte- 
nance of the required amount of insur- 
ance is considerably simplified. Mani- 
festly the agreed amount clause is espe- 
cially valuable to the insured whose 
earnings are increasing while the pre- 
mium adjustment endorsement is useful 
where the insured’s earnings are de- 
creasing. 

(To Be Concluded) 
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Cowman Urges Pa. Local Boards to 
Fight to Cut Highway Accidents 


Stanley Cowman of Mather & Co.,, 
Philadelphia, and chairman of the pub- 
lic relations and catastrophe loss com- 
mittee of the Pennsylvania Association 
of Insurance Agents, put on an excellent 
public relations program at the agents’ 
convention this week at 
Pa. He reported that 35 of the 38 local 
hoards had established public relations 


Wernersville, 


and catastrophe loss committees and 
were undertaking or about to undertake 
some public relations program in coop- 
eration with the Eastern Underwriters 
Association and the Pennsylvania Field 
Clubs. 

Opportunities are abundant said Mr. 
Cowman who paid tribute to the field 
clubs who have been experimenting and 
now offer their experience to the agents. 
The most pressing problem confronting 
the industry today, he continued, is that 
of reducing automobile accidents on the 
highways. 

Good Program Possible 
into 


gather room 


representatives 


“If we can one 


qualified who are con- 
cerned with this matter and discuss and 
consider it from all angles I believe it 


would be possible to come up with a 
program that would prove astonishing in 
Mr. Cowman “All 


types of insurance companies should par- 


its results,” said. 


ticipate as should the Governors High- 
way Safety Conference, the Association 
of Casualty and Surety Companies, the 
Pennsylvania Truckers Association, the 
Motor Center 
for Safety Education, the Automobile 
Clubs, our radio and television stations, 
our newspapers, our churches and any 
other interested entity. 

“A great deal of safety work of one 
kind or another is currently being un- 
dertaken. If it could be laid on the 
table and viewed for effectiveness surely 
an improved program state wide might 
conceivably be plotted from the effort 
to date and from the brains God has 
so generously given us. 

“This idea is before those who have 
the power of decision and I know for a 
certainty that they have in mind plans 
for a program which will attempt to re- 


License 3ureau, the 


duce our stupid highway — slaughter. 
Pending a decision, your committee 
recommends a grass roots program of 


our own and early public relations bul- 
letins will tell you about it. 
“We—the agents—can, if we choose— 


become important factors in reducing 
this needless waste of life and prop- 
erty. Enough constructive suggestions 


have been made by students of the sub- 
ject to keep us busy for quite a while. 
There are many reasons why we should 
go for this one aggressively as a part of 
our public relations responsibility. 

“Last December our Senate (Pennsyl- 
vania) passed Resolution 7A directing 
an investigating into certain phases of 
Public Liability and Property Damage 
Insurance. The Senators had heard that 
insurance companies had sometimes re- 
fused to renew policies because of ex- 
cessive losses or for other reasons and 
owners were obliged to obtain insurance 
from the Assigned Risk Plan; that if all 
companies, members of the plan, shared 
such risks the automobile owner would 





Phillips Studio 
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not likely be subject to liability because 
of the failure of an insurance company ; 
so they directed the Insurance Depart- 
ment to make an investigation and re- 
port back. Your association has offered 
to help the Commissioner in any way 
possible. 

“Tust as sure as we are gathered here 
today there will be agitation for compul- 
sory automobile insurance or a_ state 
fund to provide a market for the risks 
that find it too difficult to obtain private 
insurance and if that is successful you 
can say goodbye to all of it. It is our 
job to see that the public is ‘informed 
and not misinformed. 

“Why do we, the public, have to toler- 
ate such risks? The public for its own 
protection should demand permanent re- 
moval of incompetent, reckless drivers. 
Did you ever consider what you might 
accomplish in your city, town or bor- 
ough if you organized a group, called on 
vour enforcement officers and con- 
vinced them you would back them up 
100% in real enforcement? Don’t un- 
dertake it if you have any mental reser- 
vations because there can be no ‘fixes’ 
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JUSTICE PROBE IN NEW YORK 
Department Looking Into Complaints of 
Brokers of Difficulties in Placing 
Auto Casualty Lines 
Officials of the Justice Department's 
anti-trust division have confirmed recent 
persistent reports that the Department 
has undertaken an investigation of “tie- 
in” deals by fire and casualty insurance 

companies. 

Complaints have been received, par- 
ticularly from New York brokers, that 
some companies have been requiring 
brokers to place more profitable business 
with them in order to get their automo- 
bile insurance placed. 

The officials, while acknowledging that 
the investigation has been going on 
for some time, emphasized that the mere 
fact of an investigation does not neces- 
sarily mean action under the anti-trust 
statutes. What has been taking place 
is a “preliminary inquiry,” it was ex- 
plained, and if the facts uncovered by 
this inquiry warrant it, there would 
then be a full-scale investigation. 

Justice would probably use the Fed- 
eral Bureau of Investigation in the event 
the second and more sweeping investi- 
gation is indicated, it was said. Finally, 
the possibility of court action would 
hinge on what the full-scale investiga- 
tion might turn up. 


MOORE SPECIAL IN MICHIGAN 
The Home Insurance Co. has an- 
nounced appointment of Alva Lynn 
Moore as a special agent in the Grand 


Rapids, Mich., office. Mr. Moore will 
serve under the direct supervision ot 
State Agent G. L. Stone of the Grand 


Rapids office. 





for anyone—just strict observance of all 
traffic laws, rules and regulations with- 
out fear or favor. We, as agents, must 
sell our own clients on the need for 
strict observance of all traflic laws. 

“Possibly our companies and we 
agents have not done too commendable 
a job in explaining rate increases to the 
public. There should be no hesitation on 
our part to tell the public they make 
the rates and they can reduce them as 
well as raise them. The cost of a new 
car has soared 136% but our rates have 
not. Don’t be afraid about a fair price 
for this product of ours—we are entitled 
to a fair service fee and our compames 
are entitled to a profit.” 
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Hamilton Fire May Sell 


Weekly Premium Insurance 
The Hamilton Fire of New York has 
been bought by W. C. Jennings of Ment- 
gomery, Ala., and plans to sell weekly 


premium fire imsurance through about 
3,000 agents now selling weekly pre- 
mium industrial life and accident and 
health insurance. The Hamilton is li- 


censed in 30 states, has net surplus 
of about $100,000 and capital of $250,- 
000. It is planned to increase the capital 
and surplus. Mr. Jennings was presi- 
dent of the All State Life of Mont- 
gomery, which was purchased by United 
Insurance Co. of Chicago, and he is pres- 
ident of the Old South Life. He and 
associates have recently acquired control 
of the Unity Mutual Life & Accident of 
Los Angeles and he has become presi- 
dent of that company. 

Organized in 1852 the Hamilton was 
sold in 1949 to finance interests in Phila- 
delphia and underwriting activities were 
confined to automobile physical dam- 
age insurance. Premiums earned in 1951 
were under $1,000,000. 


Founders’ Ins. Co. With 
Brundick & Bowles in Fla. 


The Founders’ Insurance Company 
of Los Angeles has appointed Brundick 
& Bowles, Inc., managing general agents 
of Jacksonville, for the entire state of 
Florida. This is their first appointment 
in the South. This general agency, in 
addition to the Founders’, represents the 
Caledonian, Employers’, Fulton, North 
British & Mercantile, and Pacific Na- 
tional Fire in Florida. 


Beahrs Marine Mgr. for 


Home at San Francisco 

John V. Beahrs has been appointed 
marine manager at the Home _ Insur- 
ance Company’s San Francisco office 
He will have supervision of marine 
operations in northern California, 
Colorado, Utah, Wyoming, Nevada, 
Southern Idaho, Hawaii and Guatemala 
Mr. Beahrs, a graduate of University 
of California and a lieutenant command- 
er in the United States Navy in the last 
World War, became affiliated with the 
Home in February, 1946, as a marine 
special agent in the Los Angeles office. 
In February, 1947, he was transferred to 
San Francisco as supervisor of the 
ocean marine department and in Janu- 


ary, 1949, he was made marine super 
visor there, In January, 1951, he was 
made assistant marine manager at San 
Francisco. Mr. Beahrs recently com- 


pleted the CPCU course. 


Auto Arson in Kentucky 

Automobile arson has increased in 
Kentucky to almost crime wave propor- 
tions it has been reported by State Fire 


Marshal J. T. Underwood of the State 
Insurance Department, Frankfort, who 
disclosed that about 20 total loss auto- 


mobile fires are being investigated by his 
office. 

In seven other cases suspected arson- 
ists have been arrested or indicated by 
grand juries and are awaiting trial, on 
charges of attempt to defraud insurance 
companies 

Most such cases involve older model 
vehicles, where the owners figure they 
can collect more from the insurance com- 
panies than the car will bring in a sale, 
and generally occur on isolated roads. 
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Cahill Speaks About 
5% Factor for Profit 


ADDRESSES ILLINOIS AGENTS 
Says It Is Necessary to Project Detailed 
Experience Into Future to Establish 


Adequate Rate Levels 


Saying that since 1946 the stock casu- 
alty companies have suffered an under- 
writing loss of over $200,000,000 in writ- 
ing automobile liability insurance coun- 
trywide, $100,000,000 in 1951 alone, James 





CAHILL 


JAMES M. 


M. Cahill, secretary, National Bureau of 
Casualty Underwriters, addressed the an- 
nual convention of the Ilinois Associa- 
tion of Insurance Agents at Springfield, 
September 9. 

Such a situation, Mr. Cahill said, can- 
not continue because the insurance com- 
panies cannot continue the burden of 
such losses and maintain solvency. Fur- 
thermore, he added, they cannot hope 
to attract new capital and expand under- 
writing facilities to meet the increased 
demand for insurance protection unless 
they can offer a reasonable possibility of 
earning a profit on these operations. 

Must Project Revision Into Future 

Mr. Cahill pointed out that automo- 
bile bodily injury losses are settled on 
the average of 21 months after the 
pelicy is written and assuming annual 
raie revisions, the average policy will 
not be written until six months after the 
effective date of new rates and will 
not expire until 18 months after this 
date, Consequently, he said, in the 1952 
rate revisions, it has been necessary to 
project detailed territorial experience 
not only to the date of revision but 
into the future to establish rate levels 
which can possibly be adequate to cover 
loses on policies written at the new 
rates. 

With respect to the provision for un- 
derwriting losses and contingencies, Mr. 
Cahill said: 

“Our rate revision program also in- 
cludes a revision of company expense 
provisions including a change in the pro- 

vision for underwriting profit and con- 
tingencies from 2.5% to 5%. The pro- 
duction cost allowance in automobile 
manual rates remains at 25%. The com- 
bined provision for company ‘paiendaten- 
tion, inspection and exposure audit ex- 
pense has been reduced from 8% to 7%. 
Unallocated claim adjustment expense 
has been made a function of losses 
(Continued on Page 54) 





REFERENDUM FILED IN MASS. 


State Senator’s Bill Proposes to Have 
Voters Instruct Legislature on Repeal 
of Compulsory Auto Insurance Law 

A bill calling for a statewide referen- 
dum in 1954 on a proposal to repeal the 
present Massachusetts compulsory mo- 
torists’ liability insurance law has been 
filed (Sept. 3) for consideration by the 
1953 State Legislature. 

Under the referendum bill, which was 
filed by Senator Charles W. Hedges, 
Quincy Republican, the voters would 
instruct the legislature whether or not 
repeal of the compulsory automobile 
insurance law is wanted. If the ma- 
jority of voters answered the referendum 
question affirmatively, the state legisla- 
tive committee on insurance would study 
the system and make recommendations 
to the state legislature, keeping in mind 
the results of the referendum. 

Meanwhile, the Massachusetts State 
Insurance Department is awaiting a de- 
cision of the State Supreme Judicial 
Court on the 1952 compulsory insurance 
rates before making a decision on the 
1953 rates. 

Although Massachusetts law calls upon 
the State Insurance Commissioner to 
promulgate compulsory automobile in- 
surance rates by September 15, the 
courts have held that the provision is 
merely “directory.” The rates last year 
were announced in December. 


ISSUES REPORT IN WISCONSIN 


Industry Committee Drafts Statement 
on Automobile Liability Insurance 
Problems for State Legislature 
Distribution to all insurance companies 
writing automobile liability insurance is 
being made in Wisconsin and to Wis- 
consin producers, of copies of the report 
upon automobile liability insurance prob- 
lems prepared for a committee of the 
Wisconsin legislature by the insurance 
industry committee on motor vehicle 

accidents. 

The report points out that the reason 
for difficulties in this field is the ever- 
increasing number of automobiles being 
used in the United States, and the in- 
creasing number of automobile acci- 
dents; it stresses the vital interest of 
the insurance business in all efforts to 
reduce accidents, the safety advertising 
it has sponsored, and the efforts it has 
made to promote’ highway _ safety 
through counselling with policyholders 
and through support of organizations 
set up to promote safe driving. 

The report criticizes the unsatisfied 
judgment fund idea. It holds that such 
funds are inequitable, that to some ex- 
tent insured motorists are required to 
pay the unsatisfied judgment fund costs 
of uninsured motorists, that they are not 
practical unless a high percentage of 
motorists are insured, that they put the 
state into the insurance business, that 
they put inequitable and too great bur- 
dens on insurance companies and _ in- 
surance buyers, and that emphasis on 
unsatisfied judgment funds lessens the 
emphasis on reducing accidents which is 
the real problem. 

Extension of medical payments cov- 
erage was looked upon favorably in the 
report. In commenting upon compulsory 
automobile liability insurance laws the 
report held that the public is better 
served under safety responsibility laws, 
that compulsory automobile liability in- 
surance does not bring relief to all who 
are injured, 

Represented on the committee which 
drafted the report are: American Mu- 
tual Alliance, Association of Casualty & 
Surety Companies, Farmers Insurance 
Group, National Association of Casualty 
& Surety Agents, National Association 
of Independent Insurers, National As- 
sociation of Insurance Agents, National 


NEW YORK CPCU DATES SET 


Reception for New Designees To Be 
Held Sept. 23 Followed by Official 
Conferment Ceremonies October 14 
Charles R. Jamison, Aetna Casualty & 

Surety assistant general manager at 151 

William Street branch, who is president 

of the New York. Chapter of the So- 

ciety of CPCU, announces a reception 
and luncheon for the newly designated 

CPCU’s of this area to be held at the 

Railroad & Machinery Club, 30 Church 

Street, New York, on September 23, at 

12:15 o'clock. 

This luncheon follows a_ traditional 
practice of the New York Society of 
honoring those who have recently com- 
pleted all of the requirements for the 
CPCU designation. This year the New 
York Society is proud of the fact that 
there are 21 new designees within its 
jurisdiction. This constitutes the highest 
passing ratio of any chanter activity 
throughout the country. All new de- 
signees are urged to attend. 

At a recent meeting of the New York 
Society’s program committee, Claude 
Rice, its chairman, announced that offi- 
cial conferment ceremonies will be held 
October 14 at the Biltmore Hotel, New 
York. This luncheon will be jointly 
sponsored with the Hartford Chapter of 
CPCU. Dr. Harry J. Loman, dean of 
the American Institute for Property & 
Liability Underwriters, will make the 
official conferment and Harold Conick, 
general attorney of the Royal- Liverpool 
Insurance Group will be the principal 
speaker. 





Weghorn Committee Chr. in 
Travelers Aid Society Drive 


John C. Weghorn, president of John 
C. Weghorn Agency, Inc., New York, 
has accepted the chairmz anship of the 
general insurance agencies division in 
the 1952 fund raising drive of the 
Travelers Aid Society of New York. 

Mr. W eghorn will encourage industry 
support for the work of Travelers Aid 
which last year furnished vital assist- 
ance to over 121,000 people, lost, 
stranded, and desperate in New York. 
For nearly 50 years the Society has 
been the special friend of the city’s 
travelers in distress. j 

Heavy and increased demands on 
Travelers Aid services during 1952 have 
marked it as the biggest peace-time year 
in its history and nec essitated a 15% in- 
crease over last year’s budget. Mr. Weg- 
horn joins 117 other business leaders in 
New York in helping to raise the 1952 
goal of $406,000. 


Whitehill Has Quick Guide 
To New Automobile Rates 


A useful compendium of the new pri- 
vate automobile premium rates for New 
York State has been prepared by the 
Whitehill Agency, Inc., of 10 Gold Street, 
New York. 

Premiums are _ listed 5eY experience 
groups and in classes 1 2 and 3. Terri- 
tories covered are New York City 1, 
Queens 2, Queens Suburban 3, Nassau 
County 20, Suffolk County 32, West- 
chester County 5 and Westchester 
County 24. 

Rates shown range from $5/$10,000 
to $100/$300,000 for bodily injury lia- 
bility, $5,000 property damage and medi- 
cal payments of $250, $500 and $1,000. 

A section in the Whitehill folder is 
also devoted to general minimum or 
class fire insurance rates, including ex- 
tended coverage and additional extended 
coverage. 

This new rate folder is offered free 
to brokers in the metropolitan New York 
area. 








Association of Insurance Brokers, Na- 
tional Association of Mutual Insurance 
Agents, National Board of Fire Under- 
writers, United States Chamber of Com- 
merce insurance section, Wisconsin As- 
sociation of Insurance Agents, Wiscon- 
sin Association of Mutual Insurance 
Agents, and Wisconsin Mutual Insur- 
ance Alliance. The report also was en- 
dorsed by the Wisconsin State Chamber 
of Commerce. 





General Re. Directors 
Propose Stock Dividend 


SUBJECT TO HOLDERS’ ASSENT 
Would Pay on Datta < of One Share for 
Each Ten; Result Would Be Distribu- 
tion of 50, 000 Out of 350,000 Shares 


Directors of General fo pO 
Corp. on September 9, declared a diyj- 
dend of 40 cents per share on the com- 
mon stock payable September 19, to 
stockholders of record September 15, 
Previous quarterly payments have been 
30 cents per share. The directors also 
voted to recommend to the stockholders 
that the authorized number of shares of 
stock of the corporation be increased 
from 500,000 to 850,000 and, subject to 
favorable action by the stockholders, the 
directors voted to pay on October 24 to 
stockholders of record October 17, a 
stock dividend on the basis of one share 
of new stock for each ten shares of 
stock presently outstanding. 

The payment of the stock dividend will 
result in the distribution to stockholders 
of 50,000 shares out of the 350,000 shares 
which the stockholders have been asked 
to authorize. The remaining 309,000 
shares will be available for corporate 
purposes. 

Comment by Lowry 


In a letter to the stockholders Edward 
G. Lowry, Jr., chairman and chief ex- 
ecutive officer, described the dividend 
actions as constituting “a modest recog- 
nition of a substantially improved cur- 
rent investment income and _ substantial 
past investment income retained in the 
General Reinsurance Group and added 
to surplus during the years 1946 through 
1951.” At the same time, Mr. Lowry 
commented that the action of the di- 
rectors should not lead stockholders “to 
form an unduly optimistic view of the 
immediate underwriting prospects of the 
group.” The letter continued: “While 
liability underwriting results for the first 
six months of 1952 are slightly better 
than for the comparable six-month pe- 
riod last year, compensation underwrit- 
ing results, on the other hand. have 
deteriorated. Underwriting oprofits in 
other lines, including the fire lines, were 
sufficient to offset liability and com- 
pehsation underwriting losses, but no 
more than sufficient. Drastic corrective 
action in the establishment of rates and 
selection of risks has not yet produced 
a solution to this problem and further 
corrective action along these lines must 
be taken and is being taken.” 

Mr. Lowrvy’s letter said that dividends 
distributed by the General Reinsurance 
Group in 1946 when the $1.20 annual 
dividend rate was established repre- 
sented 63.5% of net investment income 
before taxes and 77.7% of net invest- 
ment income after taxes. Dividend dis- 
tribution in 1951 at the same $1.20 an- 
nual rate amounted to 31.1% of net in- 
vestment income before taxes and 44.5% 
of net investment income after deducting 
Federal income taxes. A study of the 
dividend distribution of a group of 30 
leading casualty and fire insurance com- 
panies indicates that these companies 
paid dividends in 1951 averaging 52.2% 
of net investment income before taxes. 
Mr. Lowry added: 

“On the basis of 1952 estimated net in- 
vestment income cash dividend distribu- 
tions at the new $1.60 annual dividend 
rate on 550.000 shares (this number in- 
cludes the 50,000 shares proposed to be 
issued as a stock dividend) would be at 
the rate of approximately 43.2% of the 
group’s estimated net investment in- 
come before taxes and at the rate of 
approximately 64.4% of such estimated 
net investment income after deducting 
Federal income taxes thereon at appli- 
cable rates. The actual 1952 ratio of 
dividends to net investment income will, 
of course, be lower than these figures 
since the higher dividend rate will be 
applicable for only part of the year.’ 

In the following table Mr. Lowry cited 
some factors in the group’s financial 
position at the close of 1946 and 1951 


(Continued on Page 54) 
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IAC Tackles Teen-Age 
Accident Problem 


DISCUSSED FROM ALL ANGLES 


Panel Speakers Urge More High School 
Driver Education; Advertise “It’s 
Smart to Be Safe” 


Pocono Manor, Pa., Sept. 9—A_ panel 
discussion on the “Teen-Age Driver 
Problem” featured the closing session 
here this morning of the IAC’s annual 
meeting under the chairmanship of Rhea 
Hurd, Jr., American- Associated Insur- 
ance ( ‘ompanies, and program vice presi- 
dent of the conference. The panel speak- 
ers, well selected, consisted of a 16-year- 
old Carlisle, Pa., student — Katherine 
Schecter; her father, Professor Ralph 
W. Schecter of Dickinson College in 
Carlisle; the public relations officer of 
the Pennsylvania State Police, Lieuten- 
ant Elmer Faber, and the public edu- 
cation department superintendent in a 
large multiple line insurance group, Paul 
B. Cullen of the Aetna Life Affiliated 
Companies. 

Chairman Hurd set the stage for the 
discussion when he declared that the 
stock casualty companies in 1951 suf- 
fered an underwriting loss of nearly 
$100,000,000. “There is a remedial job to 
be done in all age groups,” he said, 
‘Snsofar as our advertising messages are 
concerned. What the approach to a solu- 
tion of this automobile accident problem 
is, I don’t know. But this panel gives 
definite evidence that the TAC is keenly 
alert to the situation and eager to assist 
in licking it.” 

Miss Schecter Speaks Frankly 

As the first speaker, Miss Schecter 
won over her IAC audience by her 
charm of manner and frankness in dis- 
cussing the driving faults of teen-agers. 
Having taken Carlisle High School’s 
driver training course in her senior year 
and qualified for her license, she strong- 
ly endorsed the effectiveness of such 
training. “I feel that driver training has 
and will continue to play a big role in 
solving your problem,” she said. 

Miss Schecter felt that parents are 
important factors in the picture as chil- 
dren unconsciously acquire both good 
and bad habits from them. “It follows 
that if one’s parents are discourteous 
and careless in the home and on the 
road it will be reflected in the children.” 

In Carlisle an adult driver training 
course is also given and one class is 
devoted to automobile insurance and the 
effect of bad driving on the premium 
rate. The speaker is an insurance man 
in town. Miss Schecter thought that he 
should also give his talk before the teen- 
agers so that they would have a better 
appreciation of the value of insurance 
when car accidents occur. 

In defense of her age group Miss 
Schecter said that not as many acci- 
dents are caused by those between 16 
to 20 years old as in the 20 to 25 year 
group. (This is borne out by loss ex- 
perience statistics.) She further observed 
that the majority of young drivers in 
her section who get involved in acci- 
dents live in the country and come into 
town for dates. She also considered boys 
rather than girls as responsible for a 
greater number of the accidents. 


Lack of Responsibility; Over-Confidence 


In her opinion, young people lack a 
sense of responsibility. They figure that 
the collision or liability insurance which 
they must buy will make them safe from 
trouble. They do not realize that in 
driving a car they are handling a deadly 
weapon. Not only are they show-offs and 
“smart alecs” on the road but they ac- 
quire a feeling of over-confidence, take 
needless chances, joy ride aimlessly into 
the early morning hours, and mix liquor 
with their driving. 

Miss Schecter said it would be a good 
idea to make high school driver training 
courses compulsory—a requisite in ob- 





taining a car license. She also declared 
that the police should clean up places 
that sell liquor to minors. “Kids should 
not be allowed by their parents to go 
to such places,” she emphasized. “Real 
punishment” should be handed out to 
traffic violators—more than just a li- 
cense revocation for 30, 60 or 90 days 
“because after the reckless driver gets 
his license back he is liable to lapse 
back into his old habits.” 


The Psychological Approach 


Viewing the problem from the psy- 
chological angle, Miss Schecter won- 
dered if tests could not be given pros- 
pective drivers to see if thev were really 
ready to operate a car, just like psychol- 
ogists ascertain by tests if six year olds 
are ready to read. She suggested that a 
record be kept of all who take these 
tests and that the state bureau of motor 
vehicles keep track of their driving rec- 
ords, even to the extent of penalizing 
them for violations. 


Puts Emphasis on Home Training 


Miss Schecter was modest about her 
own driving ability but her father told 
the Ad Conference members that, in his 
opinion, she was the best driver in the 
family. “I taught four members of our 
family to drive,” he explained. “But not 
Katherine. She took the high school 
training program.” 

Professor Schecter offered two sug- 
gestions to improve the teen-age drivers’ 
record: (1) better parental supervision 
and (2) a stepped un program of driver 
training education. “Parents should not 
over-indulge their children in their ereat 
love for them,’ he cautioned. “They 
should not show impatience, intolerance 
or discourtesv in the home if thev ex- 
pect their children to act in the proper 
manner outside of the home.” 

He recommended that fire and casn- 
alty companies should invest more in 
page advertising in the national maga- 
zines, featuring safe and sane driving, 
just as some of the life companies fea- 
ture in national advertising prevention 
of sickness and how to live longer. 
He would also take some of the adver- 
tising appropriation money and use it to 
emplov instructors and cars for the 
driver education program. 


Lieutenant Faber’s Ideas 


Lieutenant Elmer Faber, Pennsylvania 
State Police, gave the IAC a preview 
of 1951 accident statistics on young 
drivers, compiled from Pennsylvania mo- 
tor vehicle records by J. E. Smiley, chief 
of research and statistics, Pennsylvania 
bureau of highway safety. This study, 
just completed but not yet published, 
showed that the 19 and under age group 
held 6.49 ‘0 of the nearly four million cz ar 
licenses in that state. “They account,” 
said the speaker, “for 7.5% of the travel, 
estimated at 29% billion miles last year. 
This group was involved in 10.3% of 
the fatal accidents and 10.4% of all acci- 
dents. There were 1,494 fatal accidents, 
resulting in 1,642 deaths. All accidents 
numbered 123,088.” 

In contrast Lieutenant Faber said that 
the 20 through 24 age group held 11.2% 
of the licenses last year, traveled 17.5% 
of the miles, was involved in 21% of the 
fatal accidents and 17.7% of all acci- 
dents. “Of those arrested by the Penn- 
sylvania State Police,” he declared, “the 
19 and under age group was involved in 
6.8% of the violations while the 20 
through 24 years group was involved 
in 21.4%.” 

These statistics have convinced Lieu- 
tenant Faber that the teen-ager’s big 
brother actually gets into more trouble 
on the highway than do the youngsters. 

As to whether teen-agers are a men- 
ace on our highways, he said: “The 
answer to this question is that reckless, 
untrained and inexperienced drivers in 
that age group create a danger, but this 
is equally true of any driver regardless 
of age, who fails to realize and discharge 
his responsibility when he is on the 
highways.” 

The speaker then gave six reasons for 


Increased Usefulness 1952-53 Theme 
Of Ad Conference, Says Pres. Hurd 


Pocono Manor, Pa., Sept. 9—In ac- 
cepting the IAC presidency this morning 
at the business session here which closed 
the Ad Conference’s two-day annual 
meeting, Rhea Hurd, Jr., American- 
Associated Insurance Companies, prom- 
ised that he and his fellow officers would 
push forward with the enlarged program 
of activity started in 1952 by Walter H. 
Riley, American Surety, immediate past 
president. Mr. Hurd indicated that “in- 
creased usefulness” would be IAC’s 1952- 
1953 theme. It is ready and willing to 
accept the challenges put to it at this 
annual meeting by speakers representing 
field organizations. “New horizons loom 
up,” he said. 

As to the auto accident situation, he 
urged that IAC recommend to all casu- 
alty companies a six months’ concentra- 
tion on accident prevention both in their 
advertising and public relations. “The 
impact of such concentration would be 
terrific,” said Mr. Hurd. He was con- 
fident that “the large amount of creative 
talent in our own group, both in the 
company and magazine ranks, could do 
a real job in licking this problem.” 

Push for Perpetuation 


Mr. Hurd further recommended that 
the IAC “push for pernetuation among 
ourselves.” He argued that there are far 
too few young men being trained to 
replace those now in harness in company 
advertising departments. “We hope to 
find some means in the coming vear to 
interest young men in making insurance 
advertising their careers,” he said. 

TAC’s new president indicated his re- 
gard for associate members of the or- 
ganization when he referred to them as 
a vital and useful nart of it. Looking 
ahead, Mr. Hurd said that in addition 
to the enlarged IAC bulletin “we hope 
to issue monthly news letters, and to 
call upon the wealth of talent in our 
membership for assistance in various 
projects. 

“The main thing to keep in mind,” 
he cautioned, “is to avoid frustration. 





teen-age mishehavior—lack of training, 
lack of experience, disregard for rights 
of others, immature iudement, poor 
parental supervision and the poor ex- 
ample set by their elders. He noted that 
the first three of these reasons are not 
peculiar to the teen-age group. “Few 
older drivers have had anv formal car 
driving training. Thev have had com- 
varatively little experience in combat- 
ing today’s traffic problems. A_ short 
drive on any highwav proves that many 
drivers are apparently convinced that 
their license carries with it a 99-year 
lease on the road.” 
It’s Smart to Be Safe 

Lieutenant Faber’s specific suggestion 
to solve the auto accident problem was 
by driver education and emphasis on an 
appeal to pride in advertising. “We all 
like to do the things that we think are 
smart. Convince the teen-agers by what- 
ever measures may prove practicable, 
that it is smart to be safe. Appeal to 
their pride in so doing. Furthermore, by 
good teaching and good example it is 
possible to make the teen-ager a good 
driver so that when he gets to the big 
brother age he can set a better examnle 
for the new crop of teen-age drivers.” 

Paul B. Cullen, whose talk is reviewed 
elsewhere, gave the IAC the benefit of 
results from the Aetna Roadometer_pro- 
gram, particularly i in Greater New York 
where it has been loaned to the board 
of education for a vear. He also showed 
on the screen excerpts from new Aetna 
instruction movies on learning to shift 
and steer, parallel parking, driving in 
heavy city traffic and meeting an emer- 
gency. 


We must not let it stop our progress.” 
_ Sympathy was extended by the IAC to 
Gordon Baxter, London Assurance, who 
recently lost his wife, and memorial 
tribute was paid to the late Edwin C. 
Smith. vice president of the Weekly 
Underwriter Co., who died in the spring. 
This tribute was read by Clark W. 
Smitheman, Insurance Co. of North 
America, pinch-hitting for Alfred E. 
Duncan, Fire Association, who prepared 
it. 

Retiring President Riley’s performance 
in the past year was recognized by Mr. 
Duncan, a past president, who presented 
him with two testimonial certificates 
One poked some good-natured fun at 
him but the other bespoke the ITAC’s 
appreciation for his services. 

Harry Carlier Reports 

In a dual role, Harry V. Carlier, 
Northern Assurance, reported on the 
state of the Ad Conference’s finances 
which, he said, are in a healthy condi- 
tion, and on its membership strength. 
As of September 1 it had 145 members 
—60 in the “A” classification; four life 
members and 81 associate members. New 
members present were introduced. 

Mr. Carlier told about the member- 
ship campaign which will soon get under 
way. Its main feature is a letter, signed 
by IAC’s president, wide will go to the 
chief executives of companies not now 
members of the conference. He hoped 
that present members will send him the 
name of at least one prospect. 

Before the session closed the report 
was read of Robert E. Brown, Tr., Aetna 
Life Affiliated Companies, as IAC ob- 
server in the past vear at meetings of 
the public relations committee of the 
National Board of Fire Underwriters. 
Mr. Brown’s recommendation was that 
“since the conference already is well 
represented on this committee, no sep- 
arate observer be appointed in the fu 
ture.” Instead he recommended that 
some member of the TAC who is serv- 
ing on the National Board’s committee. 
act in this capacity and report to the 
conference. 


Agents Award Competition 
Meets With IAC Favor 


Pocono Manor, Pa., Sept. 8—Follow- 
ing the progress report here today at 
the IAC’s annual meeting on the agents’ 
award competition for excellence in ad- 
vertising and public relations, Norris P. 
Browne, Aetna Insurance Co., responded 
to a number of questions from the floor, 
all indicative of the keen interest among 
those present in the idea. 

Considerable interest was shown in 
the model of the bronze statuette (to be 
awarded to the agent or broker whose 
work is judged to be the best) which 
Mr. Browne brought to the platform. 
The design is the work of an artist 
friend of his in Hartford, and in its 
execution, Mr. Browne explained, three 
or four statuettes will be finished up. 
Some financing of this job will be neces- 
sary and an appeal was made today by 
President Riley that IAC members come 
forward with contributions. An assess- 
ment may be necessary. 

Consensus of opinion among IAC 
members attendine was that this com- 
netition, which will be on a continuing 
basis, will do much to add to IAC’s pres- 
tige. It will further stimulate producer 
interest both in United States and Can- 
ada, in better advertising and public re- 
lations -t the communitv level. 

Mr. Browne’s committee in drawine 
up the agent award contest consisted of 
Clark W. Smitheman, North America 
Group and Wallace L. Clapp, The East- 
ern Underwriter. 
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W. H. Riley Points to 30 Years of 


Progress in Insurance Advertising 


Pocono Manor, Pa., Sept. 8—The 30- 
vear career of the Insurance Advertis- 
ing Conference and the worthwhile con- 
tributions which it has made to the in- 
surance industry during this period, 
were brought to the fore this evening 
here in the presidential renort of Walter 
H. Riley, president of the IAC who 
is advertising manager of the American 
Surety Group. As one of the banquet 
speakers Mr. Riley had a_ blend of 
witty and serious remarks as he pointed 
in particular to the 1951-52 activities 
of the membership, spearheaded by offi- 
cers and executive committeemen whom 
he described as “ambitious and resource- 
ful.” 

Mr. Riley predicted that the incoming 
officers and directors of LAC would do 
an outstanding job in enhancing the use- 
fulness of the conference. He depicted 
the IAC executive committee as “a rest- 
less body, ready and willing to explore 
strange and little known by-paths in the 
insurance advertising field.” And he ex- 
pressed fulsome praise and appreciation 
for the fine spirit of teamwork which 
has characterized his year as president 
of the conference, saving that if that 
fine spirit continues “the TAC will surely 
make steady progress tow: ird realization 
of its objectives 
Milestones of Advertising Development 

Mr. Riley received close attention as 
he reviewed the milestones of insurance 
advertising development over the past 30 
vears. Stressing that it has come a 
long way in that time, he spoke first of 
the “tombstone” type of advertising 
which had been the fashion before the 
1920's among insurance companies. Fol 
lowing this the practice of advertising 
so-called “firsts” developed. “Some com 
panies claimed they were first in_ size, 
some proclaimed that they had the 
largest number of agents or wrote more 
$ some lines of business than any one 
else. The public was not particularly in- 
terested in those claims and, of course, 
agents and brokers already had some of 
advertised,” 


the statistics that were so 
said Mr. Riley. 

The speaker then referred to the ap 
pearance of a new and different type 
of insurance ad, copy for which was 
written in an informal, chatty style not 
previously used. Mr. Riley said he did 
not recall the name of the company that 
ran this ad but added: “It attracted 
wide attention and caused many a 
chuckle among insurance people. One 
thing is certain, the ad manager or the 
executive of the company responsible 
for its preparation was ahead of his 
time in public relations. As I recall the 
copy of this ad it ran something like 
this: 





‘It amuses us to note the many claims of 
ne of our competitors. Some advertise that 
hey lead in financial strength, others in size, 
ency numbers or some other particular 
‘We are making no such claims We are 
not first in anything. But we do want to in 
press one fact upon you We are just a good 
company, one that gives you the kind 





agents, brokers and the public 





enjoy. That is our only message for 


you.’ ” 

Mr. Riley said that this ad was the 
forerunner of a new technique in insur 
“Over the years since 


ance advertising. 
then.” he noted, “insurance advertising 
has improved steadily so that today you 
will find in many consumer and business 
Magazines insurance ads that are so 
cleverly written and illustrated that they 
often make more interesting reading 
matter than the editorial or news articles 
alongside of them. No one can sav ex 
actly how large a part the IAC has 
played in this development, but we do 


know that it will continue its efforts 
in that direction 
“The interesting insurance ads of to- 








Blackstone Studios 
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day seem to reflect a growing aware- 
ness by company top management of 
the importance of ‘telling the insurance 
story’ to the public. 

Cultivating Public Good Will 

“During the past year or two rubber, 
chemical and many manufacturing com- 
who have advertised for many 
vears, have changed their ads to the 
ivpe that tell the public much more 
about their operations, and particularly 
definite instances where they have ren- 
dered some unusual service to. their 
customers. 

“In like manner, insurance ads ap- 
pearing in various publications today 
should be designed to make the public 
more familiar with the insurance prod- 
uct so that there will be a ready ac- 
ceptance of it. This will mark another 
long step along the road to better in- 
surance advertising.” 

Mr. Riley turned his —— to 
TAC’s ambition to be a part of the fast- 
growing fire-casualty insurance industry 
He shares the opinion of other TAC 
members that no organization can hope 
to progress if it lives only for itself. In 
this connection, he remarked that the 
widely known service clubs, such as 
Rotary and Kiwanis, discovered the wis- 
dom of this statement years ago and 
have accordingly planned worthwhile ex- 
tracurricular activities, usually of a 
charit: ible nature, which advertise sich 
clubs in a most favorable manner. The 
speaker continued: 

“There is no doubt that our members 
have always been willing or even anx- 
ious to lend their talents to insurance 
activities in their field, but they have 
had almost no opportunities to do so 
This is largely because the TAC has not 
been well known. When I sav ‘well- 
known’ T mean so widely known for ad- 
vertisine skills that the various organiza- 
the insurance industry would 
think TAC immediately when consid- 
ering any plan involving advertising. 
nublicitv or public relations. That would 
be the type of recognition which should 
be due naturally to an organization 
such as ours. 

The Agents Annual Awards Plan 

“One of the most promising of our 
new activities designed to bring about 
this objective is the TAC Agents Annual 
Awards Plan. This was announced in 
the insurance press some months’ ago 
and subsequently brought to the atten- 
tion of agents and their organizations 


panies, 


tions of 
f 
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countrywide. The committee in charge 
of this plan has worked hard, as you 
probably concluded after hearing the 
report of its enthusiastic chairman, Nor- 
ris P. Browne, of Aetna Insurance Co. 
It is a continuing project and one that 
should benefit the entire industry more 
and more each year. 

“Another improvement has been our 
re-vitalized bulletin. With its new and 
strong editorial board, its new field cor- 
respondents and its new format, the bul- 
letin should prove a greater help in 
keeping our members better informed 
and more active in IAC. There are 
plans under consideration to expand its 
circulation a bit so that conference ac- 
tivities will come to the attention of 
more segments of the insurance indus- 
try. In improving the bulletin, we of 
course had to keep in mind our modest 
financial resources. 

“There are several matters awaiting 
action by the executive committee, one 
of which is a resolution, approved at our 
spring meeting, designed to develop 
more information for our members about 
agents’ desires and preferences as to 
advertising. 

“Exchange of information among our 
members has been found helpful in some 
instances and is an activity that we 
should encourage. One of our members 
has suggested a plan to the executive 
committee to collate detailed informa- 
tion on the operating organization in 
the advertising, publicity and public re- 
lations departments of companies repre- 


sented in the IAC. Other ideas are <i 
ing explored which may result in better 
and more permanent publicity for the 
conference.” 


More Frank Discussion at Meetings 


The speakers then pointed out that 
one of the problems facing the IAC for 
some time, has been how to induce 
members to participate in the discus- 
sions at meetings with greater frank- 
ness. One suggestion is that we have 
sessions for “A” members only, he said, 
“On this idea our members divide into 
two general groups. The first maintains 
that the probability of being quoted in 
the insurance press puts an_ effective 
damper on really frank discussion. The 
other group replies that this danger can 
be avoided by requesting the press not 
to quote. But then there is always the 
possibility that some press representa- 
tives may come in after the request has 
been made, and so would innocently 
publish remarks that were not to be 
quoted. 

“Personally I would like to see the 
press representatives present at all meet- 
ings, as there is no doubt that they 
make valuable contributions to the dis- 
cussions.” 

In closing his report Mr. Riley ex- 
pressed the hope that all members will 
feel free to offer suggestions or ideas 
to IAC officers or executive committee- 
men at any time. “There is no need,” 
he said, “to await the next annual or 
spring meeting.” 


Cullen Says Trained Young Drivers 
Offer Best Hope for Traffic Safety 


Paul B. Cullen, superintendent, public 
education department, Aetna 
& Surety Co., taking part in the youth- 
ful driver forum at the meeting of the 
Insurance Advertising Conference at 
Pocono Manor, Pa., September 9, said 
there is not so much the problem of 
the vouthful driver but the tact is that 
“the youthful driver offers our best and 
brightest hope for future traffic safety.’ 

However, he said, since the advent 
of the automobile “we have killed and 
injured more than 32,000,000 peonle, a 
total which exceeds the combined popu- 
lations of the states of New York, Texas, 
Massachusetts and Wisconsin; and it is 
a lamentable fact that youthful drivers 
have more than accounted for their 
share of this carnage. 


Casualty 


Considers Rate Structure 


“In support of this, let us look for 
just a second at our present automobile 
rate structure. Doctors, traveling sales- 
men and others who use their cars day 
in and day out for business pay the 
so-called ‘average’ rate, namely 100% 
These families who do not use their cars 
for business, and in which no drivers 
are under 25, pay 70% of average; while 
those families with drivers under 25 pay 
115% of ‘average’. Automobile under- 
writers in general feel that even this 
differential is not adequate and point to 
it as one of the factors that caused 
the stock companies a loss of more 
than one hundred million dollars in 1951. 

“But, and it is a big ‘but’, I do not 
think we are going to get anywhere 
by heaping coals of fire upon the heads 
Harsh words 


of our youthful drivers. 
like ‘teenicide’, and scare articles in 
national magazines about breakneck 


races, and games of ‘chicken’ in which 
drivers hurtle at each other at 60 m.p.h 
in an effort to see who will be the first 
to lose his nerve and turn off do not, 
in mv estimation, do justice to the aver- 
age boy and girl. and to his very sin- 
cere desire to become a_ good, safe 
driver. 

“So, it seems to me, our task is not 
to keep up a continuous drumfire of 
publicity about youth’s poor driving rec- 





B, CULLEN 


PAUL 


ord; it is not to anger and to alienate— 
it is to educate.” 

Mr. Cullen said that h’s own company 
believes very strongly in this principle 
and since 1940 has been producing mo- 
tion pictures and now has made and 
released a number of films, now main- 
taining throughout the country 50 “cir- 
culating libraries” of prints. It now has 
21 current films covering highway and 
home safety, fire and crime prevention, 
industrial safety and related topics. 

He also described the Aetna Road- 
ometer. In this machine, a film taken 
from a moving car is projected upon 
the screen and the person taking the 
test uses steering wheel, accelerator, 
brake, horn and directional signal as he 
would in ordinary driving. A_ printed 
score card at the end of the test rates 
his “safety quotient.” This machine came 
to the attention of the New York Cit) 


(Continued on Page 46) 
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Busy Careers of New Officers of 


Insurance Advertising Conference 


Pocono Manor, Pa., September 9— 
Closing feature of the annual meeting 
here of the Insurance Advertising Con- 
ference was the election of officers and 
new executive committeemen for the 


coming year. In an appropriate cere- 
mony retiring President Walter H. 
Riley, American Surety, turned the 
-_ over to his successor, Rhea Hurd, 


ikea, American-Associated Insurance Com- 
panies of St. Louis, who as program 
vice president of IAC during the past 
year has donc an outstanding job. 

“Mr. Hurd, one of the Ad Conference's 
most active members, has had 18 years 
of experience in advertising, sales pro- 
motion and public relations, the past 12 
of which have been directly connected 
with insurance. He has written articles 
on insurance advertising; has made 
agency convention talks on the subject, 
and has served as instructor at several 
advanced agency management schools. 





Mr. Hurd’s election met with popular 
favor at this meeting, and it is expected 
that the IAC will 


further enhance its 


IRVING D. BOTHWELL 


reputation as an alert, virile organization 
under his leadership. 


Bothwell Gets Recognition 


Irving D. Bothwell, Commercial Union- 
Ocean Group, who has served during the 
past year as a member of the IAC ex- 
ecutive committee, and who has given 
many years to the conference, is the 
well deserved choice for vice president 
of the TAC. 

Mr. Bothwell’s entire business career 
has been in the advertising and printing 
field. He served his printing apprentice- 
ship in the De Vinne Press of New 
York, of which he became treasurer in 
1919. Later he became secretary-treas- 
urer and plant manager of James F. 
Newcomb & * direct mail advertising 
agency, New York City. 

In January, 1938, Mr. Bothwell joined 
the Commercial Union-Ocean Group as 
superintendent of printing and advertis- 
ing which position he has occupied ever 
since. He plans and prepares all of the 
sales material and advertising put out 
by this group. Since 1938 he has been 
a member of the IAC. 

During World War II Mr. Bothwell 
served on the War Production Board in 
Washington, D. C., in the printing and 
publicity division. 

Born and educated in Brooklyn, N. Y., 
he has resided in Montclair, N. Je Or 
over 30 years. In that town Mr. Both- 
Well is a trustee of the Mid-Park Neigh- 


also oO 








RHEA HURD, JR. 


borhood Council and prominent in the 
Montclair Glee Club of which he has 
been a member for over 30 years. He 
served as its president for two terms 
and is now on the board of trustees 

H. V. Carlier, Northern Assurance, re- 
elected as secretary-treasurer of the 
conterence, has been an IAC member 
since 1925 which almost makes him a 
charter member. His contributions to its 
progress have been substantial and par- 
ticularly in the past year during which 
he has been membership chairman. He 
will continue this activity. 

Mr. Carlier’s early training was along 


CARLIER 


HARRY V. 


then journalism, fol- 
specialized in mer- 
chandising and advertising with large 
industrial organizations. His insurance 
career began in 1924 with the old Na- 
tional Liberty and, in 1929, when that 
company became one of a large group, 
he joined the Northern Assurance. He 
was promoted in 1937 to be assistant 
secretary. 

In the succeeding 
has demonstrated his ability to handle 
a many-sided executive job with the 
company. He serves as supervisor of its 
advertising service department, is the 


engineering lines, 
lowing which he 


years Mr. Carlier 
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Functions of EUA Are 
Outlined by F. W. Doremus 


At the luncheon held by 
the Insurance Advertising Conference 
at Pocono Manor Inn on_ Septem- 
ber 8, Manager Frederick W. Doremus 
of the Eastern Underwriters 
briefly outlined the 
organization, stressing 
advisory feature of its 
research committee activity and _ the 
various studies being conducted in the 
interest of the members. 

He also described in some 
public relations work of the EUA, and 
the contributions made by the fieldmen 
of member companies in support of the 


session 


Association 
functions of that 
particularly the 


program of the National Board of Fire 
Underwriters. 
Manager Doremus reviewed the cur- 


rent research by a special committee of 
EUA in the development of 
treatment of business interruption insur- 
ance for the average merchant in the 
smaller communities. 

In closing he submitted the proposi- 
tion that regional organizations like the 
EUA do not suggest a sales approach 
to any of the problems under consid- 
eration. However, in) many 
they attempt to supply the factual data 
upon which the advertising and sales 
promotion departments of member com- 
panies can develop their own material 
for agents’ use in the field 


Elizabeth DeCesari 


rating methods, 


detail the 


simplified 


instances 


Fred Bright Tells the [AC 
About TV Commercials 


Pocono Manor, Pa., Sept. 7—A goodly 
number of [AC members were on hand 
here this evening for the get-together 
president’s reception and the presenta- 
tion by Frederick W. Bright of Trans 
film, New York, on “Preparing T\ 
Commercials.” 

Mr. Bright has a background of some 
18 years in the insurance advertising 
and public relations field. He was with 
the Aetna Casualty & Surety for 15 
years and for three years with the 
Metropolitan Life. Most of his time 
with both companies was concerned with 
motion pictures and other types of visual 
aids. 

In making his TV presentation Mr 
Bright was joined by Paul deFur who 
heads Transfilm’s television planning de 
partment and for several vears was with 
the J. Walter Thompson Co. 

In view of the recent interest in tele 
vision on the part of several insurance 
companies they both felt that [AC mem 
bers would be interested in learning 
about the techniques that are currently 
available for commercials. For this rea 
son Mr. Bright gave a broad background 
of the TV commercial’s function and 
how it should be used most effectivels 
This was followed by the screening oi 
a score or more of commercials utilizing 
different techniques, including Dutch 
color films that just arrived from Holland 


Tells Ad Men 


Business Needs to Be Dramatized 


Elizabeth F. DeCesari, Wilkins Agen- 
cy, Woodbury, N. J., Region 1 director 
of the National Association of Insurance 
Women, was first speaker at the opening 
business session of the Insurance Adver- 
tising Conference at Pocono Manor Inn, 
Pa., September 8. Her subject was “In- 
surance Women and the IAC.” 

Miss DeCesari spoke first of the aims 
and objectives of the NATW, and then 
of experience within her own agency. 
“Advertising material which has proven 
of greatest significance,” she said, “has 
been the type that will fit into an en- 
velope and not add materially to the 
weight when mailed with other 
spondence. 

“The very fine folder ‘Here are the 
Reasons your Automobile’ Insurance 
Costs More’ accompanies each automo- 
bile expiration notice and we have yet 
to have anyone question the ‘why’ of 
increased premiums after receiving this 
copy. A short form of household inven- 
tory has proven valuable in solicitation 
in helping assureds determine the proper 
amount of coverage needed. 


Liability Folder Aids 


corre- 


“The comprehensive personal liability 
folder, with attached application, has 
aided materially in selling policies for 


our office. 

“When the additional extended cover- 
age contract was offered, one of our 
companies supplied an instructive folder 
with attached card to be filled out and 
returned. While we did not have a large 
percentage returned, at least all of our 
assureds were advised of the coverage. 

“Another of our companies has made 
available a small tab calling attention to 
an endorsement and the importance of 
attaching it to the policy. This is always 





purchas- 
depart- 


Northern's personnel manager, 
ing agent, printing and supply 


ment supervisor. In addition, he is in 
charge of real estate. 
Mrs. Margaret C. Ellson, Fire Asso- 


who continues as IAC executive 
secretary, received a vote of thanks this 
morning for her cheerful ane willing 
handling of the many duties of her of- 
fice. 


ciation, 


used when mailing an endorsement to an 
assured. 

‘A group of advertising executives 
need not be reminded of the importance 
of keeping an agency name before the 
public. We do, however, express our 


appreciation for the blotters, note books, 
pads, calendars and the like, which you 
make possible. These items are useful 
and, mailed or given to assureds, arc 
daily reminders of the agency 
Best Ad Is Fieldman 
“You have been listening to how some 
of your company advertising material 
is used to advantage in our particular 
agency. May I now call to your atten 


tion that a company’s best advertisement 
in an agent's office is its fieldman. To 
those in the office he is the company ! 
Properly trained, he is the one who 
creates good-will and builds up the com- 
pany business in that agency by his 
service. By the same token, the agent 
is the company to the assured and those 
who are agents, or we who work in the 
oftice, need to remember this. 


“Companies keep their name_ before 
agents by advertising in the insurance 
trade journals which agents read, but 


the trend toward advertising in the mag- 
azines read by the pul blic is an ex 
tremely important one. Articles, such as 


the one recently published in the Read 
er’s Digest, have great value. A num 
ber of assureds have questioned our 
agency about some of the pertinent 
facts revealed to them by this par 
ticular article. 


“Agents, and their employes, have the 
advantage of trade journals, classes in 
insurance, agents’, state and national 
meetings to acquaint themselves and 
keep abreast of changes and advance 
ments in the insurance business. We 
are becoming increasingly aware that 
through advertising the public is also 
being educated. 


Layman Should Read Sample 


“Statewide or nationwide articles con 
cerning rate increases, change in cov 
erages or other important information 
released simultaneously in newspapers or 
magazines is of great help to agents. 

(Continued on Page 46) 
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Ad Conference Marks New Development 


(Continued 


cooperation to the IAC and to talk 
about their activities. 

As the first speaker, Elizabeth F. De 
Woodbury, N. 
director of the National Association of 
Women, told her JAC 
100 that “the ground work 


today to 


Cesari of J., Region 1 


Insurance audi- 
over 

laid 
organizations.” 

She stressed that the recognition 
which IAC is giving to her association 
is bound to prove profitable to both the 
organized insurance women of the coun- 
try and to the ad conference. Among 
the suggestions she offered was the well 
received idea of getting layman reaction 
to company advertising material for field 
use before it is printed. Her talk (re- 
viewed elsewhere) made a hit. Mr. Hurd, 
in congratulating Miss De Cesari made 
her a member of the IAC Headliners’ 
Club. She received an appropriate gift 
as did other speakers at the session in 
keeping with the ad conference’s estab- 
lished practice. 


ence of 


is being bring together 


our two 


Down Is Second Speaker 


The second speaker, John V. Down, 
president of the Underwriters Associa- 
tion of the Middle Department, who is 


Phoenix-Connecticut 
Group in Pennsylvania, offered a num- 
ber of suggestions for increased IAC 
activity among fieldmen which are enu- 
merated in the review of his address on 
another page. 

Creating particular interest here was 
his organization’s work last summer 
with the Boy Scouts at Camp Delmont, 
Pa., helping them to pass their merit 
badge requirements on fire prevention. 
Mr. Down urged that the ad conference 
help to organize similar Boy Scout edu- 
cational programs in other parts of the 
country. 

Another of his suggestions which will 
be given thoughtful consideration is that 
IAC should establish and maintain liaison 
with fire and casualty field clubs. 


state agent of the 


Doremus Speaks at Luncheon 

From Frederick W. Doremus, secre- 
tary-manager, Eastern Underwriters As- 
sociation, who was the luncheon speaker, 
the IAC received this assurance: “You 
are now applying yourselves to the 
broad principles of our business; you 
are alive and going places.” 

Mr. Doremus (whose talk is high- 
spotted elsewhere) urged that the ad 
conference assist the EUA in populariz- 
ing the use of a $50 deductible for wind- 
storm insur ince coverage. Said Mr. 
Doremus: “This deductible is a must. 
Our companies are now adjusting more 
windstorm claims than fire insurance 
claims. 

“We cannot 
small maintenance 


continue to pay these 
claims without rais- 
ing the windstorm premium rates and 
this we do not want to do. We would 
rather introduce the $50 deductible at a 
lower premium and give assureds the 
choice of buying it or a full coverage 
windstorm policy. Education is needed 
and you can help.” 

The EUA’s current effort to increase 
the sale of business interruption insur- 
ance among small merchants is another 


project, in Mr. Doremus’ opinion, on 
which the IAC can do effective work. 
A survey among 1,800 fieldmen, he said, 


indicated that simplification and broad- 
enin g of business interruption forms are 
necessary. 

It was also proposed that the name of 
the coverage be changed to one with 
sales appeal and which would more cor- 
rectly describe the insurance. More pub- 
lic education and company advertising is 
also needed, the speaker declared, and 
he hoped that the IAC would lend a 
hand. 

Browne Reports on Annual Award 
session, 


out a_ profitable 


Rounding 


from 


Page 1) 


Norris P. Browne gave a progress re- 
port on IAC’s annu ul award competition 
for agents and brokers in the United 
States and Canada who have excelled 
in the use of advertising. 

“Since mid-July,” said Mr. Browne, 
“Wwe have distributed 6,500 copies of our 
broadside announcing details of this 
competition and the entry blanks to 
executive secretaries of state associa- 
tions and to local insurance boards in 
Florida, Idaho and Washington. This 
distribution is in addition to fulfilling 
of individual requests from agents and 
brokers from all parts of the country.” 

Mr. Browne said that there are enough 
entries already in to insure the success 
of this first annual award contest. It is 
the first of a continuing series and as 
such will gain in interest among agents 
and brokers in the years to come. 

A total of six awards, he explained, 
will be presented based on the excellence 
of advertising and public relations of 
agents or brokers in five premium in- 
come classifications. 

Will Receive Statuette 

The individual producer doing the best 
job in the opinion of a committee of 
judges will annually receive a bronze 
statuette. He and five other agents or 


brokers will be invited to attend the 
IAC meeting next March to receive 
their awards. 


purpose of the award com- 
petition, he stressed, was to stimulate 
nationwide interest among agents and 
brokers in improving the quality of their 
individual advertising and public rela- 
tions. 
McClain’s Banquet Address 

At the annual banquet this evening 
Harry F. McClain, secretary-manager, 
Indiana Association of Insurance Agents, 
spoke on how the IAC and the mana- 
f associations can 


Primarv 


gers of state agents’ 

work together for their mutual advan- 

tage. : 
His presence at the meeting was fur- 


ther evidence of IAC’s desire to cement 
friendly relationships with the men and 
women on the production firing line. 
Mr. McClain struck a responsive chord 
with many company advertising mana- 
gers when he appealed to them to gear 
their magazine advertisements to the 
agent and to play up his importance in 





Elizabeth De Cesari Speech 


(Continued from Page 45) 


might be some merit in the 
thought of having a layman read a 
sample of advertising material before 
it goes to the press to see his reaction 
and questioning. The wording should 
be kept very simple and in language un- 
dersti andable to the average assured. 
“After advertising material has been 
prepared it should be used to prove 
its worth. One of the methods in which 
agencies may be kept informed of mate- 


There 


rial available is to have it listed on 
the requisition form—this is of par- 
ticular value to the new agent, who has 
not had the advantage of seeing the 
material when it was originally pub- 
lished. 


“The old Chinese proverb ‘One picture 
is worth a thousand words’ is still true. 
Pictures tell quickly and at a glance 
and drive home lessons that no amount 
of words could get over. One of the 
finest pieces of advertising I have seen 
in recent months has been the ad of a 
large department store in a Philadelphia 
newspaper. It is a full-page ad—a pic- 
ture tells the entire storv—at times 
the only written words are the name of 
the store. It is eye-appealing, striking 
and not easily forgotten and I am cer- 


tain, draws customers to that particular 
store. Dramatization is needed in our 
business too.” 





his own community. The American 
Agency System still carries great influ- 
ence and companies, in Mr. McClain’s 
opinion, still depend upon agents for 
business. Therefore, he thought IAC 
members should keep the agent upper- 
most in mind and “make every effort 
to sell him on the importance of your 
organization.” He further urged that ad 
copy and leaflet material should be tested 
in the field before going into general 
distribution. 

Mr. McClain was glad of the oppor- 
tunity to tell about activities of the In- 
diana Association of Insurance Agents. 
Its motivating principle is to get its 
member agents to work as a team on 
worthy projects, one of which is a co- 
operative safety campaign with 30 local 
boards participating. “They have pledged 
themselves to spend a maximum of 
$80.000,” he said. 

Because not all agents are doers “on 
their own” and usually will wait for 
some fieldman to come along and help 
them stir up business, Mr. McClain is 
trying in Indiana to stimulate individual 
initiative both in business-getting and 
association activity. “We tell our mem- 
bers they must justify their commission,” 
he said. “We have divided the state into 
12 regional districts and 60 local boards. 
We urge our members to work har- 
moniously with their companies and the 


company organizations, and that they 
are doing.” 

Mr. McClain further said: “We do 
not subscribe to the theory that the 


agents and the companies are always at 
opposite poles in their thinking. Our 
destiny and our problems are inseparable 
with those of the companies. So let’s 
adopt a policy of friendly cooperation 
with each other, and if we have differ- 
ences, work them out without friction. 
pecific Projects 

The speaker then told about the In- 
diana Association’s program this year 
and the facilities it maintains for its 
members. First, it works closely with 
the State Insurance Department (Mr. 
McClain is former Insurance Commis- 
sioner of that state): it conducts an 
insurance placement bureau; carries on 


Cullen on Young Drivers 


(Continued from Page 44) 





3oard of Education which asked permis- 
sion to install it in one of its schools 
and evaluate it as a teaching aid. 

The company then decided this inves- 
tigation should be pursued further and 
it produced a 15-place Roadometer which 
is called the Drivotrainer to lend it to 
the New York Board of Education 
without cost for a period of one year. 
The Drivotrainer is scheduled to be in- 
stalled in the Brooklyn High School of 
Automotive Trades later this month and 
a series of extensive tests will be con- 
ducted by the board’s bureau of educa- 
tional research. 

Drills Student Without Danger 

Mr. Cullen said that the Drivotrainer 
affords a way of drilling students, with- 
out danger, in meeting emergency situa- 
tions and allows them to be faced 
with a variety of situations which they 


would meet in their normal training 
behind the wheel. 
“Probably,” he said, “it will never 


entirely repl: wce actual behind-the-wheel 
experience but one of the purposes of 
the New York evaluation is to see how 
much behind-the-wheel training can be 
reduced, when combined with Drivo- 
trainer instruction, to permit the student 


to pass his driver licensing examina- 
tion. 
“We've deliberately taken a chance 


the development of the 
We feel we owe an ob- 
the insurance 


on financing 
Drivotrainer. 
ligation to the public, to 


industry and ourselves to try to do 
something about the mounting traffic 
toll and the grave situation faced by 


our automobile departments. We think 
training the youthful driver is the surest 
answer and that the Drivotrainer has an 
important role to play in that field.” 





a joint advertising program wich ame agents 
as signi itories rather than companies be- 
cause “the agent is the company to the 
people in Indiana...” 

Mr. McClain also stressed his organi- 
zation’s vital concern about safety jn 
the home, business and on the roads 
“We determined to do something about 
the problem last March. A full- time 
safety director was employed and he 
has done a fine job, working with the 
local boards. school and_ public officials, 
The agents of Indiana have responded 
enthusiastically to the aims of this pro- 
gram. They realize there is nothing that 
will help them more than good citizen- 
ship and community betterment. 

Mr. McClain closed with a word of 
caution about collections, a problem 
which needs close watching in his opin- 


ion. “We are tightening up on collections 
in Indiana. Pass the word along.” 
The president’s annual report, pre- 


sented by Mr. Riley at the banquet, is 
reviewed elsewhere. 





Hurd Pays Recognition 

Recognition was given by Program 
Chairman Hurd on Monday at IAC’s an- 
nual meeting at Pocono Manor to Wil- 
liam H. Doty, sales promotion and ad- 
vertising manager, The Spectator, for 
the enlarged Ad Conference bulletin (of 
which he is editor) and the fine looking 
official program for this meeting. 


Down on Field Clubs 


(Continued from Page 38) 
5 


kers Association of Philadelphia and Su- 
burbs, the Philadelphia Loss Conterence 
and the Underwriters Club of Philadel- 
phia for the purpose of setting up the 
machinery to activate, in the event of 
another catastrophe, the plan recom- 
mended by the National Board of Fire 
Underwriters. 

“A catastrophe is any disaster—fire, 
windstorm, explosion, earthquake, and 
so forth, involving the capital stock fire 
insurance companies in losses estimated 
at $1,000,000 or over. 

“While this plan is broad in scope and 
sets forth what will be expected of the 
divisions of the 


various insurance in- 
dustry, the fieldmen will undoubtedly 
play a leading role. 

“They will be called upon to furnish 


the individual agents with a — ot 
catastrophe loss notices and a generous 
supply of advice for organizing the local 
agents’ association in forming catas- 
trophe committees in order that 
they may efficiently handle the increase 
in detail work. They will also assist the 
adjusters in obtaining additional office 
space, telephone facilities and clerical 
help. 

“The public relations of the individual 
fieldmen and the field clubs are many 
and varied. 

“In the educational efforts, the field 
clubs have sponsored courses to increase 
the knowledge in the business and in 
some instances have arranged for schol- 
arships. 

“Fieldmen are also identified with the 
planning committees which produce pro- 
grams for educational conferences. 
have had the pleasure of being inter- 
ested in that capacity in the educational 
conferences held for the past five years 
at State College, Pa., which were spon- 
sored by the Pennsylvania Association 
of Insurance Agents, the field clubs, the 
Casualty and Surety Association and the 
Insurance f Pittsburgh and 


loss 


Clubs — of 
Philadelphia. 

“Our association with the agents’ as- 
sociations has been long and pleasant and 
we assist them whenever we can by get- 
ting agents to join their associat 
The fieldmen are always interested 1 
getting agents together in a city, via 
or district to form a local board. These 
local boards are beneficial for the reason 
that agents learn to work and cooperate 
with each other to the betterment 0 
the business.” 
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Introducing GUARDIAN’S 











‘LINE of protection... 


ee ee 








NEW PARTICIPATING 








A COMPLETE 
AND MODERN LINE! 


COMMERCIAL! 


A broad selection of policies with benefits 
created to fit the specific needs of each appli- 
cant. Benefits include: Lifetime Accident— 
50 months insured’s occupation, thereafter 
any reasonably gainful occupation. Partial 
Disability paying 50% up to a full year. Dis- 
memberment, with optional single sum pay- 
ment as the minimum benefit. Double 
Indemnity for common carrier accidents (in- 
cluding non-scheduled air flights). Non- 
Confining Health policies. Blanket Medical 
Expense. Broad Surgical Schedules. 


NONCANCELLABLE! 


Choice of One Year, Two Year or Ten Year 
Health Plans; Lifetime Accident on all. Non- 
aggregate. Features include: Total disability, 
60 months insured’s occupation, thereafter 
any reasonably gainful occupation. House- 
Confinement not required. Optional: Princi- 
pal Sum, 100-Day Hospital or Nurse Benefits, 
Surgical Schedules with $100 to $300 limits. 
GUARANTEED RENEWABLE TO AGE 65! 


HOSPITAL PLANS! 


Individual or family plans paying fixed daily 
benefit up to 100 Days in Hospital or Nurse 
in Home. 10-day maternity benefit. Miscel- 
laneous Hospital Expensés up to 15 times the 
single daily benefit. Optional Surgical Sched- 
ules--$150 or $300 limit—in or out-of- 
hospital coverage. In-hospital Medical 
Expense if no surgery. 


POLICIES 


WITH THESE BIG 
SELLING ADVANTAGES! 
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ACCIDENT AND HEALTH 


ANNUAL DIVIDENDS! 


x INCREASED BENEFITS! 


Benefits increase 10% for annual pre- 
mium; 5% for semi-annual. 


NO INCREASE IN RENEWAL PRE- 
MIUMS AT OLDER AGES! 

NO REDUCTION IN BENEFITS AT 
OLDER AGES! 

WORLDWIDE COVERAGE! 

ALL PASSENGER AIR TRAVEL 
COVERED! 

FLEXIBLE SCHEDULE-TYPE 
POLICIES! 

BROAD INSURING CLAUSE! 

LIBERAL DEFINITION OF TOTAL 
DISABILITY! 

BUSINESS-BUILDING SALES KIT! 


Complete and comprehensive. Slips into 
a pocket. Contains explanation of all 
coverages plus competitive advantages of 
Guardian’s benefits. Includes rate card 
and classification of risks, proposal forms, 
miniature policies, applications. 


and VESTED COMMISSIONS 
PLUS PERSISTENCY COMPEN- 
SATION! 


A MUTUAL COMPANY 


THE GUARDIAN Life Insurance Company OF AMERICA 


50 Union Square, New York 3, N. Y. 


BROKERS - — SEE YOUR NEAREST GUARDIAN AGENCY 

















»..or write directly to our Home Office. 
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Guardian Life Enters Participating 
Accident & Health Insurance Field 


Issues Variety of Personal A. & H. Contracts, Both Commer- 
cial and Guaranteed Renewable; Parker, Thompson, 


Harwood and Walter Head Co.’s New A. & H. Dept. 


The Guardian Life of America will 


start to issue participating accident and 
health insurance policies on Septem- 
ber 15 

The 92-year old life insurance com- 
pany, which passed the  billion-in-force 
mark this May, is offering a_ broad 
variety of personal accident and health 
contracts, both commercial and guar- 
Individual and family 


anteed renewable. 





A filiated Photo—Conway 
GERALD S. PARKER 


hospital expense policies will be added 
to the line before the end of the year 
Coupled with the total and permanent 
disability protection that has been avail- 
able with the company’s life insurance 
policies since 1916, the new program will 


thle Guardian producers to create a 





program of disability protection individ- 
ually fitted to the needs—and desires 
of each prospect 

President James A McLain explained 
hat there are four commercial contracts 
in ei new line, four of them schedule 
type policies. One, the preferred acci- 
dent oo salbey: provides monthly income 
for lite in event of total disability re- 
sulting from accident. Optional benefits 
that may be added to this contract in- 
clude a partial disability provision that 
pavs a 50% benefit for as long as 12 
months, principal sum, blanket medical 
expense, and a double indemnity provi- 
sion which doubles loss of time and life 
1 accidents on land, sea or 


benefits for 
air common carriers, scheduled or non- 





scheduled 
Intended for Housewives and Children 


\ second policy has for its basic bene- 
fit blanket medical expense in event of 
accident, and is intended primarily for 
housewives and children. A schedule of 
cash payments for fractures is included 
at no extra cost. Optional benefits for 


this contract include principal sum and 
double indemnity. 

The preferred health policy will pro- 
vide an income for as long as two years 


in event of total disability resulting 
from sickness. House confinement is not 
required. Optional provisions include a 
daily hospital or nurse benefit, miscel- 
laneous hospital expense coverage and a 
broad surgical fees schedule. This policy 
is sold as a unit with the preferred 
accident policy. 

The fourth policy, also sold as a unit 
with the preferred accident, provides 
monthly income for one year for house- 
confining sickness—50% benefit if the 
total disability is not house-confining. 
Optional benefits are the same as for 
the pre gear health. 

There are three guaranteed renewable 
policies, all providing lifetime indemnity 
for total disability due to accident. Sick- 
ness benefits run for one, two or ten 
years, depending on the contract se- 
lected; house confinement is not” re- 
quired, Optional benefits include. prin- 
gy sum. daily hospital or nurse bene- 
fit (for 100 days) and a schedule of sur- 
gical fees. The right to renew is guar- 
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be increased 10% if premiums are paid 
annually, 5% if paid semi-annually. All 
passenger air travel, scheduled or non- 
scheduled carriers, will be covered, ex- 
cept in military or experimental aircraft. 
The policies are free of territorial limi- 
tations and benefits will not be pro- 
rated because of change in occupation. 
Provide Broad Insuring Clauses 

All policies provide a broad insuring 
clause, and a liberal definition of total 
disability. Commercial accident policies 
pay for 50 months, non-cancellable poli- 
anteed to the policy anniversary nearest cies 60 months, iy: the insured can per- 
the insured’s age 65. form no duty of his regular occupation. 

All of the contracts, both commercial Thereafter, both commercial and non- 
and guaranteed renewable, contain many cancellable policies pay if the insured 
attractive features. There is provision Cannot engage im any reasonably gain- 


for annual dividends, and benefits will (Continued on Page 49) 
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H. & A. Conference 
Prints Hospital Survey 


HODDER IS COMMITTEE HEAp 

Individual Hespital Policies Show Im. 

provements; Majority Written With. 
out Specifically Allocating Benefits 

Individual hospital insurance policies 
have shown a remarkable improvement 
in benefits and policy provisions during 
the last four years, according to the 
1951 survey of individual and family 
group hospital insurance coverage con- 
ducted by the hospital insurance com- 
mittee of the Health & Accident Un- 
derwriters Conference. The — survey 
covers the “best selling” hospital Doliey 
of 101 conference companies. It also 
compares present policies with a similar 
survey conducted by the hospital insur- 
ance committee in 1948, and with such 
other information as was available from 
hospital policics issued in 1940. 

In addition to supplying the statistical 
information requested, D. R. Hodder, 
assistant secretary, policy development, 
Woodmen Accident Co., chairman of the 
hospital insurance committee, asked the 
participating companies to. state their 
opinions as to the future of the indi- 
vidual and family group hospital insur- 
ance business. 

Inflation Causes High Loss Ratio 

Mr. Hodder revorts that it was com- 
monly agreed that inflation is the chief 
cause of high less ratios. It was also 
universaly felt that increased utiliza- 
tion of hospital facilities and the more 
expensive medica’ care treatments have 
an important bearing on the general 
problem. 

“Some insurers fear that the svstem 
of providing unallocated expense bene- 
fits will necessarily become too costly 
to keep hospital insurance premiums 
within reasonable limits. Most, however, 
apparently do not subscribe to this view, 
for the great majority of policies are 
nresently being written without specific- 
ally allocating such benefits. There is 
a belief in some quarters that the de- 
mand for broader protection is of great- 
er immediate concern, In addition, there 
is a possibility that the experimenta- 
tion in the so-called ‘major medical ex- 
pense’ field mav provide an_ eventual 
answer, in that there may be a move to 
use a coinsurance provision as a_ pro- 
tective device against rising costs and 
overusage. Such a clause would be of 
particular importance in the event of 
a depression. 

“There was a diversity of opinion as to 
the expected general effect of a future 
depression. Many felt the reaction would 
be severe in the manner that weekly 
indemnity policies were affected during 
the early 1930's. Some thought this 
ne be significant because the public 
has become accustomed to utilizing hos- 
pital insurance for payment of hospital 
expenses during the past few years. 
Surprisingly, others saw no _ special 
danger to the business in a depression 
since there was no moral hazard com- 
parable to that in the weekly indemnity 
policy. Thev felt that expenses would 
tend to reduce and that people would 
forego minor hospital treatment,” he 
said. 

Average Hospital Rosm Benefit Is $7.50 

The survey revealed that the average 
daily hospital room benefit is $7.50, com- 
pared to $4.50 daily room benefit sold in 
1941. The number of days for hospital 
confinement covered by the policies has 
also increased. Sixty per cent of the 
policies in the 1951 survey provide daily 
room benefits for 90-100 days, as com- 
pared with on'v 30% in the 1948 survey 
In 1941 approximately 50% of the poli- 
cies provided room benefits for 30 days. 
Approximately 74% of the companies 
reporting in the 1951 survey were writ- 
ing policies providing unallocated mis- 
cellaneous hosnital expense benefits, as 
compared to 57% of the companies in 
the 1948 survey and less than 25% ot 
the companies in 1941. In this respect, 
the 1951 report shows the average mis- 
cellaneous expense benefit was 12 times 
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DONALD R. HODDER 


the daily room benefit in comparison to 
6 times the daily room benefit in 1948. 

Substantial benefit increases for such 
hospital services as drugs, dressings, and 
operating room were revealed in the 
1951 survey, as compared to policies 
written in 1948. 


Waiting Periods Reduced 


Waiting periods for sickness have also 
been reduced, it was revealed. In 1951 
the average was 21 days, as compared to 
24 days in 1948. Further indication of 
this trend is shown by the statistics on 
policies containing no blanket waiting 
period for sickness. Fourteen policies in 
the 1951 survey provided immediate cov- 
erage for sickness, as compared to 10 
policies in the 1948 survey. 

Nearly 85% of the policies reported 
in the 1951 survey contained grace 
periods, as compared with 70% of the 
policies reported in 1948. 

“Many companies have been zealous 
in their willingness to prove industry’s 
ability to provide the public with sound 
protection. The industry is aware that 
keen competition and public acceptance 
of the product have greatly improved 
present day policies over their predeces- 
sors,” Mr. Hodder commented. 


In A. & H. Participating Field 


(Continued from Page 48) 


ful occupation for which he is or could 
readily become qualified. There will be 
no increase in renewal premiums, or 
decrease in benefits, because of increased 
age. 

Guardian’s program will be adminis- 
tered by the company’s new accident 
and health department, headed by Ger- 
ald S. Parker, secretary, accident and 
health. Mr. Parker is a native of New 
York City, and was graduated from Wil- 
liams College in 1938. He entered the 
insurance field as an agent at that time, 
and has since been continuously engaged 
in both field and home office insurance 
work with the exception of almost five 
vears of military service, principally in 
Europe. 

He is active in the Bureau of Acci- 
dent & Health Underwriters, and has 
served on several of the bureau’s com- 
mittees and subcommittees. 

Kenneth R. Thompson, who joined 
(mardian last December. is agency as- 
sistant for accident and health, and will 
assist Agency Vice President Frank F. 
Weidenborner in the supervision of A. 
& H. sales. Mr. Thompson was born in 
Brooklyn and studied economics at Seth 
Low Junior College and the American 
Institute of Banking. He entered the 
surance field in 1937, and has been en- 
gaged in both field and home office in- 
surance work since that time with the 
exception of three years of military 


service. He is a member of the Casualty 
end Surety Club of New York and im- 
mediate past president of the Accident 
and Health Club of New York. 

Chief underwriter for accident and 
health is Raymond Harwood, who is a 
native of Whitinsville, Mass., and a grad- 
uate of Bates College. He has also 
taken business administration extension 
courscs from Massachusetts State Col- 
lege and the Alexander Hamilton Insti- 
tute. He entered the insurance field in 
1936 as an accident and health under- 
writer with a Massachusetts life insur- 
ance company, and was made a senior 
underwriter in March, 1944. 

Norman E. Walter, administrative as- 


sistant in the department, was born in 
Hackensack, N. J. He was graduated 
from Hasbrouck Heights High School 
and has taken insurance courses at New 
York University. He began his insur- 
ance career in May, 1935, and has been 
engaged principally in accident and 
health underwriting since that time. He 
also belongs to the A. & H. Club of N.Y. 


GEORGE T. CONKLIN WEDS 
Vice President George T. Conklin of 
the Pacific Indemnity Co., Los Angeles, 
and Virginia Sperling were united in 
marriage August 15, at 


ranch of his brother, Richard H. Conklin. 


“Break-a-Heart” 


To Hold A. & H. Seminar 


An accident and health seminar pre 
sided over by Roy C. Neuhaus, second 
vice president, Washington National, will 
be a feature of the annual convention of 
the Life Office Management Association 
at Atlantic City, September 22-24. The 
subject of “Merging A. & H. and Life 
Operations” will be discussed by L. D 
Ramsey, vice president and comptrol 
ler, Business Men’s Assurance and R 
B. Savage, secretary, Wisconsin Na 
tional Life. R. D. Wisely, vice president, 
North American Accident and Charles 
Hermanek, planning staff, United Bene 
fit Life, will present “Keeping A. & H 
Operations Separate From Life.” 








The Cost of Your 








Automobile Insurance 


AUTOMOBILE liability insurance rates do not have to increase 


if you .. . and the rest of the nation’s motorists . . . do not 


want them to. 


No amount of inflation can affect the accident that does not 


happen. Increased costs of repairs and repair bills cannot be 


charged against the car that isn’t damaged. 


No court, no jury can be swayed to excessive awards for liabil- 


ity claims that do not exist. 


It all boils down to... sane driving and fewer accidents! 





@ ¥.& G. re 


Your local agent is constantly ready to serve you. Consult him as you 
would your doctor or lawyer. For U. S. F. & G. claim service in 
emergency, call Western Union by number and ask for Operator 25. 


CASUALTY 
FIDELITY -SURETY 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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Carlson Urges Agents 
To Learn Auto Rate Facts 


SPEAKS AT PORTLAND, OREGON 


Says Auto Liability Statistics Are Often 
Misunderstood by Public; Explains 
Some Frequent pengguemaniees 





Thomas O. Carlaon, actuary, National 
Bureau of Casualty Underwriters, ad- 
dressing the convention of the Oregon 
Association of Insurance Agents at 
Porttans, September 8, said that agents 
who learn the facts about current auto- 
mobile liability developments and who 
will spread those facts far and wide 
will be helping themselves as well as 
the industry of which they are a vital 
part. His subject was “The Agent and 
the Automobile Liability Situation.” 

Mr. Carlson stressed the role of the 
vents in the education of the insurance- 
buying public as respects the rate struc- 
ture, the reasons for rate changes and 
the necessity for developing more effec- 
tive means of dealing with the prob- 
lem of mounting automobile accidents. 

Mr. Carlson prefaced his explanation 
of the ratemaking procedures by putting 
forward several points about automobile 
liability statistics which are frequently 
misunderstood by the public and he 
urged the agents to recognize and to 
scotch these misapprehensions as they 
arise. 

Losses Assigned to Territory 

Probably the most troublesome mis- 
apprehension, the actuary pointed out, 
is in regard to how losses are assigned 
to territory. Losses, he said, are as- 
signed to the same territory as the 
premium on the policy, which is the 
territory where the car is garaged, re- 
gardless of where the accident occurs. 
Only by such assignment will the losses 
and premiums be comparable. If a town 
is on a main highway, for example, it 
is not the losses chargeable to the out- 
of-town cars streaming along that high- 
way which determine the experience 
reported for that town, but rather the 
losses for which cars garaged in that 
town are responsible, he pointed out. 

Experience cannot reasonably be com- 
piled for any except the larger cities 
however, he further explained, because 
in the first place a too refined subdi- 
vision would result in bodies of experi- 
ence so small as to be meaningless for 
averaging purposes, and in the second 
place the burden of statistical work 
to companies and rating organizations 
could become too expensive and time- 
consuming to be _ practicable 

The term “underwriting loss,” Mr. 
Carlson declared, is frequently confused 
with the — losses. The incurred 
losses, too often loosely referred to as 
“losses,” are ae haanaed losses for which 
the carriers are responsible under the 
insuring clauses of the policy, he ex- 
plained. It must be understood that 
out of the premiums must come not 
only such insured losses, but also all 
expenses of conducting the business, he 
pointed out. 

Defines Underwriting Loss 

“The underwriting loss is the excess 
of the incurred losses and the incurred 
expenses over the earned premiums,” he 
stated. “If the earned premiums are 
greater than the total of the incurred 
losses and expenses, then of course the 
result is an underwriting profit.” 

he actuary also emphasized that 
when the experience is analyzed for 
the determination of rate changes, ad- 
justments are always introduced to re- 
flect the level of premiums currently 
being charged so that the required 
changes in rate level are measured 
directly from the existing rates and 
fully reflect any changes in rate level 
that have been made effective previous- 
lv. Other misunderstandings which he 
discussed were arising from the 
use of paid losses instead of incurred 
losses and written premiums instead of 
earned premiums. 

n explaining the rate revisions de- 
een for promulgation in 1952, Mr. 
Carlson stated, “We are faced with the 
necessity of determining rates which will 





those 


be proper for the settlement of losses 
arising out of accidents occurring on the 
average more than a year in the future 
and to be settled on the average in 
terms of what the dollar will be worth 
more than two years from now. 

Under such circumstances, he pointed 
out, “the answer is clearly to project 
into the future.” He explained that the 
adverse results suffered by the carriers 
in recent years, culminating in a $100,- 
000,000 underwriting loss for stock com- 
panies on the automobile liability lines 
in 1951, were due largely to the fact 
that projection had not been incorpo- 
rated in previous rate revision programs. 

Mr. Carlson emphasized, in his analy- 


sis of automobile accidents, that the 
pedestrian and the parent need educa- 
tion as well as the driver. The analysis 
of the actions of drivers resulting in 
deaths and injuries reveals the basic 
fact that the vast majority of accidents 
are ee he declared. Four 
causes, excessive speed, driving on the 
wrong side of the road, not having the 
right of way and reckless driving, he 
said, account for 87% of the deaths and 
83% of the injuries caused by motor- 
ists. 
Apathy Is Astounding 

“The apathy of the American people 
toward any serious problem can be as- 
tounding,” Mr. Carlson stated. “But the 
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efficiency with which they can deal with 
that problem once they have been 
aroused to the necessity of dealing with 
it can be even more astounding. The 
difficulty lies in the arousing. No effort 
in the direction of education to this 
end is wasted. We learned in prohibi- 
tion days that law enforcement cannot 
succeed without the will of the people 
to back it up.” 


BUREAU PROGRAM IS COMPLETE 


One Session to Consider Governmental 
Social Insurance Plans; Group and 
Individual Forums Are Scheduled 
The program for the annual meeting 
of the Bureau of Accident & Health 
Underwriters, to be held September 29, 
30, and October 1, at Grove Park Inn, 

Asheville, N.C., has been aay i = 
The first morning session will be de- 
voted in the main to various governmen- 
tal social insurance plans. Included in 
this program will be Waldo C. Cheek, 
Insurance Commissioner of North Caro- 
lina; A. L. Kirkpatrick, manager, insur- 
ance department of the Chamber of 
Commerce of the United States; Ralph 
J. Walker, vice president, Pacific Mutual 
Life Insurance Co.; and Raymond F. 
Killion, assistant vice president of the 
Metropolitan Life. 

The afternoon of the first day will be 
devoted to a group insurance forum, con- 
ducted by J. Henry Smith of the Equi- 


table Society. This forum will be an 
open informal discussion of the panel 
type. 


The morning of the second day will 
be devoted to an individual insurance 
forum conducted by A. P. Dowlen, of the 
Republic National Life Insurance Co. 
Five papers will be presented and dis- 
cussed. 

On Wednesday morning, there will be 
an open panel discussion on risk selec- 
tion, conducted by Edward M. Urich, 
Pacific Mutual Life Insurance Co. 

The final day will conclude with a 
business session at which reports will 
be heard. At this time the officers of 
the bureau will be elected for the com- 
ing year. This meeting will mark the 
6lst anniversary of the bureau, which 
was founded in 1891. Harry L. Graham 
of the Bankers Life Co., is chairman of 
the annual meeting committee. 


City Buys Liability Policies 

The city of Lexington, Ky., has just 
contracted for two liability policies. A 
three-year term policy covers owners’ 
landlords’ and tenants’ liability on 
streets, sidewalks, city hall and the city’s 
six fire houses. It was written in the 
Western Casualty & Surety Co. of Fort 
Scott, Kansas,, through the local agency 
of Mainous & Midkiff. A one-year con- 
tract on boilers at city hall was written 
by the American Guarantee & Liability 
Insurance Co. through the Carpenter- 
Warren agency. 
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Association in Survey 
Of Driver Education 


BOATE RELEASES FINDINGS 


Predicts 10-Year Total of Educated 
Young Drivers Will Reach 4,000,000; 


Movement Lags in Some States 


Opening of the Fall school term is 
bringing a new crop of future motorists 
into the nation’s high school driver edu- 
cation courses which will soon send the 
10-year total of formally educated young 
drivers over the 4,000,000-mark, but on 
the whole the movement to educate boys 
and girls to be safe drivers before they 
obtain their operator’s permits is lag- 
ging in many States, a survey by_ the 
Association of Casualty & Surety Com- 
panies reveals. : . 

“The high school driver education 
movement made its most rapid strides 
between 1947 and 1951,” pointed out 
Thomas N. Boate, manager of the asso- 
ciation’s accident prevention department, 
“but during the school year which ended 
in June of 1952 smaller gains were noted 
in the totals of participating secondary 
schools and eligible students enrolled. 

Sponsoring Schools Increase by 191 

“During the 1951-52 academic year the 
number of schools sponsoring driver 
education courses was increased by 191, 
but this is in sharp contrast to a gain 
of 728 the previous year over the num- 
ber of public high schools offering these 
courses in the 1949-50 academic year. 
Likewise, the 1951-52 gain in eligible 
students enrolled was 53,951 over the 
1950-51 school year’s driver education 
enrollees, but the latter year’s increase 
over 1949-50 was 100,000, or a gain nearly 
twice as great. 

“At the end of school last Tune, 8,218 
secondary schools reported to the asso- 
ciation that they had offered a driver 
education course during the 1951-52 aca- 
demic year. These schools, however, 
represented only 41% of the nation’s 
20,140 secondary schools in which driver 
education should be offered, toward the 
objective that every boy and girl should 
be properly equipped to take the wheel 
of the family automobile when the time 
arrives to obtain a driver’s license.” 

Mr. Boate emphasized that although 
the number of eligible students enrolled 
in driver education courses had _ in- 
creased from 43% in the 1950-51 school 
year to 54% during 1951-52, this did not 
mean that 54% of all of the nation’s high 
school students had received a course 
in driver education last year. The cri- 
terion of eligibility in most cases, he 
explained, is one year’s enrollment in 
the grade in which driver education is 
most commonly offered, usually the 10th 
or 11th grade level. 

727,023 Students Enrolled 

Out of 1,356,820 eligibles in U. S. pub- 
lic high schools during the last school 
term. he said, onlv 727,023 students were 
enrolled, An additional 6,823 students, 
out of more than 50,000 eligibles, took 
driver education courses in private and 
parochial secondary schools last year. 
according to reports received from 28 
States. 

Mr. Boate estimated that with the 
registration of “750,000 or more” stu- 
dents in driver education courses in the 
school year starting this month, the 10- 
year total of boys and girls who have 
received these courses will reach well 
over 4.000,000 before next June. 

In 1947 only 3,055 high schools offered 
these courses, with 210,133 students en- 
trolled in them during the 1947-48 aca- 
demic vear. The association. which pion- 
eered in driver education in 1932, this 
vear changed its system of iudging state 
recipients of its awards, with recogni- 
tion given to the quality of each state’s 
Nerformance in training young drivers. 
*s well as to the quantity in terms of 
the percentage of schools offering 
courses and eligible students taking 
them. 

Massachusetts and Delaware Win 

The nrogram’s top honor, the award 
of excellence, went this vear to Massa- 
chusetts, with 168 out of a possible 200 
Doints, and Delaware, with 16614. Sec- 
ond honor, the award of honor, in which 


’ 


the scoring range is 130 to 164 points, 
went to seven states: Wisconsin, Okla- 
homa, Arizona, Illinois, New Jersey, 
North Dakota and California. Ten other 
states will receive the program’s third 
honor. the award of merit, for which 
the range is 95 to 129 points. They are: 
Virginia, Pennsylvania, New York, West 
Virginia, Ohio, Indiana, Minnesota, 
Connecticut, New Mexico, and Nevada. 
Qualitative measures, including 20 points 
for periods devoted to classroom instruc- 
tion and 15 each for teacher prepara- 
tion and supervision of training, count 
up to 100 points, and school and student 
participation each count for up to 50 
points, or 100 on the quantitative side. 


NAME CINCINNATI SPEAKERS 





Insurance Commissioner Robinson of 
Ohio Among Those Named on Faculty 
for Sales Course at Xavier University 

Insurance Commissioner Walter A. 
Robinson of Ohio will be one of the 
principal speakers on the program of 
the disability insurance sales course at 
Xavier University, Cincinnati, Septem- 
ber 22-24. 

The course will be co-sponsored by 
the Cincinnati Association of A. & H. 
Underwriters, International Association 
of A. & H. Underwriters, and Xavier 
University. 


Other members of the DISC faculty 


are: 

Roy MacDonald, assistant director, 
group and underwriting, H. & A. Un- 
derwriters’ Conference, Chicago; Charles 
Ray, assistant manager, H. & A. depart- 
ment, Hoosier Casualty, Indianapolis ; W. 
S. Steiger, general agent, Massachusetts 
Indemnity, Cleveland; Carl Lane, field 
supervisor, agency department, General 
American Life, St. Louis; Louis Furniss, 
manager group department, Inter-Ocean, 
Grand Rapids, Mich., and Cincinnati; 
W. R. Dignan, A. & H. medical expense 
broker, Cincinnati; Donald A. Baker, 
managing editor, The Insurance Sales- 
man, Indianapolis. 
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Kemper Sees Unity as 
Answer to Socialism 


SAYS PROBLEMS ARE COMMON 


Speaks Before Hemispheric Conference; 
Declares Big Battle for Free Enter- 
prise Is Still To Be Won 


James S. Kemper, chairman of Lum- 
bermens Mutual Casualty Co. and other 
companies in the Kemper Insurance 
Group, urged delegates to the fourth 
Hemispheric Insurance Conference to 
unite against further socialization of the 
insurance industry, in his address, Sep- 
tember 9, at the New York City meeting. 

Mr. Kemper, former president of the 
U. S. Chamber of Commerce and imme- 
diate past president of the Inter-Ameri- 
can Council of Commerce and Produc- 
tion, said: 

“As insurance men, we have a tremen- 
dous stake in the continuation of the 
system of free enterprise everywhere. 
We have seen it grow; we have helped 
it grow. We have seen it through one 
crisis after another. We have helped it 
sustain its losses. We have helped pro- 
tect it against unforeseen circumstances. 
As it has expanded, so have we ex- 
panded. As it has become strong, so we 
have become strong. 


Aware of Encroachments 


“As insurance men, we also are acutely 
cognizant of the encroachments of So- 
cialism, of its attempts to stifle our sys- 
tem of freedom, of its goals and of its 
methods. For many years, we have been 
fighting battle against the transfer of 
our industry into the hands of the state, 
and thus we have halted, for a while at 
least, the threat against others. 

“We have been winning only skir- 
mishes. The big battle is still ahead,” 
he stated. “In one degree or another, 
the problems of the days ahead are com- 
mon to all.” 

Mr. Kemper also critized a “group of 
politicians” for trying to sell the Ameri- 
can people on the idea “you've never 
had it so good and you can thank us 
for it. 

The United States is strong today 
“because our system of free enterprise 
is sound,” he said, “not because of politi- 
cians. 

Blessed by Natural Resources 


“We have been blessed by natural re- 
sources that know no partisanship. We 
are endowed with skill and technical 
knowledge not the private property of 
any special group. We have a tradition 
of liberty unique to no party and unsur- 
passed anywhere. 

“We have emerged from the 
destructive war in history mankind has 
ever known as the most powerful nation 
in the world. The leadership of the free 
world has shifted to this hemisphere. 

“Has this been accomplished because 
of politicians? It certainly has not. It 
has been accomplished because in the 
voluntary working together of farmers, 
laborers and businessmen we have the 
finest economic team ever assembled 
anywhere. 

“We have the 
despite the politicians, not 
them. 

“What is even more amazing is that 
we have accomplished what we have in 
the face of everything that Government 
has done to hamstring the team, wit- 
tingly or unwittingly. 


most 


things we have today 
because of 


Success in Face of Bungling 


“That we have had so much success 
in the face of so much bungling by the 
perhaps the most precious 
faith in our 


politicians is 
testimony to sustain our 
svstem of free enterprise. 

“Think—just think for a minute—how 
much better off this nation and all of 
the hemisphere could have been if Gov 
ernment had followed sound fiscal poli- 
cies. Try to imagine what it would have 
been like today if the basic principles 
of sound business mangement had been 
applied to the management of Govern- 
ment,” Mr. Kemper stated. 

“However,” he said, “the most impor- 
tant consideration of all is—how long 


can we keep up the luxury of a loosely- 
run economy ?” 

Our strengt! 1 cannot be maintained for 
very long, he stated, with a “bureau- 
cratic monstrosity” that is draining the 
economy, with exorbitant taxes, with 
waste, corruption and dishonesty in Gov- 
ernment, with the dollar shrinking be- 
cause of taxes and inflation, and the 
coddling of Communists. 


Cannot Tolerate Lip-Service Politicians 


This nation also cannot remain strong 
for long by tolerating politicians “of any 
party” who give lip service to free enter- 
prise and at the same time support poli- 
cies that lead to Socialism, he said. 

Referring to what he termed “the new 
give-away dollar diplomacy,” Mr. Kem- 
per said that too large a part of what we 
have given to other countries has been 
used not to build a better economy, but 
to bolster weak governments and keep 
them in powcr. 

“Bad loans never made good friends,” 
he stated. “The only friendship that can 
be relied upon in time of crisis with any 
degree of certainty is one built on mu- 
tual respect and one that is mutually 
beneficial.” 

Nations of Western [urope are on 
the downgrade, he said, “but here in this 
voung virile forward-looking hemisphere 
we have a tremendous opportunity to 
build the strongest economy in the 
world. It is time we recognized that 
opportunity. 

“Ten per cent of our grants to Eu- 
rope, if invested in Latin America, would 





Bureau Makes Revision of 
Auto Rates in Minnesota 


New automobile liability insurance 
rates for Minnesota are announced by 
the National Bureau of Casualty Under- 
writers. 

For private passenger cars the revi- 
sions result in rate increases ranging 
from a minimum of $9.50 to a maximum 
of $26.50 for bodily injury and property 
damage combined, according to the bu- 
reau. In the territory which comprises 
parts of St. Louis and Itasca counties 
in the vicinity of the Iron Range, rates 
for most commercial cars are reduced $4 
Elsewhere, most commercial cars are af- 
fected by higher rates, and the increases 
for bodily injury and property damage 
combined range from a minimum of $7 
to a maximum of ee 


Mrs. Philip Mottboue Dies 


Theodosia D. Morehouse, wife of 
Philip T. Morehouse. assistant secretary 
of the Surety Association of America, 
died at her home in Brooklvn, Sunday, 
September 7, after a long illness. Fu- 
neral services were held Tuesday at the 
First Presbyterian Church in Brooklyn 
and interment was at Quincy, Mass. 





have given us very substantial returns 
in good will, stronger defense against 
Communism, and many other by-prod- 
ucts of importance and value from the 
standpoint of preserving freedom = and 
liberty here and elsewhere.” 
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something about it 


Through the Association of Casualty & 
Surety Companies, an institution main- 
tained by 110 stock insurance companies, 
driver-education courses have been given 
to nearly 4,000,000 high school students. 
About 10,000 teachers of driver-education 
for schools and colleges have been trained, 
and a half-million copies of the Associa- 
tion’s driver-education textbook, 


and the Motor Car,” have been distributed 
since 1942 and are now in use in approxi- 
mately 6,000 high schools throughout the 
United States. 
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Blaisdell Talks Before 
Clubwomen of N. H. 


ADDRESSES STATE FEDERATION 


Calls Human Element Only Eni 
Highway Accidents; Says Acca 
Reduction Is No Mystery 


Paul H. Blaisdell, public safety dj- 
rector, Association of Casualty & Surety 
Companies, urged clubwomen of New 
Hampshire and other states to take a 
more active part in working for greater 
highway safety, in his address before 
the New Hampshire Federation of 
Women’s Clubs at Lake Sinapee, Sep- 
tember 5. 

Mr. Blaisdell outlined a_ five-point 
program of activities which members of 
the group could undertake in their home 
towns to help reduce “a drain on our 
economy and our mé inpower that has no 
place in the creed or practice of a nation 
which labels itself the stronghold of 
peace and_ prosperity.” 


Former Newspaperman 


\ native of New Hampshire and a 
former newspaperman in this state, 
where he began his active career in 
highway transportation and traffic safety 
17 years ago as a member of the State 
Utilities Commission staff, Mr. Blaisdell 
reminded the clubwomen that the nation 
which tolerates a Labor Day week-end 
highway toll of more than 400 deaths 
is not helpless before an unknown killer, 
because the methods of reducing traffic 
accidents are not a mystery. Only one 
factor in the highway accident equation 
is an enigma, he declared. That is the 
human element—the question why 
people do what they do as drivers, 
passengers and pedestrians. One careless 
act in the fraction of a second can nulli- 
ty all the plus side of the safety formula 
and “plunge us into a loss which ends 
in oblivion,” he declared. 

“Why do we hang so many millstones 
around our neck when we profess to 
have a vital interest in the future of all 
mankind as well as in the furtherance 
of a strong United States ?” Mr. Blais- 
dell asked. “Why is periodic motor 
vehicle inspection, such as that required 


in New Hampshire, to assure safe op- 
erating condition of cars, trucks and 
buses, mandatory in only 14 states? 
Why is it possible today, in 22 states, 


to have a television screen in full view 
of the driver to add plunging necklines 
and home runs to the distractions of 
high-speed traffic? Why should one 
state still require no driver license of 
any kind for anyone? Why should an- 
other state still refuse to have all acci- 
dents involving personal injury reported 
to some police authority? Why should 
only 42% of New Hampshire high 
schools offer driver education as a 
standard subject of a curriculum sup- 
posedly designed to fit our youth for 
better living in, and better social adjust- 
ment to, the mid-twentieth century ?” 


O. L. & T. Rates Are 
Revised in West Virginia 


A revision of bodily injury liability 
rates for a large number of important 
owners’, landlords’ and tenants’ clas- 
sifications, effective September 15 in 
West Virginia, is announced by the Na- 
tional Bureau of Casualty Underwriters. 

The classifications affected are those 
rated on an area and frontage basis. 
The rates for all classifications affected 
by the revision are increased on an 
average of 17.9%. 


Empire State Mutual Joins 
Accident & Health Bureau 


The Empire State Mutual Life Insur- 
ance Co., Jamestown, N. Y., has joined 
the Bureau of Accident & Health Un- 
derwriters. Morgan O. Doolittle is prest- 
dent of the company and Peter & 
Tumblety is first vice president. Mem- 
bership in_ the bureau is now 82 compa- 
nies, 19 of which have joined since last 
November 1. 
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Jordan Is Opposed to 
Preferred Risk Plan 


NoT ACCEPTABLE IN D. OF C. 
Superintendent Says Auto Rate Program 
Adopted in New York Appears to Be 
Unsound and Discriminatory 
District of Columbia Insurance Super- 
intendent Albert F. Jordon has_ turned 
thumbs down on the preferred risk rat- 
ing plan for automobile liability cover- 
age, and said it would not be accepted 
in the District of Columbia in its present 


torm. 
He was commenting on the plan 
scheduled to go into effect in New York 
State on November 1, and indicated he 
might approve a plan if it met his ob 
jections 

' His statement follows: 

“The so-called preferred risk 
unsound. 


rating 


plan appears to be Unless 


there is some argument in its favor 
which is not at this time apparent, it 


wil not be approved in its present 
form if it is submitted for approval in 
the District of Columbia. 

Does Not Reduce Rate 

“The plan does not reduce the rate 
jor any insured. It merely raises the 
rate for an arbitrarily defined inferior 
group. 

“The plan would be extremely diffi- 
cult to administer. Section H, which 
provides for a ‘penalty for misinforma- 
tion,” would be particularly troublesome. 
Who is to decide, for example, whether 
the facts have actually been misrepre- 
sented, or the alleged discrepancy is 
merely the result of an honest mistake 
on the part of a highly respected policy- 
holder ? 

“May the company arbitrarily decide 
that there has been actual misrepresen- 
and has the policyholder no re- 


tation, 

course to any different or higher au- 
thority ? 

“If not, what power has the company 


to enforce its decision and to collect 
the penalty which it chooses to apply ? 
Might not the erroneous allegation by 
the company or its agent that the in- 
sured has misrepresented the facts be 
just ground for a libel suit ? 


Test Terms Discriminatory 

“The test by which the preferred risk 
is distinguished seems discriminatory 
and would result in awkward situations. 

“For example, a person who by sheer 
chance has managed to escape accidents 
involving liability claims would be 
classed as a ‘preferred risk’ even though 
the insurance companies may have paid 
numerous physical damage claims for his 
own cars which was damaged while 
driving recklessly. He would enjoy the 
‘careful driver’ classification even though 


he has a long record involving speeding ° 


and drunken driving. 

“On the other hand, the next door 
neighbor of this ‘careful driver’ would, 
in effect, be classed as a ‘bad driver’ 
because of one bodily injury claim with- 
out any regard to the circumstances sur- 
rounding it. 

“The claim for which he is penalized 
could result from his car being hit from 
the rear while he is stopped for a red 
light, with such force as to drive him 
Into passing pedestrian. 

Injured Ferson Would Sue 

“The injured person, as is customary, 
would sue all parties involved, and the 
company would be in the ridiculous posi- 
tion of contending in court that its 
policyholder was blameless for the acci- 
dent, and yet at the same time demand- 
Ing from him an additional premium for 
the renewal of his policy on the grounds 
that, for underwriting purposes, he is 
hot a preferred risk. 

“Such a conflict between the claim 
department and the underwriting depart- 
ment of a company would be absurd in 
the eves of its policyholders, its agents 
and the public. 

“This Department hopes that eventu- 
ally there can be devised some fair 
and sound method for rewarding the 
Yenuinely superior risk. 

“Meanwhile, we question the wisdom 
% pretending that a bad driver is one 


Aetna Group Will Maintain 
NAIA Convention Quarters 


A delegation from the home office of 
the Aetna Casualty & Surety Co., Auto- 
mobile Insurance Co. and Standard Fire 
Insurance Co. will attend the annual 
convention of the National Association 





who is involved in a claim for which 
he may very well not be liable and 
which may in fact be fraudulent, and 
that a preferred risk is a driver who 
has had no recent claim, even though 
he may be notorious for careless and 
reckless driving.” 


of Insurance Agents in Cleveland Sep- 
tember 22-25. Representing the Aetna 
C. & S. will be E. C. Knapp, vice presi- 
dent; L. B. Fowler, assistant secretary; 
Kk. C. Larson, field supervisor, and W. J. 
O'Meara, casualty advertising manager. 

The Automobile and Standard Fire 
will be represented by H. D. Van Gils, 
secretary; R. W. Criswell and W. S. 
Wheeland, assistant secretaries, and Carl 
von Pechmann, superintendent, eastern 
marine department. The 
headquarters, which will be located in 
the Hotel Cleveland. Parlor 9-B-1, will 
be in charge of R. E. Brown, Jr., assis- 
tant manager of the advertising and 
publicity department. 


companies’ 


Oklahoma Grants Increase 


In Compensation Rates 

The Oklahoma State Insurance Board 
has approved an increase of 13.1% in 
employ 


workmen’s compensation and 


ers’ liability insurance rates. The in 
crease granted was the third boost in 
rates since May 29, 1951. It brings the 
increase up to 22.8% for the period. The 
current 13.1% raise is effective Oct. 1 

The new rates, requested by the Na- 
tional Council on Compensation Insur- 
ance and granted by the board will in- 
crease premium payments about $1,600, 
OOO a year, it is estimated. 








Day and night, 

at filter centers 
throughout the 
nation, Civil 
Defense workers 
rehearse the roles 
they will play in 
an emergency. 
Civilian volunteers and 
members of the 
Armed Forces, 
they function with 
precise teamwork 
to protect America from 
sudden disaster. 


An agent encounters an opportunity 
to provide an important fidelity or surety 
bond. Can he make the sale? Often this will 
depend on whether he can get fast, capable 
assistance from his bonding company. It’s a 


matter of teamwork. 


The F«&D agent knows he can depend 
on the ultimate in speedy, intelligent sales 
help from his bonding company. Through 
the nearest of FaD’s fifty strategically- 
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ACCENT ON TEAMWORK 





located field offices he has access to the 
experience and facilities of a company that 
has specialized in the fidelity and surety 
field for 62 years, and whose record for 


quick, fair settlement of claims is unsur- 


Profitable bonding opportunities 
abound in every community. Interested in 
increasing your income through these lines? 


Then write F«D today. 


FIDELITY AND SURETY BONDS, 
BURGLARY, ROBBERY, FORGERY 
AND GLASS INSURANCE 


IT COMPANY 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 
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Sees Traffic Problem 
“Getting Out of Hand” 


BOATE ADDRESSES ENGINEERS 
Declares There line ‘Me Effective State 
and Local Organizations to Assume 
Responsibilites of Initiating Action 


The nation’s traffic accident problem 
is “rapidly getting out of hand” and 
will continue to do so unless_ broad, 
new programs for highway safety reform 
by state and municipal government otti- 
cials are accompanied by “a more self- 
less pooling of the trafic accident  pre- 
vention resources at our disposal,” the 


yineers 





American Society of Safety E 


was warned September 5 by Thomas 
N. Boate, accident prevention depart- 
ment manager of the Association of 


Casualty and Surety Companies. 
Mr. Boate declared “it would be not at 
unlikely for the future to find us 
lly struggling to contain the situation, 
iy nothing of making any real head- 
im} rovemient,’ without wider 
made of the means for con- 
trolling trafhic Be) seth the level ot 
safety activities being stepped up, and 
y general pooling of highway accident 
prevention knowledge accumulated by 
safetv engineers and others during the 
last tour decades. 
Situation Is Deteriorating 
‘The recent vears,” Mr. Boate said, 
“the status of highway safety must be 
anything but good. The 
matter of strikes 
one of rapid deteriora 
tion. The number and use of motor 
vehicles continue to increase rapidly 
without the benefit of commensurate in 
i he means for their accommo- 
control. The motor vehicle 
accident curve, both in number and 
severity of accidents, continues to climb 
While a certain stability in the motor 
accident can be pointed to 
remains that vear we kill 
more people; 
dollars; each year the loss 
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“Many officials of state and munici 
pal governments—and it is here in public 
that the first and great- 
highway 
tual role, 
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Nelson Vetoes 5% Profit 
Factor in Minn. Auto Rates 


In announcing an increase in automo 
bile liability insurance rates for Minne 
ota effective September 8 Commis 
sioner A. Herbert Nelson said that le 
had disapproved that portion of the rate 


increasing the profit and conti 


r trom 2 ‘ a. 


fling 
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Havey Is on Program of 
Maine Safety Conference 


Philip \ Havey, engine rin the New 
Ingland engineering district of the Hart 
ford Accident & Indemnity Company, 
laved a leading part in proceedings ot 
he annual Maine S; 


York, Maine, September 11. Mr 


Conference in 


Haves 








presented an introductory paper, “Better 
Construction Methods through Safety,” 
nd then served as moderator for 
panel discussion dealing with that sub 
ject. This marked the first time in 25 
vears that a special session has been 
deyoted to construction satetyv at thre 
Maine conference 


Associated witl the Hartford Acct 
lent since 1936, Mr. Havev holds a de 
eree in civil engineering from the Col 
Technok ev at the University ot 
+ indy \ member of the Connecticut 
Safety Society, he formerly was em 
ployed by the Connecticut State High 
vay Depar tment. He is a registered pro 
engineer in Connecticut 


1e ssional 





Bachrach 


THOMAS N. BOATE 
ered by the public to be its 
drive. He described this 
on the part of the public, 
of appreciation of the 


administration, as “a far more s 
form in which the attitude of the 
lic toward the control of traffic 
fests itself.’ 
Saving 
unable to 


that w 
effective 


that “the tact 
point to realy 


and local organizations is probably 


most serious mark against us” ¢ 
the four dacades of the highway 
movement, Mr. Boate continued: 
“Such organization, it would 
clear, has three requisites: 
“First, the assumption of the res 
bility for initiating 
cials of public administration in 
and local goverment where such re 
sibility rightfully belongs; second] 
establishment of open lines of com 
cation and of improved coopers atic 
tween the officially-acting agenci 
government and the non-governn 
nationally recognized agencies of 
ifety; thirdly, the 
bade of public acceptance and ot 
and aggressive public support in 
ot stricter reg eulatory measures,” 


action by the 


creation of an 


“right” to 
“resistance” 
and its 
urgent nee 
control through improved motor vy 
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N. Y. Surety Association 
Names Nominating Group 


A nominating committee has been ap- 
pointed by the Surety Underwriters’ 
Association of the City of New York 
to prepare a slate of officers and mem- 
bers of the executive committee for the 
forthcoming year. The committee was 
named at the opening meeting of the 
fall season September 4 by Richard J. 
Purcell, Columbia Casualty Co., associa- 
tion president. : 

Members of the nominating committee 
are the three immediate past presidents 
of the association: Putnam LL... Crafts, 
Home Indemnity, chairman; Edward J. 
Gorman, Fidelity & Deposit, and Rankin 
Martin, Standard Accident. They will 
report at the October meeting, with elec- 
tions scheduled for the annual meeting 
in| November. 


Baloise Fire Joins Bureau 


The executive committee of the Na- 
tional Bureau of Casualty Underwriters 
has elected to membership the Baloise 
Fire Insurance Co., Ltd. of Basle, 
Switzerland, whose U ‘nited States head- 
quarters are in Miami, Fla. This com- 
pany is affiliated with the American 
Title & Insurance Co. and the Equity 
General Insurance Co., present bureau 
members. 150 companies now comprise 
the bureau's peter enID; 


To Stage Sales Institute 


\ disability insurance sales institute 
will be held at the Kellogg Center for 
Continuing Education of Michigan State 
College, East Lansing, October 8-11. The 
Michigan Association of Accident & 
Health Underwriters, is sponsoring the 
institute. 


General Re. Proposal 


(Continued from Page 42) 


which indicated its financial 
during that period: 


progress 





1946 
Surplus to policyholders $19,404,000 $24,392,000 
Net investment income 
(before taxes)....... 045,000 1,430,000 
Net premiums written. 18,398,000 32,889,000 


Composite underwriting ratio 102.09% — Y8.83% 
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| Make Dreams Come True 


It takes more than dreaming to maintain a high rate 
of A & H renewal business. You must do something 


At Federal Life and Casualty Company, conservation 
has long received our serious study. 
We know that keeping business on the books starts 


with selling it on the right basis. Then come follow-up 
services by the agent and the home office. 


To the agent who is dreaming about building solid 
Life and A & H accounts and is willing to work to 
make his dreams come true, we offer an unusual 


Your inquiry will be considered confidential. 








FEDERAL LIFE AND CASUALTY COMPANY 


DETROIT 2, MICHIGAN 
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Chattanooga 
1887... 65th Year... 1952 
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Cahill on Profit Factor 


(Continued from Page 42) 
effort to 
item of 


premium in an 
measure this 


rather than 
more accurately 
expense, 

Date Was Postponed 


introduction of the 5% under- 
writing profit and contingency provision 
was first announced by the bureau to be 
effective on rate revisions after Septem- 
ber 1, 1951. The date was subsequently 
postponed, however, in order to permit 
the National Association of Insurance 
Commissioners to study the subject of a 
reasonable provision tor this item. No 
decision has been reached at the NAIC 
level and we felt it necessary to include 
the 5% provision in this year’s filings. 
To date, rate revisions which include a 
3% provision for underwriting profit and 
contingencies have gone into effect in 
32 states and territories for either auto- 
mobile lability or owners’, landlords’ and 
tenants’ liability insurance. 

“Such a response has been indeed 
gratifying and justifies our position that 
this proposed increase in the margin 
for underwriting profit and contingencies 
should be introduced in the remaining 
states as quickly as possible. Such a pro- 


“The 


vision would provide an additional 
margin in the rate structure for un- 
known or unmeasurable adverse trends 


which work to bring about inadequate 
rate levels. Further, it would improve 
the industry’s position in trying to raise 
new capital to meet the demands of our 
expanding economy and would help to 
attract multiple-line companies to the 
casualty field by offering the same 5% 
margin in the rates as that approved 
for profit in fire insurance. 
Must Offer Reasonable Profit 

“Furthermore, we must offer to pre- 
sent and potential stockholders the pos- 
sibility of earning a reasonable profit 
commensurate with the risk involved. 
The fact that the stock companies had 
an underwriting loss of over $200,000,00) 
in writing automobile liability insurance 
countrywide since 1946 is proof positive 
that this is a risk and not an_ invest- 
ment business and should offer a higher 
possible return to investors than that 
of purely investment hag ge Cer- 
tainly 5% of premium is both a modest 
fee for an insured to ers for the as- 
sumption of his risk of and a 
moderate return to those who have in- 
vested money in the casualty insurance 
business. Such a return is extremely low 
in comparison with those of other in- 
dustries against which we must compete 
in attracting investment dollars. Certain- 
lv if 25% was reason: ible when there 
was little or no Federal income tax on 
earned profits, 5% is now reasonable 
with a 52% Federal normal and surtax 
income tax which takes its cut in the 
years and yet offers little reliet 
in periods of underwriting losses.” 
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REINSURANCE is the bedrock 
of safety underlying the insurance industry’s 
contribution to the affairs of men. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 
Casualty + Fidelity Fire + Inland Marine 
Surety Ocean Marine 





90 JOHN ST., NEW YORK 38 
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